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- of the Week 
» yall Story 
na Story 
‘! Like To Live In Columbus 
4d American City 
abus Is More Than a City: 
It. a Spirit! 
- an Joke 
‘Hor st Abe’ Was Right 


Stor’ of the Week 

Ma el was all dressed up. \ 
“Bi occasion?” her girl friend . 
askec 

“yc. bet. At last I’m going out 
with very successful man.” 


“How do you know he’s success- 
ful?” 

“His name is on every sucker list 
in the country, the government takes 
most of kh s income, and he has two 
ulcers. ' 


Baseball Story 


Few Broadway shows have been so 
mysterious as “South Pacific.” It’s 
a sell-out every night, yet nobody 
you know ever seems to see it. 

Claire Berry, traveling secretary 
of the Detroit Tigers, reports that he 
and his missus wanted to take in 
this out-of-the-world musical comedy, 
and that he called owner Dan Top- 
ping of the New York Yankees. For 
many years Topping has been one 
of New York’s best-known patrons 
of the theater, and Berry figured 
Dan could get him tickets if anybody 
could. 

Over the telephone the Yankee 
mogul was non-committal at first. 
Then he warmed a bit. 

“It’s practically impossible, but I 
do think I can arrange to trade you 
two “South: Pacific” orchestra seats 
for George Kell, ‘Hoot’ Evers, and 
Virgil Trucks,’ the Yankee owner 
promised. 


Arizona Story 


Judging by Hollywood's output and 
what’s going on in the comic strips 
and television’s offerings, our Ameri- 
ca is enjoying a revival of The Wild 
West. Gene Autry is in the saddle and 
Hopalong Cassidy rides again. 


Art Schellenberg, who abandoned 
our industry to become the Sage of 
Phoenix, observes that long-retired 
Wild Westerners are reacting vola- 
tilely to this revival of national in- 
terest in boots-saddles-spurs-revolv- 
ers and “they went thet-away.” 

His adopted city staged an Old- 
Time Reunion of honest-to-God cow- 
boys, self-confessed “bad men” and 
retired law-enforcement officers 
some time ago. Quite a shindig, that. 
Well-preserved Old Coots were 
strewn along the best gutters two 
days later. 

Always the gentleman, Art rescued 
one of these Old Timers and asked 
him kindly in what hotel was he 
registered. Temporarily aroused from 
nostalgic comfort, the Old Coot 
bridled: 

“Hotel? I should buy a hotel room ? 
Only three days I’ll be here and he 
Says | gotta put up in a hotel.” 


You'd Like To Live 


Ir Columbus 


‘Coneluded from last week) 


Columbus boasts that it’s a well- 
Soverned city—and it is. For a 


quari.» of a century its citizens have 
enjoy. | the freedom of a home-rule 
chart under which a mayor, a 
Seve. ember council, and other 
elect’ » city officials are chosen for 
four- -ar terms. Non-partisan :ballots ; 
are jure in the nomination and 
elect: » of candidates for city offices. 
Any (me a substantial majority of 
the « ‘zens want to change the rules, 
tis Gone. At the same time, this 
cha: is safeguarded amply against 
Pron =cuous tampering and experi- 
meni ion by small minorities. 

Cc bus, thereupon, -is a cozy 
Plac » live. A genuinely hospitable 
— ere, along with excellent 
he ©. and entertainment facilities, 
~ iade it an outstanding meet- 
dl “ce for organizations of all 
ao ations. For many years it 
“nd oked third among the conven- 
p es of our nation. In an aver- 
va “r Columbus hosts 225,000 visi- 


‘uded on Page 8, Column 3) 
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rices Cut 10-19% 
On Frigidaire 1950 
Window Units 


DAYTON—A new suggested cash 
price scale for 1950 Frigidaire win- 
dow room air conditioners, ranging 
from nearly 10 to 19% less than 
last year’s comparable models, has 
been announced by W. F. Switzer, 
commercial sales manager of Frigid- 
aire Div. of General Motors. 

Switzer pointed out that a window 
room air conditioner (ARM-100) of 
new design and equipped with dual 
refrigerating systems with approxi- 
mately 1 ton capacity has a sug- 
gested cash price of $419.75, f.o.b., 
Dayton. The new suggested cash 


(Concluded on Page 26, Column 4) 


Marvel Turns Out 
4-Cu.Ft. Model 


STURGIS, Mich.—A new 4-cu ft. 
household electric refrigerator, de- 
signed to fill the needs of special 
types of markets, has been intro- 
duced by Marvel Industries, Inc., of 
Sturgis. It will sell for $149.95. 

Marvel’s experience in building re- 
frigerators goes back to 1937, and 
its units have been installed in 
trailer coaches, on cabin cruisers, in 
small apartments and motels. 

Now Marvel is setting out to get 
general distribution of a 4-cu. ft. 
refrigerator through regular dealer 
channels. “The small, 4-cu. ft. unit 
has a definite place in the dealer’s 


(Concluded on Back Page, Column +4) 


CanadianRsésMay 
Meet In Buffalo 


By C. Dale Mericle 


TORONTO, Ont., Can.—The 400 
members and guests who attended 
the two-day 11th annual educational 
conference staged by the Interpro- 
vincial Association of RSES here 
April 3 and 4 heard five educational 
talks, inspected 27 exhibits spon- 
sored by the Canadian Refrigeration 
Manufacturers Association, and par- 
ticipated in the usual enjoyable en- 
tertainment features. 

There is a _ possibility that the 
group may break with tradition next 
year by holding the annual meeting 
in Buffalo instead of Montreal at the 
same time of the Rema-RSES educa- 
tional conference, which is scheduled 
for April 6, 7, and 8 at the Statler 
hotel. 7 

At least the Canadian association 
was extended a warm invitation to 
do so by Ed Graff, who officially 
suggested this possibility on behalf 
of both Rema and the RSES Inter- 
national. 

The educational talks at this year’s 
meeting covered a variety of sub- 
jeets—open self-service cases, plates, 
comfort cooling, and high speed com- 
pressors. 

Discussions of the latter were 
given by two speakers. D. B. Thomas, 
manager of the air conditioning divi- 
sion of Canadian General Electric 
Co., outlined the essential design 
features of G-E’s high-speed ma- 
chines, while Airtemp’s radial com- 
pressors were described by Chas. 
Neeson, chief of cooling research for 
Chrysler Airtemp. 

Both speakers emphasized the ad- 
vantages offered in reduction of the 
size of compressors which is made 
possible by designing for  high- 
speed operation. 

First speaker in the conference 


(Concluded on Back Page, Column 1) 


Pp or ‘ ; ~ 


Crosley Adds 5 
Shelvadors to 
Line for 1950 


CINCINNATI — Five new Shelva- 
dor refrigerators in standard and 
deluxe models have been introduced 
by Crosley Div., Avco Mfg. Corp., 
with suggested retail prices from 
$189.95 to $329.95. 

W. A. Blees, Avco vice president 
and Crosley general sales manager, 
said that the introduction of these 
models in the Shelvador line is in 
accordance with the company’s plans 
made last fall when Crosley first 
brought out its 1950 model refrigera- 
tors. 

By coming out now with the new 
models in 7, 9, and 1l1-cu. ft. capac- 
ity sizes, the company is following 
through with its sales plan to 
“further intensify support for our 
dealers during their spring and 
summer selling drive,’’ Blees said. 

At the same time, Crosley also un- 
veiled a new kitchen freezer which 
blends with kitchen cabinetry; a 
deluxe cabinet sink and laundry bowl 
with sliding drainboard; and other 
additional kitchen equipment. 

Suggested list prices for the new 
refrigerators are: AMB-7, $189.95; 


(Concluded on Page 29, Column 2) 


Room Cooler Sales 


Peak Seen In ’50 


NEW YORK CITY—Reports in the 
trade generally and from a couple of 
manufacturers specifically seem to be 
bearing out the predictions made at 
the start of the year that room air 
conditioner sales would boom in 1950, 
perhaps as much as 50 to 100% 
over 1949. 

The two manufacturers who have 
just announced increases in sales are 
Phileco Corp. and Fedders-Quigan, 
and almost every other producer has 
indicated considerably improved sales 
figures over comparable periods last 
year. 

First quarter factory sales of 
Philco’s room air conditioners are 
50% greater than in the same period 
of last year, it was reported by 
John M. Otter, vice president and 
general sales manager. The boom 


(Concluded on Page 29, Column 2) 


Injunction Against 


12 N. Y. Dealers 
Sought by Landers 


NEW YORK CITY—As electrical 
housewares manufacturers last week 
continued their drive to halt alleged 
price cutting of fair-traded merchan- 
dise in this area, a motion by one 
of them—Landers, Frary & Clark— 
for a temporary injunction against 
12 dealers was taken under advise- 
ment by Supreme Court Justice Ben- 
jamin F. Schreiber after a two-hour 
hearing. 

Meanwhile, the industry awaited 
with high interest the outcome of 
General Electric Co.’s suit against 
R. H. Macy & Co., which was sched- 
uled to be heard in Supreme Court 
April 10. The suit is regarded in 
some quarters as a test of fair-trade 
minimums. 

G-E has charged the huge depart- 


(Concluded on Page 29, Column 1) 


Admiral Corp. Buys 
Out Midwest Mfg. 


CHICAGO—Admiral Corp. has pur- 
chased Midwest Mfg. Co., Galesburg, 
Ill, John B. Huarisa, executive vice 
president, announced recently. 

The acquisition, Huarisa _ said, 
brings the number of manufacturing 
plants owned by Admiral to nine. He 
added that the new plant will be 
known as the Midwest Mfg. Co. divi- 
sion of Admiral Corp., and that S. S. 
Battles, president of Midwest, will 
continue operation of the Galesburg 
plant in the capacity of vice president 
for Admiral. The price was not dis- 
closed. 

Huarisa said that Midwest, which 
employs 350 people, will continue to 
manufacture its present line of 
Kitchen Kraft equipment, marketing 
it through its present channels. The 
company specializes in a package 
kitchen product consisting of a 5- 
cu. ft. refrigerator, sink, range, and 
wall cabinet, all contained in a space 
of 66 in. 

The Galesburg plant consists of 
265,000 sq. ft. of floor space on 16 
acres of ground, the Admiral execu- 
tive said. It is described at ‘‘com- 
pletely modernized” for mass _ pro- 
duction, having 10,000 ft. of overhead 
conveyor equipment and four railroad 


(Concluded on Page 29, Column 2) 


They'll Guide REMA During 1950 


m3 "7 
ou i 


Officers of Refrigeration Equipment Manufacturers Association, elected 


during the recent meeting in Chicago. 


L. to r. are W. A. Siegfried, 


Superior Valve & Fittings Co., vice president; K. B. Thorndike, Detroit 

Lubricator Co., retiring president; R. H. Israel, Virginia Smelting Co., 

new president; W. J. Stelpflug, Hussmann Refrigeration, Inc., treasurer 
John E. Dube, Alco Valve Co., secretary. 


REMA Program 
Will Promote 


End-Use Items 


Fund Is Established for 
Campaign on Milk Coolers, 


Water Coolers, Freezers 


CHICAGO — Refrigeration Equip- 
ment Manufacturers Association will 
enter a new program of promotion of 


. end-use products this year, having 


allocated a two-year fund of $10,500 
to the food freezer, water cooler, 
and milk cooler sections for general 
promotion of these products. 

This was disclosed in the annual 
report of retiring president of Rema, 
K. B. Thorndike of Detroit Lubri- 
cator Co., made at the annual meet- 
ing of the association at the Edge- 
water Beach hotel March 30-April 1. 

“Many trade associations confine 
themselves to industry statistics and 
standards as their major activity, but 
Rema feels there is also a large place 
for a trade association in the field 
of promotion,” Thorndike said in re- 
porting that the Rema directors had 
allocated the $10,500 from the All- 
Industry Show fund for such promo- 
tion purposes. The Food Freezer sec- 
tion already has underway a techni- 
color motion picture film which will 
depict proper use of the freezer. 

R. H. Israel, sales manager, Re- 
frigeration Department, Virginia 
Smelting Co., West Norfolk, Va., was 
elected president of Rema to serve 
for the coming year. W. A. Siegfried, 
president, Superior Valve & Fittings 
Co., was elected vice president; W. 
J. Stelpflug vice president, Hussmann 
Refrigeration, Inc., was elected trea- 
surer; and John E. Dube, president, 
Alco Valve Co. was elected secretary. 

Newly elected directors of the as- 
sociation are C. M. Cordley, presi- 
dent Cordley & Hayes; W. 
Switzer, commercial sales manager, 
Frigidaire Div., General Motors; and 
L. C. McKesson, vice president in 
charge of sales, Ansul Chemical Co.; 
as well as John E. Dube, and W. A. 
Siegfried mentioned above. 

Thorndike reported an _ over-all 
satisfactory year for the associa- 
tion, what with the establishment of 
new headquarters in Washington, D. 
C., a successful 6th All-Industry Re- 
frigeration & Air Conditioning Ex- 
position, and the sponsoring of a 
number of new activities by the or- 
ganization. 

During the past year 10 members 
found it necessary to resign from 
Rema because of changes in their 
business operations, and six new 
members were admitted, so that 116 
manufacturers are now counted in 
the membership. 

Rema has engaged legal counsel 
(the Washington firm of Kilpatrick, 
Ballard & Beasley), has rewritten 
its by-laws, joined the American 
Standards Association (and set aside 
$2,500 for the development of in- 
dustry standards), and is continuing 
as one of the ‘sponsoring organiza- 
tions of Refrigeration Industry Safety 
Advisory Committee (RISAC). 

Thorndike praised the work of the 
General Statistics Committee, func- 
tioning for the first time last year, 
which played an important part in 
securing the combined efforts of 
Rema and ACRMA in working out 
a joint statistical report on compres- 
sor bodies. He also touched on the 
work of the All-Industry Show Com- 
mittee, Educational Conference com- 
mittee, and the work of the public 
relations director, George E. Mills 
(all covered elsewhere in this story). 

“This country 10 years from now 
can be in the same terrible position 
that Great Britain now finds itself 
in. 

“Russia won’t beat us. No outside 
force will beat us. But it’s possible 
for the people in this country to de- 
feat themselves.” 

Those were the warnings sounded 
by Louis Seltzer, editor of the Cleve- 
land Press and one of the most widely 
respected journalists in the U. S., in 
speaking before Rema. 

Seltzer not too long ago returned 
from a trip to Europe “to find out 
for himself’ some things about the 
European situation, particularly to 
determine why Great Britain, once 
the world’s greatest power, had fallen 
to its present critical state: 

Granting that the two World Wars 
had a great deal to do with it, Seltzer 
said in his belief that “the critical 


(Concluded on Page 4, Column 1) 
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2 AIR CONDITIONING & REFRIGERATION NEWS, APRIL 10, 1950 | 
: Walk-In Converted Into. == Major Appliance Sales Continue ‘Spotty’ opeland Names Jernberg *toral Sates Tool SI 
6-Door Dairy Display Case To Post of District Mgr. Orchids to You” Theme ff . 


MAPLEWOOD, Mo. — Converting 
the sidewall of a 15 x 8-ft. walk-in 
refrigerated cooler into a 6-door ‘“‘dis- 


In Pittsburgh Territory for February 


PITTSBURGH — Sales of major 
appliances in the Pittsburgh area 


disposers, ranges, vacuum cleaners, 
and water heaters were selling at 


Covering 6-State Area 


SIDNEY, Ohio—Announcement has 


Ups Traffic, Prospect List 


BOSTON — Orchids to th 


Cus. 
tomers! 


play case” has solved many problems _ eontinued spotty during February, — below the 1949 pace. been made by Frank J. Gleason, vice That’s the sales tool curre) ‘ly be. HO! 
in handling large quantities of dairy qealer reports submitted to the Sales for the first two months of president of Copeland Refrigeration ing used by Northeastern D striby. : 
products for the Bettendorf Super- Duquesne Light Co. revealed recently. the year were in identically the same Corp., of the ap-_ tors, Inc. here, distributor of line < 
market here. Refrigerators, freezers, and laun- pattern of losses and gains. pointment of F. E. refrigerators, electric range anq aa 
The big refrigerated box, done dry equipment showed gains over Unit sales and percentage of (Jerry) Jernberg home freezers in this area. nt 
completely in white, inside and out, February, 1949, while dishwashers, change are shown in the accompany- as a district man- The presentation of free ¢ »chids - 
and with refrigeration supplied ~ ing table: ager. flown fresh from Hawaii, is being oh 
through a ceiling dome cooler, for- Percentage Percentage Headquartering used to sparkplug a large sc: pi ony 
merly was used entirely for storage Change Change from in Minneapolis, complete “Orchids to You” - romp. oily’ 
of dairy products, frosted foods, and Total Sales Feb., 1950 First Two Mos., Jernberg. will call tion that is enjoying great etiam Und 
other items. However, with traffic February From 1950 from First on manufacturers among Northeastern’s dealer: — 
into the market constantly increas- Appliance 1950 1949 Feb., 1949 Two Mos., 1949 and jobbers in As outlined by Ormond H. Map. aac 
ing, and frequently overpowering the jothes driers .................. 130 82 59% 53% Minnesota, Wis- hard, Jr. sales promotion m: rager 0 i 
capacity of self-service display ree = — NUD oo occnccuvcectonnes 31 54 -43% -24% consin, Iowa, Ne- Of Northeastern, the Orchids + Yo, ames. 
out on the floor, it was determined ee wre ree re 35 56 -38% -39% braska, and North campaign is scheduled as a aajor friger 
necessary to put the refrigerated freezers ...............0 eee eee 111 102 9% 30% F.E.Jernberg = and South Dakota. event by dealers to run for ‘ 0 op chine, 
SRUTEGO CONG CO DB TBOWERE MOPS FeemERS ww... sine es ceesseds 488 305 60% 25% Jernberg has 23 years of uninter- three days. Northeastern’s home [J yeceiv 
practical use. Ranges PT UCTETTC LTT OCCT eee 345 380 ° 9% -11% rupted experience in the refrigeration economist is provided at the a aler’s gale. 
This was done with the installa- Refrigerators (regular) ........ 2,028) 1,696 industry. Starting as service man- request. enoug’ 
tion of six 4 x 2%-ft. glass doors in Refrigerators (combination) 212{ = 32% 17% ager of Zerozone in 1927, he later Advertising preceding the e\ nt is ance, 
the outer wall of the walk-in box, Oy ge 3 POU ERCT Oe OTe 6,064 1,335 354% 324% became manager of the refrigeration strong and thorough, utilizing 1eWs- same 
facing out into the grocery depart- Vacuum cleaners .............. 1,342 1,896 -29% -21% division of Mills Industries. For papers, radio, special direct-n\. ;] jn. comm 
ment. Behind these, were built five Water heaters ................ 92 110 -16% -21% several years just prior to joining Vitation cards, and sound truc! This The 
levels of shelving, on which eggs, Washers (automatic) .......... 755 429 76% 57% Copeland, Jernberg was engaged in advertising material is provic.d by after 
cheese, butter, lard, and many other Washers (conventional) ....... 2,591 2,347 10% 2% the manufacture of commercial re- the distributor on a cooperative »asis nel 
perishable dairy products are main- Sales reported to Duquesne Light Co. by 354 dealers in February, 1950, frigerator equipment, the announce- In the case of one dealer, \[. A. ample 
tained. Duplicate displays are built nq by 386 dealers in February, 1949. ment stated. Gray, of Watertown, Mass. 800 develc 
behind each row of three doors, 809 _____ orchids were given away, and total the a 
that several groups of customers can . ‘ attendance for a two-day perio: was 
serve themselves simultaneously with Firm Appointed To Represent A dmira | “A merica’s Smart Set’ Ma azine “stimated at 4,000. As a result of _o 
the same merchandise during rush C in C cticut g zin this concentrated campaign, sales for The 
periods of the day. Anemostat Corp. In Connecticu this dealer more than doubled his A. Si 
The shelving behind the doors is ad | d T AY ' | ie D d highest expectations. Registration ich 
regularly tim by an employe sta- NEW YORK CITY—Augur, Jones anne o Stimulate onsumer Vveman cards are used to spotlight live pros. oe 
tioned within the cooler, who thus & Green, 62 LaSalle Rd., Hartford, pects for follow up by the dealer colony 
keeps the case “always full” and Conn., has been appointed represen- CHICAGO—Admiral Corp. claimed style, and design.” Each issue, he S@lesmen. is ual 
ready to serve. tative for Connecticut of Anemostat «another first” in television and ap- said, will have something in it for According to Manhard, the promo- powel 
pi . * nage viene pene: C.  pliance promotion when it announced “ma, pa, and the kids.” wor Z “eg _ = throughout, sky f 
° P . ilton Wilson announced recently. the launching of “America’s Smart T Saati ; _ well timed, hard selling produces radio 
Boston Edison Discontinues Ry: —. pi Jones, — a pen i — — ae ie 7c. a ee at 8% ptm results.” way 
° ee . Green, all of whom are graduate entertainme ‘ m ' “on emo! 
F ree Electric Range Wiring mechanical engineers, are _ fully According to Seymour Mintz, ud- se ae Ps Maggy Mie “lee windc 


BOSTON—Effective June 30, Bos- 
ton Edison Co. will discontinue its 
policy of free wiring on _ electric 


versed in applications of Anemostat 
air diffusers and the Anemotherm 
air meter, the company said. 


vertising director of Admiral, six 
issues of the magazine will be 
printed yearly, each to consist of 24 
pages. The publication will be dis- 


and Vacation (July and August). 


Included in the editorial content 
for each issue will be _ illustrated 


Alphonso Joins Consulting Firm 


TAMPA, Fla.—M. J. Alphonso has 
become associate engineer with the 


0! : , : : pieces in two and four colors on Slate 
ies ranges because the volume of instal- tributed from Chicago from special } : - . Tampa firm of R. A. Mendez & As- 
te lations since the plan was inaugu- Paw Paw Store Changes Nome lists prepared by Admiral dealers. pons gh . a i gp pins sociates, consulting engineers in air 
rated in March, 1949, has made the Aimed at creating sales and good- yrs 7 & - ws -— — se pee S conditioning, refrigeration, and heat- FO 
plan expensive, the company an- PAW PAW, Mich.—New name of will for the dealers and the promo- pears a ne or gossip, ‘a er- ing. has | 
nounced. Frank’s Home Appliances here is tion of Admiral products, the maga- ‘men pegevee: poweA ‘oe for ae Alphonso, who served four years condi 
Currently a three-month advertising Davis Television and Appliance store. zine’s editorial content reportedly ae ry’ “9 odd e designed for as an officer in the Navy, was air the 1 
campaign on electric cooking, to end Mr. and Mrs. L. H. Davis are the will be maintained at “top caliber.” “!8%% and fast reading. conditioning and refrigeration engi- 1 
paig: & ‘ : ‘ 411 
June 30, -is being conducted by the new owners. Store is at 130 E. Michi- Mintz outlined the publication as The Admiral sales message will neer for a Tampa Carrier distributor. - < 
utility. gan. being “modern in tempo, format, be conveyed by standard Admiral ¢- —— Do 
» advertisements, featuring television ‘ ane 
on the second cover, refrigerators ie 
and ranges on the third cover, and ies 
the dealer’s own message on the a 
back cover. Dealers will have a | a be c 
choice of 16 prepared pages to select HH 
for this purpose. for Durability 
BE DOUBLY SURE OF SHUT-OFF! According to Mintz, the idea under- SS Hou: 
a lying the creation of the publication SSS SS J 
. BAe wee is that it will do a more effective ews 
job of selling than the usual printed 
| promotional material. He said that HC 
- over a million copies constitute the frige 
=. a on — tight seating of print order for the first issue, sched- cent] 
expansion valve alone... uled to run on approximately May 1. mt Co. 
For POSITIVE liquid shut-off on any size instal- The Book will be produced by the : vente 
lation use ALCO Solenoid Valves, because: Drake Publishing Co., Chicago, at the THE ORIGINAL, PATENTED prod 
’ . direction of O. A. Feldon, Robert P. CROSS FIN COIL Ke 
1) Accurate machining to extremely close toler- Hanks, and Willis Littell. Editorial + for | 
ances assures leakproof seating. standards will be governed by, in | The ——— — = changed rece! 
, : addition to Feldon and Hanks, Mintz, an industry stands today unchal- anno 
2) ALCO Solenoid Valve coils are made of the John Walt, Willie Mae Rogers. and lenged for performance, user satis- expa 
finest materials, impregnated with a special var- : ’ : gers, faction and lasting durability. 
nish giving maximum resistance to moisture, dirt Neil T. Regan of Admiral Corp. Made from only » Zl finest ma- _ 
and corrosion. terials by rt al gap emg _—_ 
* exacting standards, every Larkin 
Gudden Manages Appliances Coil features imbedded og an 
° ° contact, swaged connection, silfos 
«At Davidson Furniture Co. welded construction, and staggered 
TO UNE TO OTHER ROOMS tubing. Write for complete details. 
| . — 
| OMAHA, Neb.—Aaron Levitt, gen- Manufacturers of the original Cross-Fin 
snnundig igh cunnanmindnelaauae eral manager of Davidson Furniture Coil — Humi-Temp Units — Evaporative 
Co., has announced the appointment | — Eyyuiitioning Units and Gollan Diced bo. 
of Benjamin Gudden as manager of pansion Water Coolers — Steel Vacuum 
THERMO VALVE the firm's home appliance depart- Plate Coils — Heat Exchangers. - 
ment. He succeeds Bert Rudd, and WATCHDOG OF THE NATION'S FooD suPPLY Ny)! 
will be buyer as well as manager. | Ray sp ALN ///, 
He has been with the Omaha com- ‘LABKIN Eq (Le i 
I FILTER raver pany about 10 years as assistant | + ou 
MI SUCTION LINE | yp wa furniture buyer. Se _——— 
\ X — 
HIGH PRESSURE CUT OUT —_LIQUID LINE U Y 
— RN SURPLUS INVENTORY | «: 
INTO READY CASH! 
— ALCO T TRACO] REFRIGERATION INVENTORIES 
ype 
im eee ANY QUANTITIES 
; PARTS @ UNITS e ASSEMBLED APPLIANCES 
2 TBUY §-| NEW MERCHANDISE ONLY 
“ QUARTER-CENT 
: , “ a 
“8 ALSO—Send for free SEND LIST OF ITEMS FOR OUR wero 
Designers ond Monvufacturers ° | eer een fen a / / * / bad J 
of Thermostatic Expansion ALCO VALVE CO. | Hy | sensational savings. WRITE: PHONE: WIRE 
Regulators; Solenoid Valves; a "1g : ae Mein: _ r 
‘ feciiaaliedenns 853 KINGSLAND AVE. « ST. LOUIS 5, MO. ‘T poone no. TRACO Industrial Corp. 
we; SEE YOUR ALCO WHOLESALER TT ERR OT eRe Ral ET 
= | WA. 4-4302 455 W. 19th Street, New York 11, N. Y- 
Pa 
¢ 
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SLIDING SCALE Seashore Towns Need Cooling, Too 
Ti) ° ° D | Fi d F A li C A B @ { Ai Cc di * * 
[second and Third Closing Dealer Finds Former Appliance Customers Are Best Bets for Air Conditioning 
List Wit’, Same Prospect Net 
cm ASBURY PARK, N. J.—The Jersey From time to time, the company pendent unit. excess of the parts needed to replace 
he cys. H. gher Commission Central Appliance Co., here has re-~ runs a sales promotion for its sales- Separate stocks, sales, and mer- old parts. 
cently begun to promote heavily the men based on an increased number of chandising activities are carried on The customer holding this policy 
1*ly be. HOI UYWOOD, Calif.— Paying a sale of air conditioning: units for sales of units rather than dollar because it has been found that in is only charged for the parts, making 
> ‘striby. taff c outside salesmen on a sliding homes and large commercial installa- volume. The leading salesmen are different communities a separate ap- the repair job very nominal. 
ibson ss ale “hich rewards each with pro- tions. Formerly only selling home _ either awarded merchandise or cash proach must be taken in accordance The service department funnels 
© and ssi: ly greater commissions for ~ appliances, they have found a large prizes for their efforts. with local customs and demands. All leads to the salesmen. Whenever en- 
ont and third sales to the same fertile field for air conditioning in All salesmen are on a salary plus servicing is done at the firm’s main tering homes they check for different 
Crchidg eae t has proven the source of this seashore town. commission basis. This has been store in Asbury Park. appliances and home necessities, then 
s being ih ‘igher unit volume at Electra Because they are located in a _ found to be the only proper method “We have a yearly refrigeration pass on this information to salesmen. 
© and city, uge appliance dealership on shore town many other dealers prob- of handling _Salesmen and keeping policy in effect that individual home Rather than ask customers if they 
romo. Holly’ 00d Blvd. here. ably overlook air conditioning the them on the job, according to Lanter- owners can_ subscribe to,” says are in the market for certain appli- 
CCegg Und'r the plan, each salesman ame as we did,” says store manager man. Lanterman. “This policy costs $6 and ances, the salesman already knows 
receiv’) a base commission of 9% Norman Lanterman. “In reality there If only paid commission, they will initially our serviceman gives the what to suggest to the housekeeper. 
Man n mc t of his appliance sales, with is a very large market for it here.” not last long if no sales are made and refrigerator a check and thorough The store has a regular promo- 
1 lager ; fev exceptions on fast-moving Checking through its sales of ap- if paid a salary, it may be costly to going over. _ tional campaign. It makes consistent 
t Yoy tems. If, however, he sells the re- pliances during its years in business, the firm, he explained. By combining “He doesn’t call any more. When- use of newspaper advertising, direct 
lajor friger ‘or customer a washing ma-_ the store has sent salesmen out to the two compensation methods, the ever the housekeeper does have a mail, telephone book advertisements, 
0 or nine, for example, the salesman former customers with a high per- salesmen and firm have received com- problem, she gives us a call and the and store demonstrations. 
home poor ; a 10% commission on that centage of purchases. In addition, plete satisfaction and a small turn-_ serviceman is dispatched.” Animated window displays are very 
iler’s ale. hen, if he is enterprising they had started a commercial and over of salesmen has resulted. This policy assures housekeepers important for the store. In current 
: ougi to sell a third major appli- industrial air conditioning depart- Jersey Central has seven branch that they will never have to pay displays the doors of a refrigerator 
nt is eo ‘-bove the $100 mark, to the ment which has been successful in stores in other southern Jersey towns. labor charges on repairing their re- and range are opened and closed 
\eWs- sine ‘amily, he is rewarded with a placing large installations in a hotel, Each store has its own manager and _ frigerators. These have been found automatically. This device has proved 
1 in. commission of 11%. 7 and other retail establishments. salesmen, and works as an inde- to be extremely costly and much in important for the store. 
This The salesman is given 90 days ‘ 
d by & after the first sale in which to con- : 
asis, summate the remainder, usually 
[. A, ample time for the housewife to 
800 develop a thorough appreciation of 
1 total the appliance she has already pur- 
| Was chased, and her willingness to buy 
ult of a second. 
les for The system was developed by Carl 
2c his A. Stuewe, president of the firm, 
‘ration which is one of the largest retail 
Prog. appliance dealerships in the movie 
Gealer colony. To help his salesmen, Stuewe 
is using such stunts as a battery of 
romo- powerful searchlights swinging in the 
shout, sky from the curb over his store, a 
duces radio program which features give- 
aways every week, and models 
demonstrating appliances in the 
irm windows. 
o has § 400 Tons of Air Conditioning 
h the 
« As | Slated for Ft. Worth Building 
in air 
heat- FORT WORTH, Tex. — Contract 
has been awarded for installing air 
years conditioning equipment throughout 
Ss alr the 10-story Neil P. Anderson Bldg., 
ar 411 W. Seventh St., according to F. 
outor, 


A. Douglass, building manager. 
Douglass said the contract, 
awarded to the General Engineering 
Co., provides for 400 tons of Carrier 
air conditioning. 
Work on the project is expected to 
be completed by June 1. 


Houston Distributor Named as 
Jewett Expands Into West Areas 


HOUSTON, Tex.—The Jewett Re- 
frigerator Co. of Buffalo, N. Y. re- 
cently appointed the J. A. Walsh 
Co. here as distributor for its new 
circular beverage cooler and other 
products in the Houston trade area. 

Edgar B. Jewett, sales manager 
for the 100-year-old firm, was here 
recently surveying the market. He 
announced the Jewett company is 
expanding its sales to include the 
western half of the United States. 


FOR MAXIMUM 
EFFICIENCY 


Get on the Fedders Band -Wagon 


CHECK ALL THESE FEDDERS FEATURES... 


‘round living and working conditions. 


4 FINGER-TIP CONTROL... exclusive Com- 
fort Circle Grille lets you direct the flow 
of air in any direction, where you want it— 
where you need it—-mever a draft. 

TWICE THE DEHUMIDIFYING AREA... twin 


evaporators double the capacity for 
wringing out moisture. 


NEW HINGED-LIFT TOP... makes replace- 
ment of filters easy. All controls concealed. 


HERMETICALLY SEALED SYSTEM...com- 
pletely welded... lubricated for life... 
diminishes service. Five year protection plan. 


QUIET OPERATION... A triumph of Fedders 
engineering. Seals out street noises, 
cools room silently and provides better year 


GET IN ON A GOOD THING! 


Fedders-Quigan Corporation, Unit Air Conditioner Division, 

Dept. AC-3, Buffalo 7, N. Y. 

Gentlemen: Please send me complete information on the 1950 line of Fedders Room 
Air Conditioners for we'd like to get aboard your profit band-wagon selling this new 
comfort appliance.’ 


USE for a Nifty - Fifty 


CH! -AGO SEALS AND 
VALVE PLATES 
o€AFEL) 

CALANC! 


Yes, the hotter the weather, the hotter your sales of Fedders 
Room Air Conditioners. It’s the fastest growing line in the 
fast growing Room Air Conditioner Industry! With prospects 
for other appliances running thin, now is the time to cash in. 
Fedders has packed 54 years of engineering experience to 
bring you a complete mew line of attractive furniture-styled 
models. 


HISTORY MAKING COOLING CAPACITY! For the first time 
Fedders offers full }2 ton (6020 btu/hr.) and full % ton (9010 
btu/hr.) window models. Ratings certified at ASRE conditions. 


MAIL 
COUPON 


COMPARE with other room air conditioners regardless of 


Name ti 
price. Look over all Fedders sales-clinching features. Yes, TODAY neansin Ler™ 7 : 
’ ° . 
you'll agree that Fedders gives your customers more air con- Bt A Cin ra daisies Saar 
ditioner per dollar. : 
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REMA Program To Promote End-Use Items-- 


talks, lectures, and motion pictures 
are also provided by Rema, with the 
Refrigeration Service Engineers 
Society providing a program of talks, 


slightly higher than that of the pre- 
vious Show held in Cleveland, the re- 
port showed. The number of exhibi- 
tors, 212, was an all-time high. 


have calculated the percentage rela 
tion of each’ high credit to the tot, 
credit experiences reported, ang We 
have been able in this way t» chart 


SES 


Neb. 
May 


(Concluded from Page 1, Column 5) battles legitimately and honorably panel forums, and whatever enter- How Rema’s “publicity” and “pub- in our minds the buying hab):s Over 

: point came many years ago when the and to bar cartels and monopolies. tainment is ‘provided. lic relations” programs have ex-_ the seasons since October, 1945 » h 
leaders of industry in England de- (2) To abandon confusing two Refrigeration Equipment Whole- panded in the past year was out- Polsten said. At 

veloped cartels, pricing arrange- kinds of democracy, do our civic salers Association and the Refrigera- -lined by George E. Mills, director of “In relation of our own ; les ¢ 
ments, and territorial agreements— duties, and to prevent the govern- tion and Air Conditioning Gontrac- public relations for the association. the changes of the high cre: ts on LIN 
and sat back to clip their coupons, ment slipping into the hands of tors Association are both actively Mills differentiated between “pub- tended, we, as credit men, ha: 2 pec, Min Ne! 
failing to plow back earnings or ef- fewer and fewer people. promoting the St. Louis conference, icity” and “public relations” defin- able to determine if the busi oss we Ma coil S* 
forts into the channels of industry “Six million communists control Coggin said, and he urged the indi- ing the former as that which gets are doing is in a high or lo - rela. I retaile 
and research.” This, he said, ac- several hundred million Russians,” vidual members to step up their own into print, and the latter as “actions” tion to the purchases that © give MM or ma 
counts in a great part for the ob- Seltzer declared. “If we are not care- promotion on the affair by increasing which reflect favorably for the or- customer is making in the i: tae sauat 
solescence of the British industrial ful to preserve our democratic pro- their. use of mailing pieces which ganizations. From percentage calculations ~ thei, J tribut: 
machine. cesses we can lose our freedoms and Rema is provided. paying habits we are able tc dete; novelt 
our standard of living.” The local committee, headed by REMA GETS MORE PUBLICITY mine the general trend of pa ments ruled 
POTENTIALLY GREATER The schedule has been completed John Spence of Hussmann Refrig- While Rema got more “publicity” —®Te they improving or is nels Wilso! 
PROSPERITY for the regional educational exhibits eration, is doing a bang-up job of in the past yea hy than ever belére. tt tighter? And are we selling nough The 
and conferences to be held this year promotion and the system of advance 1 tl idened th f it to the particular customer, or hould writ ¢ 

We in the United States have a and next, and early indications point registrations is proving helpful in au a y wee a ot = 8 ry we hold to closer limits? tate 
potentially greater prosperity than to next month’s kickoff conference stimulating the interest of those who a a yo gpeny haga 7 a>. “It has been the custom oF sa] oiag 
we are enjoying now—greater than in St. Louis to draw fine attendance, are giving thought to attending the ptr sme pase “A - red ee . - men,” Polsten commented, “t. Icy Jered 
that ever realized on this earth. An it was reported by F. G. Coggin, show. Some 60 manufacturers have po ry ow an Fe uca lonal con- upon the credit department f ook ised 
almost assured population gain of Detroit Lubricator Co., chairman of applied for space, and there are about oe ae eae ain a Fe. aol of those necessary evils th ax 
two million persons per year for the the educational conference and rela- 90 spaces available. Safety P* pats "eine "Sedntae to be put up with, and an elias fected 
— = oe en |= eee, the American Standards Association made to appease, so that they voulq Rul 
prediction, Seltzer said. The schedule for the series is as ALL-INDUSTRY SHOW REPORT ces dele with sales approve each and every ord: that missic 

But we have a weakness in that follows: Reporting on the 1949 All-Industry pyoups in the industry, and the re- the salesman turned in. Tims are fall, | 
we are confused on the meaning Of = May 26-27-28, 1950: Midwest edu- Refrigeration & Air Conditioning Ex- cently adopted promotional cam- Changing, and with mone; now fy ciatio 
democracy. There are two kinds Of ational exhibit and conference, position in Atlantic City, H. F. paigns of the food freezer, water tighter than it has been, the sales. took 
Gemocracy, ponmons and industrial, St. Louis. Spoehrer, Sporlan Valve Co., chair- cooler. and milk cooler product sec- men are cognizant of the fa: that year. 
the Cleveland editor declared. Nov. 17-18-19, 1950: West Coast man of that show, said that a break- tions / the credit man is fully aware >f the Jud 

We are generally doing pretty well ¢qucational exhibit and conference, down of the attendance revealed that Siwerd T. Pelton. credit manager Need for increasing the voli .e of BH “purp 
in “industrial” democracy—we go to [Long Beach, Calif. the purpose of taking the show to o4¢ push Mfe. Co. and chairman of Sales where the break-even point is trary 
work and do our jobs, and improve Jan. 26-27-28, 1951: Southwestern the eastern seaboard has been accom- ithe Rema cis Semasaitthes reported ‘ising higher in  practicali: qj MH the r 
our standard of living. The fault is  equcational exhibit and conference, plished—the attendance was largely on the work of the group and urged phases of industry in order thy pro. the |] 
that we think we've done enough. We  najias, from that section, meaning that a js ember companies not articipating fits can be realized. adopt 
don’t find time to sit on school April 6-7-8, 1951: Eastern educa- great many attending had not been i, pema’s ee Beant» ‘+n hescune and { 
boards, city councils, or take an in- tional exhibit and conference, Buffalo, to the Industry Show previously. i: i & ue ae an ei tal CREDIT MANAGER HAS \o were 
terest in the Federal governments. wy, The 1951 All-Industry. Show, as 41 members kee ala ake eneiie SMALL TASK ash t 
Fewer and fewer of us are taking All manufacturers who were exhi- noted previously, will be held Nov. japnits and Pre 4 yp sven a i srt ; ' ers, t 
time to exercise the voting privilege. pitors at the 6th All-Industry Refrig- 5-9, 1951 at the Navy Pier in Chi- jo trade Pa a man truly has the job The 

So, the challenge that faces the eration and Air Conditioning Exposi- cago. Cleveland has been tentatively “"y tye, a te ie ee ee ee ee oe 
U. S. is tion are eligible for one booth at _ selected as the site for the 1953 ~ e monthly clearance for his concern in the customers that the for W 

a a 2 March 1, which the Rema Credit salesmen have contacted and cop. 

(1) To keep the spirit of compe- these conferences. Exihibit space is Show, Spoehrer stated. Committee discussed at the annual vinced that his goods should b to ac 
tition in business alive, to go ahead’ being provided by Rema. Educational The attendance of 9,688 for the meeting, there was clearance of the the customers’ b carnal Thi —— thing 
with research, to fight business “briefs” in the form of illustrated Atlantic City Show last fall was experi ie of 52 members ‘on 68 small task but takes pome og ae Poa tende 

‘| companies who are either jobbers, customers through balance sheets, rma 
a ey Wager 3 papery eee Ahr eae: dealers, or manufacturers who have paying habits, and salesmens’ re- comp 
ter ee tia ae Bees i bi a y io" “Se, A aan ea purchased from 3 or more Rema ports. offere 
aye ees ea es : . san ; members. These reports are on cus- “To be sure, this information is ing a 
COOLING tomers who have in the past been available through credit reporting coil § 
: slow in their payment of their ac- agencies, but a salesman is in a posi- ties 
aie 8 4 counts, and gives the Credit Commit- tion, through his personal contacts, law’s 
i rie atlinws : tee a chance to study the changes to obtain and pass on pertinent in- Th 
4 Sint iy ; in both their buying and paying formation so much more quickly that Asso 
NES Se a ee: ee Cee Sakata Sy aaa ‘ Es habits. this will enable his credit department ka b 
ie: 1B} ee to be of great help to him. This is ettor 
ee eS ee ‘SEMI-ANNUAL PAYING GUIDE’ particularly true of new accounts. the 
These companies are selected each “That is why progressive manage- after 
month by the credit managers taking ment today requires the closest co- court 
part in the clearance. Each member’ operation between the credit man- prelii 
is privileged_to ask for a clearance ager and the salesman; why credits that 
on four companies. and sales are being coordinated to a be a 
A bound book, the Semi-Annual greater extent than ever before, and court 
Paying Guide, lists all companies in why frequent consultations and con- Ba 
which four or more members have . ferences between the credit and sales rule 
signified an interest. This book is departments are necessary if the powe 
completed each April and October, business is to prosper and grow. court 
and gives the high credit extended “Through full cooperation, the man 
in eight general ranges including credit manager can be a booster of ary ¢ 
COD’s to those over $10,000, and sales by pointing out those accounts office 
their paying habits in 10 different which are showing unfavorable He 
groups. The October, 1949, Guide’ trends in their activities, and those gene 
listed 722 names upon which 70 of who are really progressing, so that the 
the member companies reported. the salesman can readily increase his viola 


- “RH ” 
a Air Conditioner 
e 


Radial Unit 
Cooler 


NOW available from stock... 


for wide range of requirements 


McQuay “RH” Air Conditioners are designed for 
double duty. They provide cool, fresh air throughout the 
cooling season. But if heat is needed, heating coils for use 


“From each of these guides we 


volume of profitable sales.” 


Forged Brass 


GLOBE 


A compact unit cooler of the radial type 
that uniformly distributes air throughout 
the room. Designed for mounting at junc- 
ture of wall and ceiling. Available in 7 sizes. 


on steam or hot water may be added to this unit. 
Cold water cooling coils are also available in place of, 
or in addition to, the standard Freon coils. 


For today’s modern shop, stores, offices, beauty parlors, 
restaurants and taverns, the McQuay ‘‘RH” is ideal. It’s a 
streamlined beauty. It’s quiet. Suspended from the ceiling 


Steir 
ing 

appc 
dist; 
Mit¢ 


Unequalled | 


or mounted on existing store fixtures, it’s a space saver. * QUALITY 
The famous McQuay ripple-fin, ripple-tube Freon coils * APPEARANCE 
* PERFORMANCE 


assure high efficiency as well as economy. Available Now 


Cap 8 : 
td . . ° ° A 
in sizes to fit a wide range of requirements. Write for —_ . 
Catalog No. 96. %"' to V%'' O.D. 
=. Available in 1 to 5 ton models, this AGAIN 1N.’50 
Ei. McQuay Comfort Cooler is ideal for 
eae: low cost installations. Attractively KEROTEST 
98 designed, ie quiet and efficient. ; 
e Easy to install. MAKE THE SEASONS HAS THE PRODUCTS! ¥ 
cOmE TO YOU NS — " G3 
$4 _ KEROTEST MANUFACTURING COMPANY > 
+ oe j Po ; - on PITTSBURGH 22, PENNSYLVANIA Noite: a 
x i bn SR bas | EE EING: 2 BIR EAN DS VENPOREFSS pete OFFICES & :New York City, Chicago, Los Angeles, San Francisco, Houston, — 
ig 2 is pied nce the ee and > Pe nphtinceaine Saye: > ‘ Dallas, Tulsa, Odessa, Texas, Richmond, Atlanta, Toledo, St. Louis, Charleston, W.Va. 
rs 
¢ ‘ 
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tare 
ue wl Neb. Beer Wholesalers 
; and We es e 7 
“(0 chan ff May Furnish Coil Service 
AD'S Ove 
r “ t 
14" Bat Not Less Than Cost 
“es to 
revits: ex, LIN’ OLN, Neb.—Beer distributors 
1a: 2 been MM jn Nel aska may continue to furnish 
Si’ 28s we MH coil sc vice and similar facilities to 
lo. rela. J retaile 3 at not less than cost price 
© given or ma set value, but beer and liquor 
1 lustry manuf cturers, wholesalers, or dis- 
S ° their MH tribut’ s May not give advertising 
te deter. [J povelt’ s to retailers, it has been 
22 ments MM ruled oy District Judge Ralph P. 
noney Wilso! 
3 NOUugh The ruling was in the form of a 
oY should writ 0 mandamus which ordered the 
state ‘quor commission to revoke 
Ol Sales. parag: i_phs three and four of its 
“t look much- ebated rule 44 which author- 
3 one MM ized ‘ve practice. The other four 
h _ hag | paragr:phs of the rule are not af- 
Nn effort fected by the court’s order. 
‘Y vould Rul: 44 was approved by the com- 
le that missic: by a two-to-one vote last 
MoS are fall, b it the Beer Wholesalers Asso- 
>} now ciation, standing against the rule, 
© sales. took ‘ne case to district court this 
4° that year 


e of the Jude Wilson decreed that the rule ® 


“purported to authorize conduct con- 


ui le of 

Point is trary ‘0 laws of the state” and that 
liv an the rule was “unlawful and beyond 
le pro- the power of the commission to 


adopt,’ so far as paragraphs three 
and four were concerned. Involved 

NO were such advertising novelties as 
ash trays, blotters, calendars, coast- 
ers, trays, etc. 


The Beer Wholesalers contended 
ods of MM that a state law made it unlawful 
hat the for wholesalers to give, and retailers 
- con- to accept, money, credit, or “any- 

ss thing of value.” They further con- 
_ tended that the rule forced whole- 
of the salers and retailers to either violate 
sheets, the law, or be subjected to unfair 
= competition from competitors who 
Way) offered advertising novelties. Charg- 
tion is ing at least cost or market value for 
orting # coil service and refrigeration facili- 
A posi ties had removed them from the 
ntacts law’s restrictions. 
nt in- The Wholesale Liquor Distributors 
y that Association and unidentified Nebras- 
‘tment ka brewers, represented by Omaha 
‘his is attorneys, joined the court fight on 
ints. the side of the liquor commission 
inage- after the suit was filed in district 
St co- court here. It was indicated at a 
man- preliminary court hearing last month 
redits that any district court ruling would 
1 toa be appealed to the state supreme 
>, and court. 
| con- Backers of the liquor commission 
sales rule argued that the commission’s 

the power was discretionary and that the 
ow. courts could not inter’ere by a 

the mandamus action with a discretion- 
er of ary act. The state attorney general’s 
ounts office also took this stand. 
rable Homer Kyle, assistant attorney 
those general, argued that the law which 
that the beer wholesalers claimed was 
e his violated, was passed to prevent 
wholesalers from gaining control 


over retailers by means of subsidy, 
etc, but that advertising specialties 
did not fall within this category. 

Paragraph three, now ordered re- 
voked, provided that specialties hav- 
ing advertising value to the whole- 
saler but not the retailer, might be 
sold or furnished the retailer for 
distribution to the public. 

Paragraph four, also revoked, pro- 
vided that specialties valuable as 
advertising to the retailer could be 
furnished or sold him so long as the 
cost to the wholesaler did not ex- 
ceed $20. 


Anchor Handles Mitchell Units 


PITTSBURGH—Harold W. Gold- 
stein, president of Anchor Distribut- 
ing ©o., has announced the firm’s 
appo: tment as exclusive wholesale 
distri‘ utor in the tri-state area for 
Mitch ll air conditioning units. 


_ 


istantaneous © 
nught Beer Cooler 


EAL cooier corPORATION 
3 EASTON AVE., ST. LOUIS 6, MO. 


Dealers Pave Way for Premium Offer 
With Electric Refrigerator Drive 


OMAHA, Neb.—Tying in with an 
extensive electric refrigerator adver- 
tising campaign sponsored by the 
Nebraska-Iowa Electrical Council, ap- 
pliance dealers in this area are lur- 
ing prospects into their stores with 
the offer of a free Royal Ruby glass 
vase. 

The campaign was designed “to 
soften and penetrate the refrigerator 
market ... in advance of the regu- 
lar buying season ... to make al- 
ready ‘refrigerator-conscious’ pros- 
pects doubly conscious and anxious 
to see and own one of the new 
1950 models,” according to the 
council. 

The premium offer was announced 
March 26 in a seven-column adver- 
tisement carried in The Omaha 
World-Herald. 

The advertisement played up the 
benefits of the new models and 
carried a complete listing of all 


dealerships where the Anchor-Hock- 
ing vase could be obtained. 

Dealers who ordered the vases re- 
ceived from the council a tie-in 
window streamer and an advertising 
mat. 

Prior to March 26, advertisements 
had been run which were devoted 
exclusively to the advantages of elec- 
tric refrigeration. Subsequent adver- 
tisements were to include the give- 
away offer. Advertisements were ap- 
pearing in the World-Herald, other 
local weeklies, and in outstate news- 
papers in the area served by the 
council. 

Spot announcements following the 
refrigerator sales theme were 
scheduled over six radio stations— 
KOIL, KFAB, WOW, KOWH, KBON, 
and KSWI—for the entire month of 
March. In addition, cards in 450 
streetcars and transit buses carried 
the campaign theme. 


Rema ‘Seal of Approval’ 
Planned for All Freezers 
That Pass Cross-Testing 


CHICAGO — “Cross__ testing” of 
home freezers by members of the 
Food Freezer Section of Refrigera- 
tion Equipment Manufacturers As- 
sociation is planned in the near 
future, and equipment that is so 
tested will bear a “Rema Seal of 
Approval,” it was learned following 
the meeting of the Food Freezer 
Section during Rema’s annual meet- 
ing here last week. 

In the “cross testing” program 
members of the section will ship 
their home freezers to other manu- 


facturer members for testing under — 


procedures set up by the group. 
Howard Roberts, Victor Products 
Corp., chairman of the Food Freezer 
Section, reported that the educational 
technicolor film demonstrating the 
proper uses of home freezers in con- 
nection with modern home manage- 
ment, will probably be ready for 
release by early summer. It will be 


made available to community groups 
and others, as a general promotion 
for home freezers. 

Home-freezing procedures to be 
demonstrated in the technicolor film 
will include: preparation and use of 
frozen meats, vegetables, fruits, 
baked goods, and _. planned-overs; 
proper inventory and storage; long- 
range meal planning; and freezer-use 
techniques that save time, energy, 
and food cost. 


Harvester Refrigerator 
Sales Show 135% Increase 


CHICAGO—Unit sales of the Re- 
frigeration Div. of International Har- 
vester Co. for the quarter ended 
Jan. 31 were up 99.4% over the cor- 
responding period a year ago, with 
refrigerators showing the greatest 
percentage increase—135%, accord- 
ing to T. B. Hale, vice president in 
charge of general sales for the com- 
pany. 

Refrigeration sales for the quarter 
amounted to $10,475,000, compared 
with $6,823,000 for the like period of 
the preceding year. 


Protection For Your Profits! 


‘J / 4 ees 
AYA ey 
ARAL Re 
p : 
2 y. $ SERVEL SUPERMETIC 
Five-Year Protection Plan Certificate 
FIRST-YEAR WARRANTY. Servet warrants to che original purchaser chat each Supermetic condensing unit of 
‘ Va, Vs, "Ze and 9/4 HP steel case sizes sold by ir, and all parts of each thereof are free from defects in maxerial and fac- Fe 
le tory workmanship under normal use and service. Servel’s obligation under this warranty shall be limited to replacing, > 
er} < f.0.b, the assigned parts distributor, any pare of said condensing ume which Servel's examination shall disclose to pe 
<3 its satisfaction to be thus defective within twelve (12) months from dare of original iastallation. 
Le > 22 
IS 
~~ bY FOUR-YEAR ADDITIONAL WARRANTY, Servel warrants to che original purchaser that, if during che 
£ £) four (4) years following the one (1) year full warranty, it appears, upon examination by it, that the power unit only 


(excluding electrical accesories) is defective, due to defects in material or factory workmanship, ic will give in ex- 
change for such defective power unit a replacement power unit, f.0.b. the assigned parts distributor, provided, how- 
ever, the original purchaser at che time of receiving che replacement power unit shall deposit with said authorized 
parts distributor an amouat to be fixed by such distribaror. If thereafter, Serve! determines che defect in such power 
unit is caused by defeces in imacerial or factory workmanship and has not been abused or operated contrary to Servel's 
instructions, authorized parts distribucor agrees to return such deposic to original purchaser. If Servel devermines 
any such power uni is not defective under this Five-Year Protection Plan, then insofar as Servel is concerned, the 
deposit made by the original purchaser shall remain with and become the absolute property of said authorized parte 


distributor 


THIS FIVE-YEAR PROTECTION PLAN is in licu of all orher warranties expressed or implied and of all 
other obligations or liabilities on the part of Servel, and Servel neither assumes oor authorizes any other person to 
assume for it any other obligation or liability in connection with the sale of said product or any part thereof. This 
wartanty will not apply to said product or any part thereof which has been subject to any accident, alteration, abuse 


Senvel,, inc. ELECTRIC REFRIGERATION DIVISION 


EVANSVILLE 20, INDIANA 


Here’s a bulwark against service costs 
—protection for your profits and assur- 
ance of customer satisfaction that will 
last for years after your equipment is 


installed. 


Servel’s 


© Permanently sealed ® High torque refrigerant-cooled motors ® Factory lubri- © 
cated — require no manual oiling ® No belts, seals or pulleys © Superior design 
prevents oil agitation and crankcase foaming which cause loss of efficiency in many 
types of refrigeration systems. : 


Get the facts: 


Send for this illustrated folder on Servel Supermetic 


5-YEAR Protection 
eliminates the high cost of handling re- 
placement parts. Authorized Servel Dis- 
tributors, in every section of the country, 
carry complete stocks of parts... your 
customers deal directly with these Dis- 


Plan 


S UPERMETIC 


Models for every electric refrigeration and air conditioning use . . . %4 to 5 H.P. 


> 


tributors through their local sales- serv- 
ice outlets. Service is prompt, depend- 
able. Customer satisfaction, sure. 


This unusual profit-saving 5-YEAR 
Protection Plan is made possible by the 
Servel Supermetic’s amazing record of 
trouble-free performance in the field. 
You can protect your profits with this 
Servel Plan which covers all Supermetic 
fractional sizes (1%, 13, %and % H.P.) 
Check these Supermetic features: 


It includes complete data on all sizes 
from \ through 3 H.P. Write today 
to: Servel, Inc., Electric Refrigeration 
Division, Dept. A-1, Eyansville, Ind. 
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R IS AC: Group Hopes To Achieve Nationwide Agreement . 
© On Safety Standards By Promoting ASA-B9 Code 


Safety codes provide the public 
with reasonable safeguarding from 
the possible hazards in the use of a 
given product. In the final analysis 
the principal beneficiaries of such a 
code are the users and the public, 
since a _ safety code is_ basically 
formulated to protect the public. All 
segments of the industry also bene- 
fit from uniform, well-formulated 
safety codes. 


The installation man benefits from 
such a code, as it is his guide to 
safe installations and service. Using 
the guide is the best assurance for 
continued safe operation for the pur- 
chaser and the public. 


The manufacturer benefits from 
uniform acceptance of standard 
safety codes by being assured of uni- 
form acceptance, throughout the 
country, of his products, without the 
addition of special features for each 
locality. 


Since opinions in different locali- 
ties differ, and the opinions of the 
manufacturers vary somewhat as to 
the ways of accomplishing safe in- 
stallations of the manufactured 
equipment, it is only natural that, 
without standardization, safety codes 
as adopted across the country would 
differ vastly. This points to the need 
for nationally recognized standards. 

This has been the case in mechani- 
cal refrigeration equipment. Where 
the requirements of one city are 
different from those of the rest of 


is excerpted from his talk. 


The past two years have been marked by an increase of 
activity on safety codes and other municipal and state regulatory 
measures affecting the sale, installation, and operation of refrig- 
eration and air conditioning equipment. 

Since the start of 1949 there has been functioning, under the 
sponsorship of several industry associations, the Refrigeration 
Industry Safety Advisory Committee, which is set up to see that 
where new safety codes are being adopted, they will be up to date 
and free of antiquated or restrictive provisions that would prove 
detrimental to the industry. Cyrus W. Miller, executive secretary 
of RISAC, reported on the activities of the committee before 
the recent annual meeting of Rema, and the accompanying material 


been the case in a few of our major 
cities. 

Some of these cities require relief 
valves on the receiver of less than 
5 cu. ft. capacity, while other cities 
are content with fusible plugs. 

In the plant where I used to work, 
we were required to manufacture 
special equipment to meet the re- 
quirements of such cities at consider- 
able cost. Some of the larger manu- 
facturers made so many units a day 
of different types that this method 
proved to be impracticable from an 
economical standpoint. 

Some of these manufacturers in- 
cluded the relief valve as a separate 
package, and others depended upon 
local dealers for such supply—and 
the distributor or dealer was required 


the country, it is very costly to make 
up special machines to conform with 
that city’s regulations. This has long 


to install them, either in the shop 
or when erected on the premises. 
This may entail the removal of the 


charge of refrigerant, drilling and 
tapping a hole, placing the valve, 
running a vacuum on the receiver 
and re-charging it. With the usual 
equipment available in the field, dirt 
and moisture would be added as a 
probability for future service calls, 
in addition to the original expense 
involved. 

Indeed, the installation regulations 
of some municipalities make it im- 
possible to install certain types of 
equipment in institutional or public 
assembly occupancies in those cities, 
while in the rest of the country they 
are being installed with ample safety. 
An example is the New York City 
code which prohibits the installation 
of unit air conditioners in the con- 
ditioned area of hospitals or theaters. 

The Refrigeration Industry Safety 
Advisory Committee is a committee 
consisting of 


representatives of 
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FIRST of Temprite’s spanking new triplets 
is an explosion-proof drinking water 
cooler, Model PB-10OWE, which may be 
‘used with absolute safety in potentially 
combustible atmospheres covered by 
CLASS I, Group D of the National Elec- 
trical Code. This classification includes 
gasoline, petroleum, naphtha, alcohols, 
acetone, lacquer solvent vapors, and nat- 
ural gas. Approval of this model for other 
classifications in the National Electrical 
Code is pending, awaiting the completion 
of tests. 

Temprite Model 

PB-1OWE cannot 
possibly generate 
sparks or static 
electricity which 
might cause explo- 
sions. 
» The refrigeration 
compressor is her- 
metically sealed 
and all electrical 
apparatus and con- 
nections are en- 
closed within 
Underwriter’s ap- 
proved, explosion- 
proof housings. 

Features: 10.3 
gallons per hour 
capacity. Stainless 
steel top. Accurate 
temperature con- 
trol. 


TEMPRITE’S new Triple Service compart- 
ment-type Water Cooler takes plenty of 
bottles. Refrigerated storage compartment 
actually holds up 
to 12 “Coke” bot- 
tles and 4 quarts of 
milk, ginger ale or 
other soft drinks, 
(or equivalent). 
Two handy trays 
freeze 28 cubes of 
ice and standard 3 
or 5 gallon water 
bottle is always 
ready to deliver 
perfectly cooled 
drinking water 
through the Temp- 
rite Cooler. 
Compartment tem- 
‘perature is adjust- 
able from 35° to 
38° F., for storage 
of beverages, foods, 
pharmaceuticals, 
biologicals, etc. 
Temprite Model 
BTF offers plenty 
of sales appeal in 
thousands of offices, 
studios, small shops 
and laboratories, doctors’ and dentists’ 
offices, private clubs, homes, etc. 


TEMPRITE PRODUCTS CORP. 
43 PIQUETTE AVE., DETROIT 2, MICH. 


[_] Temprite Model_ 


Send me sales franchise details and complete specifications on the following: 


ee — aE caaiaraconin -_ 

Address —$—g—$$ 
Company-_ ee ee ee ee 
 —————— State. sincaauiieinmame tin 


—.—.—.. [_] Complete Line. 


emp 


Products Corp. 


TEMPRITE’S Model PB-4 is another new 
drinking water cooler that rounds out 
a large family of no less than 10 models 
Offering 4-gallon- 
per-hour capacity, 
this new unit was ; 


designed for use in 
small manufactur- 
ing plants, small 
retail shops and of- 
fices, and similar es- 
tablishments where 
drinking water re- 
quirements are 
moderate. 


Like all other 
attractive Temprite 
bubbler type cool- 
ers, this latest mod- 
el incorporates the 
following sales fea- 
tures: an automatic, 
adjustable water 
flow regulator; ad- 
justable tempera- 
ture control; sani‘ary streamlined bubbler 
On an attractive stainless steel top; an op- 
tional foot pedal attachment and a five- 
year protection warranty. All local and 
national sanitary codes are met. 


rife 


Piquette, Detroit 2 
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REMA, as well as three other rerfig- 
eration associations, formulated to 
handle code standardization through- 
out the country. RISAC does not 
promote regulations, but cooperates 
with other organizations and agencies 
in seeking to insure that such laws 
and ordinances as may be adopted 
will be in the public interest and will 
extend to the public the benefits re- 
sulting from a more widespread use 
of mechanical refrigeration. 


What RISAC Aims To Do 


The work of RISAC could be di- 
vided into two classes, both of which 
are advisory and educational. First, 
comes the uniform acceptance of the 
ASA-B9 Safety Code for Mechanical 
Refrigeration as the standard for 
safe installation and use of refrig- 
eration equipment; the second cate- 
gory is the dissemination of infor- 
mation on safety matters applying 
to the refrigeration industry, to its 
members, and to other interested 
parties. In this second category are 
included such matters as water con- 


servation, or laws and regulations 
other than safety which affect our 
industry. 

RISAC started its work on 


January 1, 1949, with a new secre- 
tary. The first few months were 
spent in acquainting him with his 
job and in getting together files of 
information about the code situation 
throughout the country. 
Accomplishments during the past 
year have been limited because the 
ASA-B9 Safety Code is under revi- 
sion. With the knowledge that the 
revised B9 would soon be ready, our 
task was to try to get those inter- 
ested in adopting regulations to 
await the finalized edition of the 
revised B9. Many could not wait so 


* long; and, to those, we tried to have 


the 1939 B9 code recognized as the 
standard for safe installation and 
use of mechanical refrigeration 
equipment by the “prima-facie rule 
of evidence” method. This was done 
to facilitate recognition of the revi- 
sions of B9. 

During the past year, RISAC’s 
secretary has corresponded with 134 
cities in trying to get information 
about their codes. 


25 Cities Planning Codes 


In 25 cities we found code activi- 
ties, and we mailed to RISAC mem- 
bers 56 bulletins about such activity. 
In addition, analyses were made of 
all 25 of the existing codes or pro- 
posed codes. 

RISAC’s secretary visited °10 cities 
on code matters, giving talks in three 
of them. 

RISAC analyzed 23 State Bills 
which affected refrigeration ad- 
versely, and sent out 25 bulletins to 
members and interested parties. In 
addition to this, RISAC keeps up a 
voluminous correspondence with 
many individuals on code matters. 

In the City of Atlanta, Ga., action 
has been delayed until the finaliza- 
tion of the new B9. In Cleveland, 
the B9 was adopted with modifica- 
tions which liberalize it along the 
lines of the proposed B9-1950 Code. 

In Hawaii, many objectionable 
features have been removed from the 
proposed code, and its adoption will 
be delayed until the finalization of 
the revised B9. In Memphis, the pro- 
posed code has been delayed and re- 
written, patterned on the Cleveland 
code. 

In Miami, Fla., the “B9 with all 
revisions” was written into the pro- 
posed code. In Milwaukee, the code, 
which is mainly a licensing code, has 
been delayed for the present. 

In Portland, Ore., the B9 has a 
full part in their new code, as is 
the case in Seattle, Wash. 


Many Areas Await Revision 


Information on the ASA-B9 Safety 
Code was submitted to the follow- 
ing cities, at which time we urged 
delayed code action. 

Anniston and Birmingham, Ala.; 
Chattanooga, Tenn.; Baltimore, and 
Denver. 


El Paso and Houston, Tex.; 
St. Paul and Minneapolis; New 
Haven, Conn.; Rochester, N. Y.; 


Richmond, Va.; Owosso, Mich. 

Jacksonville and St. Petersburg 
and Tallahassee and Tampa, Fla.; 
Tulsa, Okla. . 

As far as we know, these cities 
are all awaiting the revised B9 be- 
fore final action: 

Among the state bills about which 
RISAC sent bulletins to its member- 
ship and interested parties, four were 
killed; one was withdrawn; two died 
in the House; two were held over 
to this year’s session, and four were 
approved. ; 

The latter four were not considered 


» too detrimental. One of these was 


i. 
an Alabama Bill licensing plu nbers: 
one, an Indiana state law /», ,,:’ 


conditioning, adopting B9 bu wae 
slightly more restrictive; one, ey 


sure concerning heating in G orgia: 
and, the fourth, a Michigan } | Biv. 
ing cities the right to adop: code, 
by reference. 

An example of the worki zs of 
RISAC is the case of Omahe Upon 
receipt of advice of the po: ‘bility 
of a restrictive new code bei: - for. 
mulated, a RISAC member vinteg 
out to two of the manufa: irery 
representatives just how the Ublic 
would be adversely affected, a: how 
certain of the user groups cou pre. 
sent objections at a hearing i) order 
to have the code withdrawn. 


Fight To Kill Omaha Bil. 


Some time later we recei q 4 
telegram that the bill was ) be 
proposed to the City Council an that 
no publicity had been giv jt 
RISAC’s secretary took a ple » to 
Omaha, met with another | sac 
member, and gathered togethe rep- 
resentatives of manufacturers, con. 
tractors, association men, and 1em- 
bers of RSES. They had a cc y of 
the proposed code, which was : »stly 
a design code, and one which ould 
be most difficult for all involve 

One of the manufacturers’ © pre. 
sentatives had followed our su "ges. 
tions and had contacted over 2.) of 
the user groups. The next day » the 
hearing, representatives of con vany 
after company (or their attor:eys) 
of the local people voiced heir 
opinion that the code was so bad 
that it could not. be mended, and 
that it should be killed. The commis. 
sioner withdrew his bill. Later, to. 
gether with four manufacturers’ 
representatives, RISAC’s secretary 
visited the commissioner; and _ the 
result is that a new code committee, 
consisting of representatives of 
manufacturers, enforcement agents, 
contractors, and users, has been set 
up to draw up a new code adopting 
the ASA-B9. 

Another example is in New York, 
where we subscribe to the City Coun- 
cil Record. Having noted that a new 
bill had been read and referred to 
the committee on General Welfare, 
RISAC took action. This bill would 
provide that refrigeration capacity, 
heretofore rated in pounds of refrig- 
erant, should henceforth be in tons. 

Until now, an installation of a sys- 
tem using over 50 lbs. of refrigerant 
required an operating engineer. If 
fully automatic, up to 200 Ibs. of 
refrigerant required only one engi- 
neer; otherwise, they were required 
for 24 hours. 

This new bill No. 4 took the 
aggregate tonnage of all the refrig- 
erators on the premises, and if they 
totaled over 10 tons, they would re- 
quire an operator around the clock, 
whether the equipment be automatic 
or not. 


N. Y. Case Still Pending 


It was not necessary that the com- 
mittee on general welfare give hear- 
ings—they could legally adopt the 
bill without a hearing. RISAC circu- 
larized over 1,500 letters on this bill. 
Copies were sent to every member of 
the New York A.S.R.E. section, to 
associations of gas and electricity, 
restaurateurs, real estate, hotels, 
butchers, grocers, chain stores, con- 
tractors, and servicemen. 

The secretary called on the ciiair- 
man of the committee on General 
Welfare and obtained a promise that 
a public hearing would be held before 
any action was taken. He spoke be- 
fore the local association of R.S.S., 
with the result that over 200 ndi- 
vidual local businessmen are wr ‘ing 
the committee for a hearing, or +sk- 
ing that the bill be killed.  ( ‘her 
associations are doing the same t ing. 

We hope that the bill will be lost 
and that a hearing will be unn°es- 
sary; but, should there be one the 
industry has been well alerted. 

With the B9 Code revision 10W 
nearing completion, and the ° nth 
draft approved at a meeting o the 
sectional committee, we are awe ‘ing 
the result of the letter ballot. Ii this 
is approved, the printed code s uld 
be available by June, and R AC 
will really have something to ork 
with—the ASA-B9-1950 Code! 

Local officials look askance at ut- 
siders who interfere in their c@l 


matters. It is for your local } °*™- 
bers to act! RISAC will be ery 
lucky if it is able to keep vou 


advised of what is going on ir the 
majority of localities, as wel 4§ 
keeping you aware of future p 5s! 
bilities. But, with RISAC care ‘lly 
watching developments, and wit! the 
full support of the member co! pa 
nies, RISAC hopes that the indus y§ 
needs in code activities may we! 
safely assured. 
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, s; e ° pany, they will get top-grade, in- Z 
4 - ai Om tha Installations Servel Distributors Locker Plant Meat Sales |  spected meats, properly chilled, aged, Sees Space Heating Use 
— 8 d . _ and professionally cut and trimmed 
= in Hos itals May Hit Named for 3 Areas Boosted 40% by Stressing | to suit the size of the family as wel For Oxide-Coated Glass 
’ F . as i " 
bl gy ae p y Savings to Freezer Users wane | aggescam = "pena 
Y EVANSVILLE, Ind.—Appointment : : 
P* Codes elfe e . » ind.-—Appointmen designed for that purpose, it is em- CORNING, N. Y.—A transparent 
xa 1G) Million This Year 2,2-~ wrctesse sistrivutors in the prxconn, Neb—A merchandising Phasized, ‘and will be sharp frown glass coated with a metallic oxide 
“ 7 of é an an ra * pod a ‘et anager campaign aimed at selling meat to at temperatures much colder than a film that will conduct electricity but 
" hoe ett. ‘Sea, ~~ Miaediie te thn meiteeel Wer tee Siindicle Matai owners of home freezers has boosted home storage unit affords, thus re- Tesist sufficiently to produce heat has 
” ‘bility OM , " ospitals in the y the Electric Refrigeration _. 10; by about 40% so far this year sulting in juicier meat that keeps its been developed by the Corning Glass 
° for. omah area represent a preferred Div. of Servel, Inc. it was indicated by the managem ot original flavor longer Works here, it was announced re- 
inted (J mark: for the refrigeration dealer R. D. Marshall & Co., Inc., Albany, of Therien Food Lo ker C ¥ hi h Therien’s also st ' th i cently. 
a irers @ this ear, with approximately a _ will serve a 17-county territory as ne ek eee . a a a P 
© oubli at dollars in air conéiticnin sg Y Santmad 1 operates locker plants at 827 South that patronage is welcomed, whether otential uses for the glass are 
in ¢ & millio Par ig ar gr nu rd ervel’s authorized out et for its o7th St., 6042 Havelock Ave., and or not the customer rents a Therien Coffee percolators, bathroom space 
| oe es complete line of condensing units Ninth and “L” Sts. locker. Housewives are invited to heaters, industrial driers, and ice-free 
U pre. pe in: alled or contracted for in the and parts. The firm is a member of ; : ; “ 
; : The firm is using illustrated two- “Come in and let us show you how Windshields. 
n order next 2 months. These hospitals will R.E.W.A., and is headed by R. D. column news da ti t we ¢c Vv ” Rush H Mari di t f 
. ‘rom $100,000 small town lay- Marshall. president. paper advertisements as an save you money! ushmore H. Mariner, director of . 
range the new BO6-hed Velecann »P ; ; well as sales talks by personnel and new products for Corning, stated that 
il outs : ts Cemabe te eect $000k S00 Automatic Heating & Cooling window signs. , : the glass can produce a wide range 
hospi 1 in Omaha to cost $10,285,000 supply Co., Chicago, has been ap- ‘Theme of the successful campaign Georgia Dealer Sells Business of temperatures depending upon the 
ei dq md? a iain to on pron, n. Pointed authorized Servel electric re- has been the idea that the home freezer resistance of the film and the power 
> bem Be a pte: “ ae a coats frigeration wholesale parts and con- can be either a luxury or a money- REYNOLDS, Ga.—N. L. Halley of the current used. 
an that me 8 ° nite Pg = pen Al -densing unit distributor for eight saver, depending upon how the house- has sold his appliance business here, The new product is called E-C 
ve it come “4 the State of Nebraska. The counties in Illinois and Indiana wife buys and how she keeps the which has been operated as the N. L. (electrically conducting) glass. It is 
le 2 to we Seidl teria: te to ‘is Hasco, Inc., Greensboro, was re- box filled. The home freezer can be Halley Co., to J. T. Goodroe. The claimed to be of the heat resistant 
F Sac 14-st¢ J d in September and opened cently franchised to supply Servel made to pay, if the housewife buys latter will operate as the Goodroe type used in cooking and can be 
le rep. comp a, am + Po ra d condensing units and parts for a her meats, frozen foods, and other Appliance Co., featuring Frigidaire, fashioned into any shape. It is said to 
‘Ss, con- PA 936 000 Veterans hospital at Grand 28-county area through three perishable foods from Therien’s, the Philco, and Zenith appliances. Both save space and give uniform heat. 
d .em- a « is scheduled to be opened in branches located at Durham, Win- selling talks point out. refrigerator and radio service will The metallic oxide coating is said 
CC y of — ston-Salem, and Greensboro. H. W. Housewives also are told that by be rendered by the Goodroe firm, it to be more resistant to scratching 
© dstly Ju & state has started to veap bene- » Welker, Jr., is president. dealing with the local locker com- was stated. and chemicals than the glass itself. 
4 ould B sts from a special building levy | 
| proviced by the Nebraska legislature 
a Pre- @ two years ago. In addition to new 
9 oa puildings and equipment for institu- | 
- Ps tions throughout Nebraska under ——! | 2 eee 
on Br state control, the Lincoln State Men- pe a aS 
Sete y tal hospital will complete in a month 
eS) Bf or two a new $818,000 building. Also 
a med on top at this institution for coming 
d, and building season are the remodeling 
ommis of an old building at a cost of 
- to. $90,000, a new _ $60,000 kitchen - 
turery pbuilding with large-space food cool- 
rete ers, and a $265,000 heating plant. 
id ri A new four-story wing is being 
mittee constructed at St. Catherine’s hospi- 
es of tal in Omaha to include cafeteria, 
agents kitchen, and complete refrigerated 
san ast food storage facilities. A new central 
loptin supply room is being installed at 
g Clarkson Memorial hospital in 
York Omaha, while across the Missouri 
Coun. river in Council Bluffs, construction 
a hee will start this spring on a $450,000 
red to addition to Jennie Edmundson Me- 
elfare morial hospital. 
woul d Nine Omaha physicians who took 
yacity over a defunct hospital in the city 
efrig- during the war are making steady 
| tone progress at modernizing the layout. 
. sys- Two new gas-or-oil burners have just 
verant been put into operation, along with 
. If new mechanical refrigerators and an 
“ of ice cube maker. A $2,000,000, six-story 
engi- addition is underway at St. Joseph’s 
uired hospital, while a $20,000 wing has 
been added to Lutheran hospital. 
- the Nebraska Methodist hospital is re- 
ofrig- modeling and installing seven air 
they conditioned, explosion-proof operat- 
a te ing rooms, a $200,000 heating plant 
slock and laundry, and one of the largest 
a atic blood banks in the midwest. 
At Lincoln, the Lincoln General 
hospital’s surgical and maternity de- 
partments are to be air conditioned 
by June 1 at a cost of $40,000. Re- 
com- cent improvements include new re- 
hear- frigerated food storage system, 
_ the batter of electric ranges and diesel 
ircu- motor for emergency power, as well 
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With the Westinghouse Stainless Steel Top 
= s no chippage problems. It’s sani- 


= as a new laundry. With the Westinghouse Stream-Height 


a : A year-round air conditioning sys- ... of course, it’s Electric! Regulator this can’t happen... you always 
” em is a principle feature of a get a drink, never a squirt or a drip. tary...easy to clean...and beautiful. 
city, $230,000 municipal hospital now 
tels, under construction at Crete. A $308,- S 
con- 000 community hospital also is under - . 
construction at Wahoo, and con- Never a shower bath... the Westinghouse Automatic Stream- 
vair- struction is scheduled to start July M 
eral 1 on the $400,000 St. Anthony’s hos- Height Control holds the water flow constant, regardless of 
ne = oo iations in local water pressure. This is a standard feature 
- Recently completed at Scottsbluff variations in wares Pp . 
rr ee ee eee on Westinghouse Pressure Coolers. You can always get a 
ne - Mary hospital, and donations A ‘ ’ / , 
idi- Bf totaling $133,000 helped to buy re- drink, never a dribble or a squirt in the eye. That’s another 
ing frigerators, walk-in coolers, and P . 
Sk Bf other equipment. Work is underway reason why folks like Westinghouse Water Coolers. 
on e $1,000,000 Memorial hospital oe ° ° 
ni. built vith federal aid at West Point, In addition, they like the Stainless Steel Top, the .con- 
ee ee ee ER ee venient Foot-Pedal Control, the Anti-Squirt Bubbler and 
the cond oning, piping of oxygen to all , ’ 
po ments, and complete food a Push Button Bubbler Kit*. Westinghouse, and only 
x 2, 
= poktt ball is working on a $225,000 Westinghouse has them all... PLUS a 5-Year Guarantee 
Osp il, while Lewellen has raised ° ° . 
the Gib0 te saute Gh & how henieel, Plan. So it’s Sell Westinghouse! Sell the Leader! Nine models, 
ing A .. 7m : Py e e Ps ‘ 
his $’ 2,000 community hospital will including 2 Compartment-Type Coolers . . . a capacity and With the Westinghouse Foot-Pedal Control 
be 
uld an ned next summer at Wakefield, you’re never frustrated by situations like 
AC : $150,000 community hospital type for every need. this. No hands . . . just step on the pedal 
rk 'S at ut to be built at Gordon. to get a drink of refreshing, cool water. 
hep! il projects ust getting, under Sh te eat ove 
“f Way >r about to be com 
n : pleted in wee ne ee ew em enn ner nnn 
|| © Suk WESTINGHOUSE ELECTRIC CORPORATION, fo 1 
ry = pan Md parry sauenne bob For further information call your Westing- ; 
- just cen opened, while at Holdrege, Appliance Division Springfield 2, Mass. 1 house Distributor or mail the coupon below: ; 
os the : -e of the Brewster hospital and : . 
.. Clin’ is about to be doubled. ; Name ; 
ly Tr new Holdrege unit will be 1 I 
~d Com; etely air conditioned and will Street___ ~ 
‘ rm e space for ultra-modern op- ae ; me: Soe # City ; 
, $ rooms, increased laboratory | ‘ y — — 4 
af. | SURE Ve sti ho se 
9 Pe you cAN BE LAF ITE IT s \ S in u cons. - ie 
a ¥ es 7, ro ak. a2 er a 3 ' 
Warc for patients. | a Rint pw eee yt he acne = 8 
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No. 673 
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Expansion Valve 
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‘For One Convenient Source ~*. 
Deal with Authorized 
DETROIT Wholesalers! 


No. 450 FB3 
Pressure Control 


EpETRO 


LUBRICATOR COMPA 


5900 TRUMBULL AVE. 
DETROIT 8, MICHIGAN 
Division of Amrnican Ravuator & 
Standard Sanitary conroration 


CANADIAN REPRESENTATIVE: RAILWAY 
.& ENGINEERING SPECIALTIES, LTD.— 


DETROIT HEATING AND REFRIGERATION 
CONTROLS e ENGINE SAFETY CONTROLS e 
FLOAT VALVES AND OIL BURNER EQUIP- 
MENT e DETROIT EXPANSION VALVES AND 
REFRIGERATION ACCESSORIES e STATION- 
‘DETROIT ARY AND LOCOMOTIVE LUBRICATORS 


MONTREAL, TORONTO, WINNIPEG - 


Seving home and 


AMERICAN-STANDARD + AMERICAN BLOWER + CHURCH SEATS 
DETROIT LUBRICATOR + KEWANEE BOILER + ROSS HEATER » TONAWANDA IRON 
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INSIDE DOPE 


by GEORGE F. TA he ahi 
(Concluded from Page 1, Column 1) 


tors who spend approximately $7,500,- 
000 annually in local stores while 
convening there. And the Ohio State 
Fair and Ohio State university foot- 
ball games attract hundreds of 
thousands of visitors each autumn. 
The nickle-dime-quarter-and-dollar 
contributions of these visitors add up 
to a continuing source of prosperity. 


Grand American City 


Conscientious civic leaders promote 
the economic, physical, religious, and 
social welfare of every citizen in 
this True American City. 

Columbus is metropolitan in pat- 
tern, cosmopolitan in its social fabric, 
and widely known as a friendly city 
in which living conditions are favor- 
able throughout the year and living 
costs are comparatively low. 

Furthermore, Columbus is a city 
of home owners. Its desirability as 
a good place to reside is evidenced 
by the fact that more than 5,000 
traveling salesmen make their homes 
there. Housing costs are modest, and 
reasonable rental standards are main- 
tained. The real estate tax rate— 
$16.80 per $1,000 of assessed pro- 
perty valuation—is lower than that 
for any city of comparable size in 
the United States. 

Extreme weather conditions, which 


are common to many climates, do not 
<> 


ell the “benefit’’... 
and the product will sell itself! 
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For complete information on all McCray Koldflos, 
| Clip and mail this coupon —today! | 
iemonseeo-ss eaieenneine anil inanicelasnatmbiansetamememan 4 
| McCray Refrigerator Company | 
| 1095 McCray Court, Kendallville, Indiana | 
| Please send me information on the complete line of McCray | 
| Koldflo commercial refrigeration equipment. | 
Name____ SS et a — | 
| Address a (iicaiinsinticenicaigsncthninsmbipaipnnialiaan | 
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@ People don’t buy gasoline because 
they like it for itself. They buy it to run 
their cars. And the better the brand of 


gasoline the more they favor that brand. 


You know that... and you know, 
too, that it applies to selling McCray 
Koldflos as well. Your customers are 
interested in these famous display cases 
for a variety of reasons—-because each 
promotes greater sales of food products 
—because each is quality-built to last 
longer, to operate at lower cost, to 
provide the utmost convenience for both 
shopper and store help—because each is 
designed to make your customer’s 
store more attractive, more modern 


in service and appearance. 


The two cases pictured here are the 
very latest to come from the McCray 
production lines. Both have been 
scientifically designed and tested, both 
fill very important needs of your 
customers, both have McCray Koldflo 
quality through and through. 


A CHAMPION IN SERVICE 
AN INVESTMENT IN QUALITY 


COMMERCIAL REFRIGERATION 
FOR EVERY NEED 


mi 


disturb the everyday routine of Co- 
lumbusites. The annual mean tem- 
perature is 54.8°; total rainfall is 
36.07 in.; total snowfall 4.2 in. Just 
enough variation to keep you on 
your toes! 

A tremendously exacting factor in 
the health of any community is an 
adequate and pure water supply. 
Columbus has that. Its filtration and 
purification system, which furnishes 
an average of 32,000,000 gallons of 
clear water daily, has attracted the 
attention of engineers throughout the 
world. 


Cultural opportunities offered by 
Columbus are many. At last count 
there were 328 churches, represent- 
ing 35 denominations. All 35 are 
active and vociferous. Public librar- 
ies house more than _ 1,500,000 
volumes, and the Columbus Gallery 
of Fine Arts contains some excep- 
tional art treasures. 

Thanks to the activities of various 
civic groups, disturbed citizens can 
hear controversial topics discussed by 
sharp-minded lecturers and debaters. 


As a sports center Columbus ranks 
high, too. In the fall, hordes of wild- 
eyed partisans. witness football 
games. An attendance of 60,000 to 
75,000 is common in the giant Ohio 
Stadium. Lesser colleges draw as- 
toundingly large audiences, too. And 
so do high schools. 


Scholastic and professional basket- 
ball, wrestling, boxing, and bowling 
dominate the winter sports program, 
while baseball and swimming head 
the summer list of sports attractions. 
The Columbus Red Birds and many 
semi-professional and amateur teams 
entertain thousands of baseball fans 
weekly, while scores of softball teams 
cavort daily on city playgrounds. 


Hell-bent-for-leather teams from 
colleges, high schools, and profes- 
sional clubs excite followers of base- 
ball, football, basketball, track, 
swimming—yes, and billiards! Pro- 
fessional wrestling and boxing shows 
are available for those who can 
stomach them. Bowling, tennis, and 
golf competitions enlist energies of 
sportsmen who aren’t_ spectators. 
The Scioto and Olentangy Rivers at- 
tract boaters, and yield several varie- 
ties of fish. City parks and public 
playgrounds give all a chance to 
indulge in softball, etc. 


Public recreational facilities in- 
clude 25 playgrounds, a dozen swim- 
ming pools, and many gymnasiums, 
tennis courts, and golf courses. 
Twelve large parks and many smaller 
spots provide breathing-space for 
those who aren’t “born athletes.” 
Outstanding in this connection is the 
James J. Thomas Park, which 
stretches along 11 miles of the beau- 
tiful Scioto River. 


Other sports and diversions avail- 
able at nearby spots include horse 
racing at Beulah Park, boating and 
fishing in Buckeye Lake, and a 
municipal zoo. 


Columbus Is More Than a 
City: It’s a Spirit! 


Thirty-five years ago the banks 
of the Scioto river, which runs 
through the heart of Columbus, 
were lined with ramshackle factory 
buildings and decrepit dwellings. The 
river channel was narrow’ and 
clogged. A disastrous flood destroyed 
four of the five iron bridges and 
caused great loss of life and property. 
After this experience a locally-stimu- 
lated Conservancy District recon- 
structed the river channel to prevent 
a recurrence of this flood. These 
public-spirited citizens deepened and 
widened the river channel, put up 
three concrete bridges, and built flood 
walls. 


Subsequently another Act-of-God 
(a disastrous fire) resulted in a bond 
issue to build a new City Hall, a 
Civic Center, and lots of other things. 


—. 


1861. Both convict and private labor 
were employed in its erection and 
limestone was hauled from qu: Tries 
northwest of Columbus on a ra’ iroag 
especially constructed for that Dur. 
pose. 

Delays in securing State a \pro. 
priations, a severe cholera epic mie 
and union labor difficulties ret: deg 
its construction during many wu) 2asy 
years. Before it was completec five 
architects had died, several con rae. 
tors defaulted, and the project wag 
bossed by the administrations «  j9 
governors. 


The State of Ohio may have t ken 
a long time to erect its new ca tol, 
but its contractors built so lly, 
Foundation walls of this edifice are 
12 to 15 feet thick, and present day 
workmen who have had occasio to 
cut through those walls readily vy vify 
an early report of its builders hat 


' they were constructing “no ter po. 


rary building.” 

Elaborately carved woody >rk 
marbles from many lands, and p int. 
ings and sculptures by noted Ar eri. 
can artists adorn the interior. Ir the 
center of the rotunda’s inlaid m: ‘ble 
floor are 13 blocks, each represe: ing 
one of the 13 original States. The re 
surrounded by three circles ar a 
sunburst of 32 points—one facet for 
each State existing at the time the 
marble was laid. First circle in this 
design represents unorganized terri- 
tories at the time the Union was 
formed; another represents the 
Louisiana Purchase. A third symbol- 
lism accounts for territory acquired 
in the war with Mexico. 


A fourth circle, enclosing the sun- 
burst, symbolizes the Constitution. 

’Tis said that a fifth circle js 
needed—a sunburst representing the 
exploding State and National Debt. 


Senator Robert A. Taft will have 
plenty to say about that while he 
campaigns for re-election. 


Russian Joke 


Even behind the Iron Curtain a 
choice is still possible occasionally, 
although that option may be miser- 
able. 

According to a Rumanian escapee, 
one of his cousins was condemned 
to die by a Communist jury. How- 
ever, because he’d been a_ willing 
Party worker, he was allowed to 
choose his own way of exiting from 
this sad old world. 

This character was smart as all- 
get-out. 

“If I.must die by one means or 
another,” he pundited, “I choose to 
die of old age.” 


‘Honest Abe’ Was Right 


This list of sensible warnings, ori- 
ginally uttered by Abraham Lincoln, 
might well form the basis of a prac- 
tical philosophy of life for every 
citizen and our nation in 1950: 

“You cannot bring about prosperity 
by discouraging thrift. 

“You cannot strengthen the weak 
by weakening the strong. 

“You cannot help small men by 
tearing down big men. 

“You cannot help poor men by 
destroying the rich. 

“You cannot lift the wage earner 
by pulling down the wage payer. 

“You cannot keep out of trouble 
by spending more than your income. 

“You cannot further the brother- 
hood of man by inciting class hatred. 

“You cannot establish sound se- 
curity on borrowed money. 

“You cannot build character «nd 
courage by taking away man’s init .a- 
tive and independence. 

“You cannot help men permanen:!y 
by doing for them what they co ld 
and should do for themselves.”’ 


Public-spirited citizens of Colum- 
bus and Franklin County recently 
voted 4% million dollars to build a 
Memorial Hall to World War II vet- 
erans. Their Joint Building Com- 
mission ,has purchased a site for this 
project. 

A proposed Miulti-million dollar 
Temple of Good Will (a national Pro- 
testant church center) should eventu- 
ate, eventually. 


Ohio’s Capitol Building stands in 
a 10-acre park bounded by High, 
Broad, State, and Third Sts. in down- 
town Columbus. The very simplicity 
of this huge Doric structure lends it 
a modern appearance—belying the 
fact that its plans were drawn a 
century ago. 

Cornerstone of this edifice was laid 
in 1839. Although this building was 
occupied by some State departments 
in 1857, it was not completed until 


es 


SURPLUS 
EQUIPMENT 


FOR SALI 


Expansion valves, dehydra- 
tors, controls, fittings and 
other surplus equipment at 
reduced prices. Send for 
list. 


NORTHLAND REFRIG. CO 
1742 Wabansia Ave. 
Chicago 22, Ill. 
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for sotten Item Perils Drugstore Job But— 


‘West Coast’ Phone Booths Clinch Sale for Qoote-Tepping Dealer 


DE “ROIT — Throughout the na- 
tion eading Frigidaire commercial 
and « r conditioning dealers who met 
or to ped their quotas for 1949 are 
peing recognized by the presentation 
of a.tractively engraved ‘Hundred 
perc: iter’”’ plaques at informal cele- 
prati: 1S. 

In Detroit recently, for example, 
the ree leading dealers in the 
Mich’ :an territory served by the 
Frigi aire Sales Corp. branch were 
the g \ests of the branch at a small 
priva © dinner, after which they 
taxie over to Olympia to see a 
high- coring hockey game between 
the | ed Wings, league champions, 
and t‘1e New York Rangers. 

Ha old Maloney, Detroit branch 
mane ser, presented the plaques after 
dinne to the three leaders—Eathan 
Lathrop of Lathrop Store Fixtures, 
Flint, Mich.; John Joseph of Akme 
Refrizeration Co., Monroe, Mich.; and 
Sam “berly of Owosso Refrigeration 
Co., Owosso, Mich. 


ENTERED FIELD POSTWAR 


Also present were George Poggen, 
commercial manager of the Detroit 
Frigidaire branch, who “mce’d” the 
affair; Robert Isbell, divisional man- 
ager, Who was the branch man di- 
rectly cooperating with all three 
dealers; and Tom Graham, sales 
proreotion manager of the branch. 

All three dealers, incidentally, are 
relatively new to the commercial 
refrigeration sales picture, having 
entered the field since the war. 
Joseph, in fact, got into it just a 
littl more than a year ago. 

Some of the reasons behind these 
dealers’ coming out on top for the 
year were brought out during the 
informal discussions before, during, 
and after the dinner. 

Lathrop, whose operation was de- 
scribed in detail in the Nov. 14, 1949 
issue of AIR CONDITIONING & RE- 
FRIGERATION NEWS, was called “one 
of the best salesmen I’ve ever 
known” by Maloney when he pre- 
sented the plaque. Lathrop then told 
a story on himself, which while 
amusing, showed to listeners how an 
alert salesman can turn an apparent 
shortcoming into a positive advan- 
tage. 

“Last fall,” he said, ‘we were just 
finishing up a drugstore moderniza- 
tion job. This was the first time 
we've tried to completely lay out and 
equip a drugstore from door to door. 

“The owner and I were going over 
the store and the plans, when sud- 
denly he turned to me and asked, 
‘where do the phone booths go?’ 

“He had me there, all right,” 
Lathrop confesses, ‘for we had com- 
pletely forgotten about the phone 
booths. After all, this was the first 
drugstore we’d ever laid out. So I 
pointed to a spot on the blueprint 
and said: 


HE THOUGHT FAST 


“‘Why, we're going to put them 
right there.’ 

“‘But there isn’t enough room,’ 
protested the druggist. 

~ WE: Se hace , I said, ‘you 
surely don’t think we would want to 
install those old-fashioned phone 
booths here after you've gone to all 
the expense to have the most modern, 
up-to-date drugstore in the country? 
What we’re going to do here is to 
build up our own design of booths 
out of Formica just like they’re using 
on the west coast.’ 

“Tie druggist was satisfied, so we 
hurri-d back to the shop to design 
and build something that would fit 
the space,” Lathrop continued. “When 
they vere finished I saw they needed 
some hing else to make them look 
Just ight, so I had the men install 
ane tra shelf. 

“Vien he saw the completed 
boot! ; installed, the owner was very 
Plea: d, but then he asked me what 
that oxtra shelf was for. 

““h that,’ I said, trying to think 


Refrigeration — “4 thru 40 hp.— 
air or water 
methyl shine Freon-12 


Air Conditioning—self-contained 
and remote units 


EU MACHINE CO., Beloit, Wis. 


Flanked by George Poggen ~ 
(left), commercial man- — 
ager, and Harold Maloney 
(right), Detroit branch 
manager for Frigidaire, 
the three leading Frigid- 
aire commercial dealers in 
Michigan who went over 
their sales quotas in 1949 
proudly display “Hundred 
Percenter” plaques. They 
are John Joseph of Akme 
Refrigeration, Monroe: 
Sam Eberly of Owosso 
Refrigeration, Owosso: 
and Eathan Lathrop of 
Lathrop Store’ Fixtures, 
Flint. 


of something in a hurry, ‘Why that’s 
where women can put their purses 
while they’re telephoning.’ 

“But the payoff,’’ Lathrop revealed, 
“came a few days after the store had 


opened, when officials of the phone 
é> 


company called me up to ask how 
much I would charge to build the 
same type booth for them.” 

While perhaps not quite so dra- 
matic an operator, John Joseph of 
Akme_ Refrigeration in Monroe, 


Mich., sold well over his quota last 
year by concentrating mostly on 
dairy and vegetable cases, as far as 
refrigeration was concerned, he indi- 
cated. 

A relative newcomer in handling 
a complete commercial line, Joseph 
has been associated with the field for 
a long time as a distributor of ice 
cream in his territory. This meant 
dealing with ice cream cabinets and 
soda fountains. 

“It also meant that I have been 
calling on grocery stores, drugstores, 
and restaurants for years,” he adds, 
obviously building up a wide ac- 
quaintanceship with logical prospects 
for commercial refrigeration and air 
conditioning. 

Two or three years ago he decided 
to enter the restaurant supply busi- 
ness, and then a little over a year 
ago he took on the complete com- 
mercial line for Frigidaire. 


“We have been able since then to 
completely outfit a restaurant. A 
man can give me the keys to his 
restaurant and come back in three 
days and it will be completely re- 
modeled,” Joseph says. 

Sam Eberly of Owosso, the third 
winner in the contest, had been a 


refrigeration serviceman until he 
entered the sales picture with Frigid- 
aire. The contacts he had made in 
service proved extremely helpful in 
lining up sales, he said, but he also 
pointed out that the main item that 
led to his beating the quota was 
promotion and sale of “Meter-Miser” 
units. 

“Quite a few were sold as replace- 
ments, while the balance went in 
with new fixtures,” he said. 

Demonstration would seem to be 
one of the chief factors in Eberly’s 
sales technique on these sealed units. 

“Yesterday,” he said, “I had an 
appointment to meet with the board 
of directors of a firm that was plan- 
ning to buy some refrigeration. So I 
took along a cut-away Meter-Miser, 
and had my pockets and case filled 
with insulation, gauge blocks, and 
everything else in the Frigidaire kit. 
When I started unloading this mate- 
rial and setting it up on the table, 
members of the board appeared im- 
pressed and remarked: 

“Say, you came here prepared to 
sell something.’ 

“In half an hour I had the order,” 
Eberly reported. 

P.S. The Red Wings won, 8 to 7. 


MMASC: Self-Contained Show Case 
Ready for Plug-in Operation 


Compact, trouble-free, easily acces- 
sible unit. Extra counter stand prac- 
tical for extra display space, scale 
or cash register. Write for latest 
General Refrigerator Booklet RN. 


Triple thermopane high-strength glass . ... 
_ Strip protection 


Finished in gleaming, durable baked enamel with smart chrome trim 


3 spacious, Corrosion-proof aluminum shelves 


Latest fluorescent lighting insures highest see-ability 


 Smooth-working, handy, hinged rear door 
All parts are available for speedy, easy replacement 


Also available in 5 Ft. and 6 Ft. Sizes; and in self-contained models, ready for plug 
in, all at equally attractive low prices. 


SPECIAL—'/, H.P. Chrysler Airtemp Condensing Unit . . . 


Manufacturers Since 1928 rs 


GENERAL REFRIGERATORS CORP. | 


reinforced with breaker 


$69.00 Net 


rs 


Giant many-finned coils hooked-up in series with protective double baffle 
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See your jobber, 
ask for an extreme accuracy 
EMPIRE LEVEL , 


No extra weight to tug around with the 
EMPIRE TORPEDO. Lightweight, compact. Fits 
any job, any tool kit, too! Pocket-saving 
rounded corners, grooved bottom for pipe work. 


No. 26 Torpedo Level: Aluminum Alloy, level, 
plumb, and 45° vials: §°, ‘2° markings for 
pitch work. Price $2.00. 


For the handiest level on the market, the No. 
28 chrome aluminum Empire Clip Pocket Level— 
with 1° pitch markings. Price $1.20. 


feMPIne) 


10930 Potter Road, Dept. AC, Milwaukee 13, 


| EMPIRE LEVEL 
| MFG. COMPANY 


Wis. 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


Write for literature 


t Mitchell 


BESSEMER BLDG. 
PITTSBURGH 22, PA. 


How Are Dealers Moving Appliances? 


Many Are Failing 


Sales 


Everyone in any way connected 
with the appliance industry is aware 
of the considerable decline in sales 
during the first nine months of 1949 
and the general brightening of the 
situation during the last quarter of 
the year. Concurrent with the grow- 
ing need for appliances, the public 
gradually is becoming resigned to 
the fact that prices can’t be reduced 
materially below present levels, at 
least within the immediate foresee- 
able future. 

Business is being developed, but it 
is not coming too easily by any 
means. The methods being employed 
to move merchandise attest to that 
fact. Price is still the major deter- 
rent to larger volume buying. Dealers 
report it the greatest obstacle to 
sales, with the public more price 
conscious today than at any time 
since the end of the war. 

In this highly competitive buyers’ 
market, one naturally would expect 
to find the great majority of retailers 
engaged in aggressive, soundly con- 
ceived selling campaigns—really go- 
ing after business with determina- 
tion. Some are, yes. The vast ma- 
jority, no. Some seem to have no 
more than a nodding acquaintance 
with sound appliance merchandising 
practice. 


Many of them are opportunists, 


To Emphasize Product Features In Order To 
Make ‘Price Deals’ and Stage. Promotional ‘Stunts’ 


their main problems? 


What new merchandising methods and sales techniques have 
appliance dealers developed in the past year? What are they 
doing about demonstrations, trade-ins, give-aways? How about 
rentals, free trials, and coin meters? What do they believe are 


The answers to these questions by 959 dealers in 122 cities 
in all parts of the country, plus added opinions from distributors 
and utility men, have been compiled by Albert P. McNamee, 
merchandising consultant and special representative of McCall’s 
magazine, who interviewed all these people in person. The material 
has been published in a report “Appliance Retailing In a Buyers’ 
Market” and the NEws is privileged to present excerpts from the 
report with Mr. McNamee’s permission. 


not merchandisers. They resort to 
any device or stunt in order to make 
the sale. Some still evidence a lack 
of knowledge of what to do. Some 
(believe it or not) are still waiting 
for Mrs. Appliance Prospect to seek 
them out. 


A person reading the local news- 
papers across the country has thrust 
upon him the great emphasis that is 
placed on price, or deals, in dealer 
advertising, and the minor attention 
. paid to the merit of the merchandise. 
It is astonishing how far vast num- 
bers of the retail branch of the indus- 
try have gone in their efforts to 
sell appliances on almost any basis 
but that of merit. 


Special Conditions 
Affecting Sales 


—Color In Major 
Appliances 


Is there any demand on the part 
of dealers for color in major appli- 
ances? Has there been sufficient de- 
mand on the part of the public to 
warrant the general introduction of 
pastel colors in major appliances? 

One hundred per cent of the deal- 
ers, distributors, and utility execu- 
tives interviewed were opposed to 


@ This is the demand for a highly efficient, small 
refrigerator that fits snugly into tight corners, that 
may be installed in a non-ventilated opening in 


cabinet work, that is compact. 


The Marvel 400 is the answer. It has a capacity 
of 4 cubic feet, and hence does not compete with 
your present lines. The Marvel 400 has a Tecumseh 
hermetically sealed unit and carries the Under- 
writers’ Label. It is fully guaranteed. The retail price 
is only $149.95, which includes Federal Excise Tax. 

Marvel Refrigerators have been built since 1937, 
for special uses. They are built in an ultra-modern 
factory and are backed by a sound, aggressive 
organization. For the hundreds of places where 
small, compact, handsomely finished refrigerators 
are needed—including apartment house replace- 
ments—Marvel offers you a unit that adds extra 
profits in your refrigerator department. 


AN IDEAL | 


FOR THE HOME! 


SECOND REFRIGERATOR 


\ a sui ih, 


if pid, | if 
Mifihtiitis 


ME htt 1 - 


UTA 


R RECREATION 


ROOM, 
PARTMENTS, — 
rs as SHOPS 


_ MARVEL INDUSTRIES, INC. 


“STURGIS, MICHIGAN 


“ color in major appliances; first, be- 


cause’ of the large investment that 
would be required in order to display 
the whole line; second, because they 
felt it would complicate the selling 
problem with unnecessary conditions; 
and third, because this had been 
tried and abandoned about 15 years 
ago. 


—On Refrigerators 


An effort was made to learn 
whether Mrs. Homemaker is asking 
for new features, whether she is 
conscious of any need for improve- 
ment in its functions. The answer 
to this is ‘No.” Women, though 
consumers, are not inventors, and 
will pass judgment on individual fea- 
tures as they are submitted, but they 
do not seem to be able to come for- 
ward with any suggested innovations. 

The two-door combination refrig- 
erator is arousing considerable in- 
terest. The desire of ownership is 
great. Price is the factor which defi- 
nitely is retarding the sale. Dealers 
report that many women come in 
definitely sold on the idea of owning 
one, but when they become aware of 
the price, they decide upon something 
else. 

It may be of interest to note that 
there are still many women who are 
not sold on the cold wall model and 
the advantages it offers. Dealers by 
and large like the product, but say 
that evidently it calls for more edu- 
cational advertising. 


—On Ranges 


Utility executives—both gas and 
electric—-and some dealers were out- 
spokenly unsympathetic with present 
day range prices. It is their conten- 
tion that prices for both kinds of 
ranges are out of line. Also, they 
say that the market needs more 
models for families of the $3,000 a 
year class, something that will do 
the job but which can be sold at a 
figure considerably below present 
prices. “Existing prices, plus instal- 
lation costs,’’ commented one electric 
utility executive, “place our range at 
a considerable disadvantage.” 

Retailers are of the belief that the 
two-oven range can be successfully 
merchandised to women who are in- 
terested in this feature. Not only 
this type of cooking, but the neces- 
sity of different temperatures for 
various foods, make the two-oven 
range desirable. 

Some dealers expressed the opinion 
that the price differential between 
the one and two-oven range is more 
than they like to sell. In a few of 
these cases, surprisingly, the dealers 
undertake to sell an electric roaster, 
because—they—said it has many 
more uses than the second oven and 
because the cost is about the same. 
This situation is mentioned not be- 
cause it occurred  frequently— it 
didn’t—but because it was an inter- 
esting angle. ’ 

The deep-well cooker, with raisable 
unit—how important is it as a sales 


— 

The facts in this report y ore 
secured during the 12 weeks j re. 
ceding Jan. 15, 1950, and are ba seq 
upon conversations with electr caj 
and gas appliance dealers, . js. 
tributors, and the sales execut) »e, 
and home service women of uti ity 
companies. It embraces 959 dea -rg 
who are engaged in business in he 
122 cities and towns in 25 stz es 


and the District of Columbia. a 


feature? As nearly as can be d ‘er. 
mined, 25% to 30% of the pros sec. 
tive range purchasers specifically ag, 
for and want the deep-well or t rig 
cooker. To the remainder it is de. 
veloped into an important se ing 
point. It becomes another se ing 
reason why the housewife sh ulq 
purchase the range. It is a “g eat 
and useful gadget and should be 
pushed more by the manufactur :‘s.” 

Home service women are auth: ity 
for the statement, “Women en m gsge 
do not understand all of its uses ng 
the real value it represents. ny 
never use it.’’ One distributor’s s les 
manager volunteered that the aly 
use his wife has ever made of the 
thrift cooker is for sterilizing infz jts’ 
bottles. 

In every section of the cour ry, 
dealers and utility people em) ja. 
sized the point that always Irs, 
Homemaker wants the well co ker 
equipped with the raisable unit. “he 
four surface cooking units are re. 
garded as a necessity by the person 
purchasing the full-sized range, 
Dealers report notable sales increase 
on range models the minute the 
raisable feature was added to the 
well cooker element. 

It is impossible to present «ny 
pattern as to the cost of installing 
the electric range. Of course, in 
every city visited the utility com- 
pany will carry the lines from the 
poles to the outside of the house 
without charge, but from that point 
to the panel board and from there 
to the range itself, the installation 
cost, generally speaking, is borne by 
the consumer. 

This cost varies all the way from 
$35 to as much as $200, which is 
charged even when no unusual prob- 
lems of installation are _ involved. 
When the cost gets above $50, it is 
easily seen that it becomes a deter- 
rent to the purchase of a range. 
Incidentally, the gas range carries 
no such burden. 


—On Home Freezers 


Sales volume on this appliance is 
still disappointing, not having ap- 
proached the goals expected. Dealers 
in every section of the country visited 
have had the same experience. Some 
retailers no longer display the prod- 
uct, make no effort to sell it. How- 
ever, this must not be taken to mean 
that all retailers are discouraged, for 
such is not the case. 

It is the opinion of the majority 
of those interviewed that the freezer 
has got to be sold, has got to be 
demonstrated, and that if the manu- 
facturers will give the product suffi- 
cient advertising support, it will gain 
momentum. In some of the markets 
dealers report a brightened outlook. 

Mrs. Homemaker en masse is not 
yet sold on it. She does not appreci- 
ate its value. She does not know 
what it will do for her. Then, too, 
women still feel that it is a difficult 
task to prepare foods for freezing at 
home. In other words, there is an 
immense education job that must be 
done on the home freezer. 

Which appeals sell the hone 
freezer most successfully? Thre 
was absolute agreement among ill 
of the persons interviewed that ‘he 
great job to be done is to sell ‘he 
product on the basis of its c n- 
venience and its economy, and t! en 
to educate Mrs. Homemaker to he 
fact that the preparation of fo ds 
for freezing at home is a sim le 
operation. The convenience featu es 
and the better living opportuni es 
were considered more important 4s 
a selling appeal than the econo 1y 
factor. 

If we may be guided by the jv &- 
ment of the hundreds of dealers 1- 
terviewed, there is going to be 4 
market for the upright model _ ot 
only because of the ease with wh -h 
the consumer can get at the foc |s, 
but also from the consideration of 
space. Retailers and utility ho 1¢ 
service women are convinced t at 
the freezer does not belong in 1¢€ 
basement or cellar, and if it is go 18 
to be placed in the kitchen or bi: °k 
entry, where it will be easily acces ‘i- 
ble, the amount of space occup ‘4 
is an important factor. 

The sales force that has pro, 2 
particularly effective and whith 


(Continued on next page) 
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Dec ler Methods (Cont.) 


Mcre Consumer Education on Appliance Use 


(o ld Overcome Present Price Resistance 


(Cc tinued from preceding page) 
seem igly is almost a necessity for 
presi t-day merchandising of the 
freez r is demonstration. Here utility 
comy nies and distributors are lend- 
ing onsiderable aid to individual 
retai ‘rs by having their home serv- 
ice ‘ omen put on demonstrations, 
alons With a sales story, of course. 
Of a! sales methods employed, the 
dem istration has been found to be 
outst ndingly the most successful. 
It is no surprise to learn that 
deak s have found the two-tempera- 
ture refrigerator to be one of the 
pest nome freezer salesmen. After 
Mrs. Homemaker has been _intro- 
duce to and experienced the con- 
yenic ice of a ready supply of frozen 


foods even in limited quantity, her 
enthi:siasm increases and she _ be- 
come: a live freezer prospect. 


It s clearly apparent that manu- 
factuvers still have a major selling 
job to do on their own dealers. The 
majority of appliance retailers and 
their sales personnel do not own a 
freezcr. 

The situation prevailing in one 
large merchandising utility may not 
be typical but it comes close to it. 
This utility has sales offices and 
outside men operating in three states, 
in which fruit, meat, vegetables, 
game, and fish abound. No top- 
ranking executive of the company, 
no sales manager, no salesman—with 
one exception—has a freezer in his 
home. 

The missing link in freezer mer- 
chandising, to which reference was 
made last year, is still missing a 
year later. In city after city, deal- 
ers stocked no containers or wrap- 
pings. Of the total contacted, less 
than 2% do—most of them retail 
stores of national chains. This lack 
is comparable to selling the freezer 
without a handle. Both are essential 
to its use. 

It was found that the attitude of 
the operators of food locker plants 
toward the home freezer was mixed. 
Some of them were completely op- 
posed to it and undertook actively 
to sell against it. Through the far 
northwestern territory, the locker 
association was selling against the 
freezer on the basis that if you live 
within 10 miles of a locker plant, 
you can’t afford to own a home 
freezer. They offer to submit the 
figures to prove this contention. 

In other localities, the locker plant 
operators were awakening to the 
fact that the storage of frozen foods 
from two to five miles from home 
is frequently an inconvenience to the 
homemaker. Hence, some of these 
latter were seeking dealer franchises. 
To sell—more particularly the smaller 
models. 


—On Home Laundry 
Equipment 


It is possible almost to lift bodily 
the text from last year’s report and 
incorporate it here. Sales of the 
washer, ironer, and drier are higher 
than in any pre-war year. However, 
all three are experiencing a dropping 
off from the highs of 1948. 

Prices still are the sales brake, 
especially as applied to automatic 
washer models. Nevertheless, auto- 
matics constantly are _ increasing 
m popularity. The conventional 
wash -r continues to outsell all auto- 
mati‘; combined. Prices definitely 
affect brand selection. 


Insi lation Charges 


In all sections of the country, 
comp .ints were heard about the diffi- 
culti of getting these appliances 
Conn ted, in instances where they 
Were .0t sold by a licensed plumber. 


Not mly are installation prices 
*xor’ cant, but in some areas plumb- 
‘rs e even refusing to make the 


insta ation. 
In. ances were reported where the 
Cost f installation was higher than 


the rice of the sink itself. In 
one ty, plumbers were so adamant 


in t! ir refusal to make any instal- 
latio: » of equipment which they had 
hots d that they are now defendants 
‘na anti-trust, restraint of trade 


suit ought by the U. S. Department 
tice. A utility executive told 
of | ng without any sink in his 
kite’ for seven months, because of 
the ‘usal of every licensed plumber 
‘nh. city to make the installation. 
y, the job was done secretly by 
an i ported plumber. 


The pricing technique used by 
these militant plumbers is to charge 
the retail profit on the sale of the 
appliance, even though they did not 
make the sale. Then, on top of that, 
they make what frequently amounts 
to a gouge, as their own installation 
charge. Naturally, this places a 
millstone around the necks of these 
products. 


The above is not intended as an 
indictment of all plumbers. There 
were cases where licensed plumbers 
were rendering every possible co- 
operation, doing the job with dis- 
patch, and at a reasonable charge. 
In some cities, the appliance dealers 
had arranged with a local plumber 
to make all of the installations. In 
other instances, the dealer employed 
a fully competent, licensed plumber 
as a regular member of his service 
staff. 


— 


Dealer Sales Practices 


Definitely on the credit side, it 
must be recorded that more dealers 
are advertising as a means of creat- 
ing store traffic and sales than at 
any time during the past three years. 
More are conducting direct-mail cam- 
paigns; more are endeavoring to 
build effectively trained selling staffs 
for outside work; more are doing an 
intelligent and aggressive selling job; 
more are conscious of the need for 
operating service departments. 


Nevertheless, it is regrettable that 
so few dealers today are operating 
outside selling organizations, that so 
small a percentage have a service 
department. Outside selling is com- 
pletely neglected by 90% of the con- 
tacted dealers (more 6n this subject 
later). 

The service department capable of 
making anything more than the most 
elementary repairs is conspicuous 
by the extreme infrequency with 
which it is encountered. Generally 
not more than 5% to a maximum of 
10% of the dealers were found to 
have a real service department—so 
small an increase over last year as 
to be negligible. 


The large proportion who fail to 
connect the service department with 
the building of sales and goodwill is 
surprising. This does not imply that 
all dealers without such a department 
are blind to its value. Getting experi- 
enced men is a major difficulty; 
training new ones is expensive. Many 
dealers do not have adequate training 
facilities. Others are convinced that 
their volume of service calls does not 
justify the maintenance of a depart- 
ment. 


Conversations with dealers make 
it clearly evident that there is consid- 
erable confusion in the minds of the 
buying public. 

With cut prices, special deals, give- 
aways, and so many other tricks be- 
ing employed which divert attention 


from the merit of the appliance, © 


Mrs. Prospect has a difficult time to 
believe the figures on the price tag. 
All too frequently she doesn’t which, 
as one distributor said, “That's 
neither a good nor a healthy situa- 
tion for the industry.” 


Price Cutting 


If any city or town was visited 
where price cutting was not prac- 


ticed, it is impossible to recollect it. 
Some retailers employ the out and 
out, fully admitted, advertised price 
cut. Some do it as a regular policy. 
Others do so because of various 
degrees of desperation in their eager- 
ness not to miss the sale. As they 
say, “We have to beat the competi- 
tion.” 

Then, too, other devices are em- 
ployed as means of making the cut 
in price less obvious; for example, 
give-aways, unjustifiable trade-in 
allowances, delivery of the “floor 
demonstration” model, and $20 mer- 
chandise purchase coupon. Others 
will be treated farther along in this 
report. 

First prize for “sound” appliance 
merchandising goes to a dealer who 
was advertising a leading brand of 
refrigerator, featuring this sign in 
his window: 

Regular price—$299.95 
But don’t pay any attention to 
that. Come in and get our cut 
rate price. 

It was found that in stores such 
as this one the professed cut prices 
were not necessarily the same to all 
customers. It was a case of cut as 


(Continued on next page) 
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Now complete with TWO new larger 
Models with full-opening, counter- 


The 1950 


REG. Us. pat. OFF. 


balanced lids and the 


EXCLUSIVE FAST-FREEZE AIR-BLAST FAN 


“It Freezes 3-Times Faster" 


5-Year Food Insurance... 


5-Year Protection Plan on 
Sealed Units 


A full range of 6 Models with capacities of 

from 12 to 40 cu. ft. will enable you to meet 

the requirements of every size of family. 
SEND FOR FULL INFORMATION TODAY. 


ALSO ASK ABOUT THESE 
PROFIT-MAKING LINES— 


SESE 


“NI-AG-RA” Milk Coolers 


Beverage Coolers 


Ice Makers 


Above: Model CL-24 ESCO (24 cu. ft.) 
Below: Model CL-40 ESCO (40 cu. ft.) Freezer 
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“‘Icy-Wall”’ Milk Coolers 


XX 


Freezer 
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Dealer Methods (Cont.) 


Retailers Who Use Telephone Canvassing, 
Sales Training Methods, Outstrip Competitors 


(Continued from preceding page) 


little as possible, get as much as 
possible, but make the sale. 

One method of moving major ap- 
pliances, which is a disturbing factor 
on the local retail price structure, 
is the appliance auction. These were 
encountered in the middle, northwest- 
ern, and Rocky Mountain states. 
While they may not be characterized, 
strictly speaking, as_ price-cutting 
operations by an individual retailer, 
the practical result amounts to the 
same thing. 

Merchandise is sold at less than 
list price in these auctions. There is 
no dearth of merchandise available 
for sale. A few questions revealed 
that much of the merchandise was 
“in distress’—bought from individual 
retailers who were having sales diffi- 
culties or giving up the ghost, while 
some of it was supplied by large, 
well-known distributors. 

What are dealers who are really 
endeavoring to conduct their business 
along legitimate lines doing to com- 
bat such tactics? Fortunately, they 
are not all left to their own devices. 
Intelligent assistance is being given 
by some electrical leagues, dealer 
associations, and distributors. Local 
newspaper advertising is being used. 
Great emphasis is placed upon 100% 
service and reliability, the reputation 
of the “legitimate” dealer. 

“People who are giving these un- 
conscionable’ trade-in allowances, 
these unjustified cuts in price, are 
not giving you, Mrs. Consumer, any 
real bargain. When you need service 
on these appliances, they will not be 
around to serve you. They will have 
vanished completely from this city. 


ducting his business honestly, and 
ethically, whose future depends upon 
the high quality of the service he is 
in a position to offer you. The dealer 
who conducts his business along 
legitimate lines is the dealer upon 
whom you can depend.” 

Perhaps the most blatant method 
of dressing up the price cut is the 
guessing game. This stunt receives 


newspaper and window publicity, in- 
viting prospects to come to the store 
and guess a number. “If you guess 
the right number, you will receive a 
$25 (or even $40) reduction in the 
price of this famous make of refrig- 
erator.” Any number was the “right” 
number. 

There was a slight variation in the 
way this game was played. The pros- 
pect was asked to guess any number. 
“If it falls between two numbers 
which we have written on a piece 
of paper and which is locked up in 
our safe, you will receive the reduc- 
tion of $— in price.” The numbers, 
it developed, were 1 and 5,000,000. 

A new device recently tried by two 
of the contacted dealers to create 
store traffic and at the same time 
effect a price reduction is the money 
grab. This “event of the week” is 
duly advertised. 

A heap of hard money of several 
denominations is displayed in the 
window and at a point of vantage 
within the store. Interested prospects 
are invited to make a grab of cash. 
Whatever the amount grabbed be- 
comes the down payment on some 
major appliance. 

There is one inequity in this little 
stunt which women were quick to 
discover. The woman with the dainty 
little hands doesn’t fare as well as 
burly men whose hands may be the 
size of hams. 


Outside Selling 


It is truly remarkable that after 
several months of a buyer’s, market 
so few retailers have done anything 
about organizing an outside selling 


Patronize only the dealer who is con-"?\staff or have any intentions of doing 


so. Overwhelmingly the majority of 
those contacted do no outside selling. 
In certain markets not more than 
2 or 3% do. The top would be 10% 
in isolated cities. 

It was not unusual to have outside 
selling limited to one dealer in sev- 
eral of the smaller cities and towns 
visited. One distributor reported 
that of more than 100 dealers whom 
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Here are typical examples 
from the broad line of 
CH “specific-fit” refriger- 
ator replacement controls, 


. 9502N388 C-H 
Se ciratah for Norge 
932-33-34 models. 


youre —- 
Dy ific-fit’’ st 
1939 c-fit"’ for Hostess 


-34-35-36-37-38 models. 
my yee 


9521N64 C-H 
“specific-fit” for Norge 
1938 models. 


9502N373 C-H 


“yugeiee Ge’ for Cold Spot 
1932-33-34-35-36 models. 


\ 
9521N69 C-H 
“specific-fit" for Philco 
1941 models. 
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**SPECIFIC-FIT”’ replacement units for more 
than 1000 different refrigerator models 


The Cutler-Hammer Refrigeration Control Cata- 
log shows “‘specific-fit’’ replacement control units 
not just listed but manufactured for more than 
1,000 individual refrigerator models which the 
industry has produced since 1925. Save time and 
trouble—no ‘‘modifying’’, no fussing, no com- 
promises. Make the C-H catalog your standard 
“guide’’, and C-H “‘specific-fit’’ replacement con- 
trol units your standard line. And you'll also 
quickly see how the widely-known Cutler-Hammer 
name (advertised in The Saturday Evening Post, 
Time, Newsweek, American Home, Better Homes 
& Gardens, House & Garden, etc.) builds customer 
confidence and good will. The C-H refrigeration 
control catalog, as well as the items you need, are 
available through your authorized C-H refrigera- 
tion wholesaler. Do not forget, this C-H refriger- 
ation control line includes the outstanding general 
purpose replacement control (9521N9) for use 
with motors having “‘built-in’’ overload protec- 
tion. CUTLER-HAMMER, Inc., 1362 St. Paul 
Ave., Milwaukee 1, Wisconsin. 


CUTLER’HAMMER 
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Featured by Cutler-Hammer refrigeration wholesalers and 
recommended by alert service déalers from coast to coast. 


he was serving, not one did a real 
selling job outside the store. 

In one city in a far western state, 
dealer after dealer “explained” why 
an outside selling staff couldn’t be 
operated profitably. ‘‘Couldn’t earn 
its salt.” “Not enough prospects to 
justify the time of one man.” “Can’t 
afford.” “Tried it, gave it up.” 
“Present discount too small.” ‘“Can’t 
get the men.”’—and so forth. Some 
just don’t want to bother. Others say 
they don’t do it because the house- 
wife is opposed to uninvited sales- 
men. 

However, one dealer in that city, 
instead of rationalizing inactivity, 
kept five salesmen busy. All were 
earning a good living, and that dealer 
was doing more than 50% of the 
total home appliance business in the 
city. 

How did this dealer develop his 
prospects? First the men _ were 
trained by the dealer, with the aid of 
the utility company. Newspaper ad- 
vertising attracted store traffic, while 
demonstrations and door _ prizes 
breught in additional prospects. The 
men rang doorbells and learned how 
to handle the ‘cold turkey’ inter- 
view. Leads were developed by 
telephone by a smart young woman 
who received a commission on any 
sale resulting, in addition to her 
regular salary. 

Not only the salesmen, but the 
servicemen too were trained to be 
on the lookout for sales opportuni- 
ties. They, too, received commissions 
on sales developed. Assistance was 
obtained from the utility company in 
the preparation of lists for promo- 
tional purposes. Former customers 
were covered for possible new sales 
and for names of friends. 


This dealer summed up the rea- 
sons for his success by saying, “Well, 
as I see it, it is all very simple. 
People don’t come looking for mer- 
chandise, if there is a _ plentiful 
supply. You have to go looking for 
prospects and either bring them into 
the store or sell them in their homes. 
We are trying to do both.” 

The major problem is finding per- 
sons who have had appliance sales 
experience or who are worth the 
time and cost of training them. One 
difficulty is making the job  suffi- 
ciently attractive to hold the men, 
another is the training itself. Many 
dealers are not capable of doing this 
or do not have sufficient time to do 
an adequate job. 

Others have been fortunate enough 
to obtain the cooperation of the local 
utility in the training of their staff, 
while in some communities similar 
aid has come from the distributor, 
the local electrical leagues, and/or 
the local dealer association. 

In one city the manufacturer sent 
his sales training staff to aid his 
franchised dealer. These men can- 
vassed the entire city (population 
20,000) with the dealer’s sales people, 
training them in the techniques of 
successful selling. The “campaign” 
proved to be a huge success. Inci- 
dentally, all of the profits went to 
the dealer, the commissions to his 
men. 


Credit Selling 


One of the most notable changes 
ushered in with the advent of the 
buyers’ market has been the easing 
of credit terms. The competition for 
business has brought about an almost 
complete relaxation of such terms. 
A 10% down payment, with the bal- 
ance payable in 24 months, was 
found to be the usual practice, al- 
though hundreds of stores are offer- 
ing merchandise at no down payment 
with 24 months to pay. 

Some even, as an added attraction, 
require no interest for the first six 
months on major appliances, TV re- 
ceivers, and the more expensive 
models of radio-phonograph combina- 
tions. In a few cases, the dealer was 
advertising 36 months terms, with 
10% or even nothing down. 

In industrial centers without ex- 
ception dealers report that prac- 
tically 100% of their major appli- 
ances, radio, and TV sales are on 
time payment plans. In rural-farm 
buying centers a considerable propor- 
tion of sales are made for cash. 
“And why not?” said one dealer. 
“We are located in the heart of the 
meat and wheat raising section of 
the country. With the government 
guaranteeing prices, farmers and 
ranchers have more money than ever 
before.” 

Perhaps it should be noted that 
this condition of affluence of farmers 
was not limited to the wheat and 
meat raising belts. Dealers in all 
sections of the country visited re- 
ported the farm population as “roll- 
ing in money.” 


a 


| 68 Parts of Crosley Model Made of Plastic | 


The display above illustrates how the 24 Ibs. of plastics Crosley puts into each | 50 
refrigerator is divided among 68 different parts. The Crosley exhibit was one of sev -a| 
case histories arranged for the recent National Plastics Exposition in Chicago. 


> 
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Use of More Plastics In Refrigerato 
Production Seen Boosting Capacity 


CHICAGO—Greater use of plastics 
in the manufacture of refrigerators 
and other household items is in the 
offing, it was indicated at the Na- 
tional Plastics Conference and Ex- 
position held here recently. 

James R. Turnbull, general sales 
manager of the plastics division of 
Monsanto Chemical Co., said it is 
possible that the entire shell of a 
refrigerator could be molded from 
styrene plastics. This would increase 
the space in the unit by around 25% 
because of the smaller amount of 
insulation required, he declared. 

J. E. Wilson, sales manager of 
Watson-Stillman, Inc., Roselle, N. J., 
reported that his company is intro- 
ducing new machines which will pro- 
duce larger one-piece molds. 

“Up to now,” he pointed out, ‘we 
haven’t delivered molding machines 
of more than 60-0z. capacity. Now 
we’re making some 120-0z. jobs to 
be delivered before October at a 
price of $100,000. We’ve also quoted 
a price of $200,000 on a 200-0z. ma- 
chine. 

“These larger devices are capable 
of turning out entire television con- 
sole cabinets, inside panels for re- 
frigerators, drawers for chests, com- 
plete kitchen cabinets, and many 


The Service Department 
As a Sales Builder 


Not many dealers are in a position 
to profit by this opportunity because 
so few operate a real functioning 
department. Even many who do fail 
to take advantage of the sales possi- 
bilities inherent in a good service 
department. 

One retailer in Oregon, who has 
attained marked success, summed up 
his experience thus: ‘In the first 
place, an efficiently operated service 
department builds goodwill and 
makes repeat’ sales. Contrarily, 
nothing discourages future sales as 
much as poor service. Everyone on 
our staff is a trained salesman, and 
everyone is a trained serviceman— 
and I mean trained. When we are 
called into a customer’s home on a 
service job, we are there at her 
invitation. 

Consequently there is no irritation 
caused by door-bell ringing at an 
inconvenient time. The customer is 
easier to talk to, even susceptible 
to our suggestions. 

“Only yesterday one of our men 
was at the home of a big rancher 
making a minor adjustment of the 
refrigerator. He noticed that Mrs. 
Rancher’s washing machine was an 
out-of-date, conventional model. He 
broached the subject of the new auto- 
matic washer, aroused her interést, 
and sold her the automatic, which 
is being delivered this afternoon. He 
will make the installation himself, 
with the aid of an assistant. All of 
the men on our staff work that way. 
We find this one of the most success- 
ful methods of developing appliance 
business.” 

Other dealers report using their 
servicemen to uncover prospects. “If 
they turn in a name which results 
in a sale, a cash percentage of the 
price is given to the serviceman. 
That keeps everybody happy. No, I 
don’t deduct the serviceman’s reward 
from the salesman’s commission. This 
plan also helps to get top quality 
work by our servicing staff. They 
want to stand in well with our 
customers.” 


other such items.” 

O. E. Norberg, manager of r« frig. 
eration and appliance engineerin. for 
Crosley, predicted a greatly-incr¢ ased 
volume of business for the plastics 
industry in the next five years be. 
cause of the increasing use of plas. 
tics by manufacturing customers as 
well as the public. 

He said Crosley, in the deluxe 
models of its 1950 Shelvador refrig. 
erators, is using 24 pounds of plas. 
tics in 68 parts, as compared with 
the use of only a very few parts in 
1941. 

Plastic parts, he told the confer- 
ence, are ideally suited to refrigera- 
tor use because of their appearance, 
strength, flexibility, and thermal and 
electrical insulating qualities. 

The plastics industry has greatly 
expanded its usefulness to other in- 
dustries by constant improvement in 
techniques and equipment, Norberg 
said. In 1948, his company determined 
to make a plastic refrigerator baffle 
having a much larger area than had 
been attempted up to that time “de- 
spite advice it could not be done.” 
One producer successfully made the 
part, he stated, and this paved the 
way for many like parts in refrig- 
erators and other products. 


Trade-Ins 


There has been a noticeable in- 
crease in the number of retailers 
who have turned to trade-in business, 
as well as in the proportion of sales 
being made in this way. Last year 
a considerable proportion of dealers 
still shied away from trade-ins, while 
today practically all accept them. 

Some dealers report that they were 
forced into this type of business by 
less scrupulous competitors; others 
use this device as a major selling 
tool. Some conduct their trade-in 
business as quietly as possible; others 
use it blatantly as a form of price 
cutting. 

One dealer who displayed a collec- 
tion of similar advertisements of his 
competition asked a question, which 
to him was mighty serious: “Is this 
the way appliances have got to be 
sold in the future? Are these adver- 
tisements a sample of what the 
manufacturers want? Has the idea 
of selling appliances on their merit 
been completely abandoned?” 

Conversations reveal that the mass 
of dealers do not know the cost to 
them of this trade-in busiress. 
Strangely enough, many completely 
disregard the whole transaction be- 
yond the prospect of making the 
immediate sale. Either they make 
no pretense of picking up the tra led- 
in appliance or they fail to consider 
the cost of reconditioning and dis- 
posing of it. Only a negligible »ro- 
portion of dealers has facilities for 
complete reconditioning. 

Electrical leagues and _ ut lity 
executives have suggested as a )al- 
tial solution of the problem 4 
manufacturer-sponsored recondit on 
ing company. Dealers of all co 
operating manufacturers could send 
the traded-in merchandise to on: of 
these reconditioning companies, s Ta 
tegically located, where the work 
could be done at cost. 

Among the benefits to be der ved 
from such a setup would be the 
guidance service that could be avail- 
able to dealers, based upon exp? 
ence in such important matters 45 
the size of the trade-in allowa ce 


(Concluded on next page) 
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Rewarding Customer for New Leads Builds 
Mere Goodwill Than ‘Give-Away’ Promotion 


(Ccncluded from preceding page) 


and ‘he recommended price at which 
the econditioned appliance be sold 
in t}) at particular market. The pro- 

ne its of this plan contend that this 
wou! | be much more practical than 
tryir; to make such recommenda- 
tions on a national basis. 


Giv -Aways 


M:ny dealers contacted are using 
the manufacturer-sponsored' give- 
awa’. Some have found it a satis- 
factury device as a promoter of sales. 
Othe’s who have tried it report it a 
complete flop. The distributors with 
who: your reporter talked con- 
dem ed the idea in its entirety. 

Objections most frequently voiced 
py the retailer were that these give- 
aways (which he must purchase) re- 
duce his own net profit by exactly the 
cost of the premium; they complicate 
the selling of the appliance; he has 
to sell not only the appliance, but 
the premium too. Sometimes the 
prospect doesn’t want the premium, 
put she expects the dealer to reduce 
the price of the appliance by the 
amount of the advertised value of 
the give-away. 

The woman who purchased the 
appliance some few months ago 
comes in now and demands that she 
too be given the premium. Generally 
she gets it. The give-away, some 
dealers report, builds skepticism in 
the prospect’s mind as to both the 
quality and price of the appliance, 
thus making it more difficult to sell. 

One distributor asked, “Have we 
lost confidence in the quality of our 
merchandise so that we feel we have 
to give something away in order to 
sell it?’”’ Another who condemned the 
give-away commented, ‘“‘How can we 
expect the public to have confidence 
in us or in the quality of our appli- 
ances, or believe that our products 
are honestly priced, when we give 
premiums which we say are worth 
$50, and even more. Don’t let’s make 
the mistake of thinking that all 
American women are dumb.” 


Demonstrations 


Some products almost require 
demonstration to be sold successfully. 
Others, such as the refrigerator and 
range, may not need it; however, 
where the demonstration or cooking 
school is utilized, greater interest and 
enthusiasm have been produced. One 
leading distributor reported that he 
considered demonstration the most 
effective of all sales tools. 

And yet the great majority of 
dealers are not set up so as to be 
able to demonstrate many of the 
appliances. The dishwasher and 
garbage disposer are not connected. 
More frequently than not, the food 
freezer is dead. Only infrequently 
does the dealer or any member of 
his staff know how properly to 
demonstrate the ironer, which inci- 
dentally is usually “miles” from the 
nearest outlet. 

Almost never is the gas or electric 
range connected, so that cooking 
demonstrations on the newest models 
are almost unheard of in the usual 
retailer’s store. 

Is it reasonable to expect Mrs. 
Homemaker to invest $450 or more 
in an electric sink, plus additional 
exper'se for installation, or $250 or 


more in a freezer, without any 
demo'stration before purchase? True 
enou: h, electric sinks and other high- 
price appliances are being  pur- 
chase! without store demonstration 
and ndoubtedly will continue to be, 


but ‘n't that selling the hard way? 

D« .onstrations and cooking schools 
—bis attractions for women—are be- 
ing urried on most extensively by 
utili" companies as a cooperative 
help o individual or groups of deal- 
‘fs ° on their own count if the 


utili merchandises appliances. More 
rece! ly some of the distributors are 
*ner tically encouraging this ac- 


vit by their dealers and are rend- 
*rin: assistance not only in planning 
the emonstration but in carrying 
out \e programs. 

W 4 the help of his distributor 
and ie utility company, which sup- 


me i home service woman to con- 
a demonstration of the prepara- 
10n 


nd cooking of frozen foods, a 


rete or located in a small buying 


‘ent in Idaho brought together 30 
ou! es one evening, and at the close 
of t . demonstration sold 16 freezers 
"igh’ then and there. 


In a- small mid-western city, the 


manufacturer supplied a home 
economist to conduct a _ freezer 
demonstration for the dealer. This 


was attended by 320 women in two 
groups, and 52 sales resulted. Not all 
orders were obtained the day of the 
demonstration. Follow up was re- 
quired. However, according to the 


dealer, “The demonstration did the 
trick.” 
The Coin Meter ; 


“Twenty-five cents a day. Just 
$7.50 a month. Certainly you can 
afford that.” Those few words have 
sold thousands of major appliances 
and TV receivers during the past six 
to eight months. This device has got 
modern appliances into homes that 
could not have had them otherwise. 
It is a market, if those families can 
meet the credit requirements. 

The coin meter has been used suc- 
cessfully by some dealers; others 
have been adamant in their opposi- 
tion to it. It isn’t difficult to realize 
that the vast majority of retailers 
who have employed the coin meter 
plan are large operators, with large 
volume financing back of them. 

Some dealers used the coin meter 
to attract store traffic, then under- 
took to sell the prospect on the 


store’s regular credit plan. This too | 


produced satisfactory results. If one 
method didn’t succeed, the other did. 


Using the Customer 


A relatively small percentage of 
the retailers contacted have estab- 
lished, as part of their selling pro- 
gram, a plan of using the customer. 
Within a short period, usually two 
weeks, after Mrs. Homemaker has 
made a purchase and while she is 
still enthusiastic, the dealer ap- 
proaches her for the names of friends 
whom she thinks might be interested 
in buying the same appliance. 


Rewards to the person supplying | 


the lead take the form of credit slips 


toward the purchase of some other | 


appliance, or even cash. This activity 
has greater value than merely the 
obtaining of prospect leads. The 
followup provides the opportunity to 
build goodwill with the recent cus- 
tomer through a display of interest 
in how well her new appliance is 
performing. 


Leagues, Institutes, and 
Associations 


Some of the most spectacular and 
successful appliance promotions 
originate and are sponsored by dealer 
associations, electrical leagues, or 
institutes. 

In another city, dealers became 
alarmed because their men, caught 
up by the romance of television, had 
little time to give to appliance sales. 
Since ranges had suffered markedly, 
it was decided to build a major pro- 
motion around them. The whole plan 
was conceived and carried out by 
the electric institute. 

First, a school in salesmanship was 
set up. This was different from the 
usual in that it embraced not only 
the fundamentals of salesmanship 
but went into the field of psychology 
as well, before approaching appli- 
ance selling. Top-ranking executives 
from some of the nation’s leading 
companies lectured, each treating a 
different phase of selling. 

The instruction in sales psychology 
was given by the president of a 
well-known university. Registration 
for the course was 100% of capacity. 
The school became so popular that 
the institute was requested to con- 
tinue it so that men engaged in 
other kinds of selling might have 
the privilege of attending. 

After this course, which ran for 
eight weeks, was completed, the 
plans for the range campaign were 
announced. Newspaper advertising 
and store displays tied the whole 
thing together. Special rewards were 
offered to every salesman who made 
a range sale. 

Each Friday night during the four 
weeks of the campaign, a dinner was 
held. On a large display board, 
there was row upon row of 300 gold 
stickers, each about the size of a 
silver dollar. Under each was written 
$2, $3, $5, or $10. There were no 
blanks. For every range a man had 


sold that week, he was entitled to | 


“pull a_ sticker.” 
The amount was a matter of 
chance, but his reward was right 


there. It proved to be a mighty 
popular stunt with the men. Every 
week several earned the privilege of 
making from three to five pulls. One 
week one man sold six ranges; his 
reward totaled more than $30. 

What was the result of all this? 
In this territory, range sales had 
averaged 69 units per month for the 
previous three months. During the 
same period, that is the one month 
of the campaign, 329 units were sold. 
It has been particularly gratifying 
to the officers of the institute that 
although the drive has terminated, a 
considerable amount of the momen- 
tum and enthusiasm has continued, 
so that today many more ranges are 
being sold than was the normal 
experience. 


Problems Confronting 
Dealers 


In every section of the country, in 
every town and city, dealers consider 
the number of franchised retailers, 
their most serious problem. They 
complain that too little scrutiny is 
made of the prospective dealer, too 
little care exercised in selection, with 
the result that just about every Tom, 
Dick, and Harry, and the brothers 
of each of them, are granted a fran- 
chise. 

Some retailers maintain that, so 
far as they can determine, franchises 
are passed out without the appli- 
cant’s being required to meet any 
pre-established standards. “It is the 


fundamental cause of most of our 
troubles,” was the feeling expressed 
by many. 

“There are so many dealers in this 
town competing for the same con- 
sumer dollars, that competition has 
resolved itself into who will make 
the biggest price concession or who 
will give the largest trade-in allow- 
ance.” “With so many of us trying 
to make the sale, there just isn't 
enough profit opportunity to give 
each of us a good living.” 

Such expressions were heard re- 
peatedly. Some justification for the 
dealers’ attitude may be found in the 
fact that in the trading area of one 
town, there was a franchised dealer 
for every 205 domestic lighting cus- 
tomers. In many other cities, the 


proportion was in the neighborhood 


of 1 to 400 or 450. 

The old-timers claim that the 
greatest offenders in the matter of 
unsound practices, price cutting, 
chiseling, etc., are the newer, inex- 
perienced postwar franchised com- 
petitors. 

Protection against sudden price 
changes is one thing dealers feel they 
have a right to expect. Too often 
dealers thought they had not been 
notified sufficiently in advance of 
price or model changes to permit 
them to move their stocks on hand 
without loss. One utility sales execu- 
tive told of having first learned of a 
price change, when he attended a 
distributor's territorial sales meeting, 
four weeks after the change had be- 
come effective. 


As directly affecting their selling 
problems and their ability to build a 
satisfactory volume, dealers request 
that certain acts of some distributors 
be stopped: (1) supplying known 
chiselers and price cutters; (2) sup- 
plying merchandise to appliance auc- 
tions; (3) selling and giving the 
dealer’s @iscount to builders, apart- 
ment house owners, and developers. 

One of the most serious problems 
facing dealers all over the country 
is the non-availability of parts. They 
claim that their distributors do not 
carry sufficient stocks; that the time 
between order and receipt, as one 
of them put it, “would try the 
patience of Job.” 

Some complain that they are abso- 
lutely unable to get certain parts 
from their distributors and must 
order direct from the manufacturer, 
which means even greater delay. If 
the emphasis placed upon this matter 
by the mass of dealers interviewed is 
representative, it would seem. to 
justify active interest on the part 
of manufacturers to improve the 
situation. 

It was the unanimous opinion of 
dealers, utility executives and dis- 
tributors that retailers’ discounts 
should be increased, in view of the 
greatly increased cost of doing busi- 
ness. Rents are up, so are employe 
wages. “We can't stand the expense 
of training an outside sales staff or 
servicemen, and carry out the adver- 
tising program and promotional work 
expected of us, with the present dis- 
count allowances.” 


Nothing like 
BREEZE 
CONDITIONING 


for hot weather 


PROFITS! 


When you can offer businessmen, homeowners and tenants 
something that will keep them cool—and that they can afford—you've 
got a real hot weather item! That's why Coolair Breeze Conditioning 
means a real profit to you—this Summer! 


WHAT IT IS. Breeze Conditioning cools through 
evaporation—in nature’s own healthful way—with 
a breeze! HOW IT WORKS. Breeze Conditioning ex- 


Cash in on this 4-Point Program! 


Leaders in 
the South © . 
for 22 years: 


space! 


hausts a LOT of air QUIETLY. It is the lowest-cost, 
most effective, most healthful way to cool any 


1. THE RIGHT PRODUCT—There’s a Coolair Breeze Condition- 


to draw from. 


Name 


American Coolair Corporation 
Jacksonville 3, Florida 

If your Coolair proposition’s as good as you say it 
is—QUICK, please, tell me ALL! 


ing Unit for Every Cooling Job—from single rooms and 
offices to homes, stores, theaters and industrial plants. 


2. THE RIGHT SET-UP—The Coolair Franchise assures you of 
an adequate market area. There are now or soon will be 
distributors in most areas who maintain stocks for dealers 


3. THE RIGHT TRAINING—Authorized Coolair Dealers are 
qualified to make the proper recommendations to home- 
owner, architect and engineer alike! Personnel of authorized 
dealers are carefully trained under factory supervision. You 
profit right away from your Coolair franchise! 


4. THE RIGHT PROMOTION—Coolair backs up Dealers with 
planned promotion—advertising, colorful literature, store 
displays and selling tools—tailored for you—even direct-mail 
that can be mailed to prospects from the Coolair factory! 


Coolair helps its Dealers sell! 


You owe it to yourself to 
move in and profit with 
Coolair in your town. No 
obligation whatever in 
getting information. Send 
in this coupon today! 


Title 


hcitnienenenesateranaenenanel 


\ bs = « Y \ 2 . = x ; TY \ eee . a x 
ies LT - — —$—$_______—— — - ee * 
—— 
ic | 

eC eee 
! a | 
; ee ee r 
: ee 
h 1} 50 ; 
sev ral a 
10. ne 
| 
DI oa 
T ; 
o 
= 
Spaces: : ica iia scams tn eee iii 
| ui 
fe sy Rene 
ee | Fa | 
*% 
| pe SS ae 
| , : has: 
4 : » a , -_ . 
4 A q ot . 
“= oe 
in had Td — « ™ 
e “de- ee eee. ‘ - ie ¥ 
done.” a ’ " 
Je the | gee — ~ : 
“ Abie oa? ae as aa : 
. So | Spe ’ 2. i a 
refrig- ie a ; 
a fe . 
| * i 7 Si 
P | ‘ 
e le | —s aise 
ailers a 
iness, : 
sales 
year 
-alers 
while | 
2m. | 
~ | . 
were 
3s by 
thers | 
lling = 
de-in pia 4 sx | 
thers q e nna 
price | o oe 7 ee 
| may ~~ 
f his » tei } 
rhich + ss 
this — oe - 
S "Ne « ~~ 
o be Ly i. cy ? re 
iver- if 4 _ 
ra Tg Fe aia 
| 
nerit | . ier 
= a 
Nass ki, 
t to holt 
ess. | ia é ver ~ } 8s - ; as ) 
tely a ie a” _ ATTIC — 
be- ae tae aa~ PACKAGE ie. 
ake Oh oy ee, a ey a 
a" * Oo “ a 
ider ss sy” 3. sie 
dis- i. te Pa 
: Bee Se Ser y RAY: : Pe 
for ON Te SY ee -" 
j te "a ; ; ot Fr a 2% aa tihed a 5 
lity u ff. f 7 _ A ay o ‘ aes ; 
var wa” a “fas. r oe. 
a a eet: _ adores : — 
y Fase er r p 
on- : a x ve é 
c0- j 2 eae = Ps a Pennie. ee ee ee ee eee es ee eee ee ee es “ae 
ond aes ; . oe “- 
of ie ae 
ork . " fag 
7 7 MARK a - = 
ved ae TRACE — 
: - |;-> 2 
iil- q @ SD ii 
* a nne 7 Pr ig 
as -%, * * ¢ Ps * 
. e 44 po Address _______________. a 
; | OO ee ee “ 2 fy 
tascnh tahiteihein tinea emanieneipigenaiineiaetiain aie aes 
a ; ee vay F yen ' : 1s : , ae 72 ae ; be “ana i? 
: 7 ‘ ‘ ’ . a ‘ : ‘ r ; z 7 ae. ~ ao rag = ana ws -3 vhs a ry 


14 


4 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 10, 1950 


They'll Do It Every Time... . By Jimmy Hatlo 


YEAH“WE'LL HAVE 5 


AND*sHARUMPH! WHILE I’M AWAY:syOu \/ THAT OFFICE OF HIS 
CAN HAVE THAT DECORATOR DO OVER 4 HAS BEEN DONE OVER /}Y THIS CELL POLLED UP 
MY OFFICE*NILE GREEN WALLS*“RED {| MORE TIMES THAN A in WHEN THE ST.LOUIS 
LEATHER CHAIRS:::YELLOW COUCH::+_/\ MOVIE STAR'S PAN Ai] BROWNS WINA 
¥ PENNANT=== 
eee 


SORT OF MODERN*AND+-UH:+WHEN = 
I GET BACK,REMIND ME TO IS HE OFF 
SPRUCE UP THIS OFFICE“IF THE 27 10 FLORIDA OR ~<a MODERN IS 
STAFF CAN WORK DURING J EY EUROPE THIS TIME GooD! THIS 
ALTERATIONS=:» "| OR IS HE JUST PLAIN 7& | BACK ROOM LOOKS 
YES,SIR: ¥1 OFFS WE CAN'T EVEN 5s LIKE IT WAS 
YES, MR. fl TAKE TIME TO HAVE DECORATED BY 
A BREAKDOWN: ' 


CARRIE NATION* 


Nero ROAMS WHILE 
THE STAFF BURNS** 


“THANX TO 
HELEN A.“TINNIN, 
ZZ Zz — Ss +451 ELM COURT, 
—— i) i DENVER II, COLO. 


= COPR. 1950, KING FEATURES SYNDICATE, Inc., WORLD RIGHTS RESERVED. 


eee-: ¢ d wy 
3 Sets § Sa Seergs acco: of 
Was Qay ee | 


: 
SS Yea 


HOW TO MAKE SALES 


oS 


iy FROZEN FOODS N 
33 WES S™ HY L.. N 
Pf thy RN Saw 8 oe : fe 
Piss SOAS BSas es F ff 
ii WSS WSs i oe a 
: wey . Vw: : 3 


eS 
wewssececes Ky et 
SSS 

Se eeeeeces AS g 

sy 


4 


construction, full flooded **Cross-Flow” evapor- 
ator plate liner, precision-engineered motor and 
compressor, stainless steel top trim, eye-catching 
superstructure and seven price panels. Warranted 
for five years against food spoilage or mechanical 
defects. 

Write today for full information on BTC’s 
great line of Frozen Food Display Cases. 


You make more sales when you show your 
customers BTC’s smart-looking Frozen Food 
Display Case. Its full-color pictures—its gleam- 
ing appearance—say ‘‘here’s a cabinet to make 
shoppers stop and buy”... help you boost your 
display case volume and profit. Built to give 
years of dependable service, BTC’s Frozen Food 
Display Case features heavy, all-steel Bonderized 


| Sf FROZEN FOODS Semi [| 


Model DC12-2D 


Specifications: 12 cu. ft. capacity; 

covers 28” x 76” floor space; 62” over-all height; 
110-120 V motor; 1/3 h.p. compressor; includes 3 
dividers and two 3-Dimensional Pictures. 
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American Postal Union: $5.00 per year; 2 years $8.00. All other foreign coun ries. 
$7.00 per year. Single copy price, 20 cents. Ten or more copies, 15 cents -ach. 
50 or more copies, 10 cents each. Please send remittance with order. , 
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Bring It Up to Date 


AYBE the U. S. Department of Labor ought to be re. 
TAME ccusiterd. 


To be fair and realistic to one and all—including workers, 
managers, investors, and consumers—it really should be reorien- 
tated. A U. S. Department of Labor and Management is what 
this country needs now. 


When the Department of Labor was first set up, “labor” 
needed the help of benevolent government guardians. Unor- 
ganized overalls-wearers required plenty of mailed-fist support 
to bargain with entrenched management on a fair and equal 
basis. Vote-conscious politicians created the U. S. Department 
of Labor to equalize this inequality. Purpose of this govern- 
ment bureau was to further the interests of hourly-paid wage- 
earners and nobody else—and at the expense of everybody else. 

Time has passed and times have changed. 

Labor Unions—thanks to the Wagner Act, Roosevelt, John 
L. Lewis, and Communist organizers—have expanded enormously, 
and the situation has changed completely. Management is behind 
the eight-ball nowadays. 

Unions run by dictators like John L. Lewis have become 
above-the-law Monopolies. And people suffer. 

Reorganization and reorientation of our attitudes toward 
Unions are in progress, thank goodness. But have we gone so 


| far in our thinking as to demand that the Cabinet post (and 


its bureaucracy) which deals with labor-management problems 
represent both sides and the public? No, not yet; but we should. 


Such a reorganized Department of Labor-and-Management 
would be charged with the responsibility of developing methods 
of avoiding strife and strikes—which cause such distress and 
financial losses to innocent bystanders. 


A revamped Department of U. S. Labor-Management Rela- 
tions also should be charged with safeguarding the interests of 
consumers. As it is now, frequently both sides are partly right 
and partly wrong, but consumers are caught in the middle and— 
eventually—are kicked by both. This new Cabinet post could 
clarify many of our labor problems, and protect the public-at- 
large. 


The present Department of Labor, as a whole, is com- 
pletely outmoded. It does not meet our present needs, and it 
fosters future discontent. All fair thinkers agree that this 
Cabinet post should be backboned and backed up with responsi- 
bility to become an instrument of service to all citizens. 


The basic interests of labor, management, investors, and 
consumers are the same. A union can be successful only when 
it’s working with a profitable business over “the long pul.’ 
When labor and management share responsibilities with inves- 
tors and consumers they also share the rewards and blessiligs 
of Free Enterprise progress. 


An unrealistically supercharged political atmosphere in wh ch 
business blames labor, labor blames management, and consum °rs 
blame investors, injures the industrial health of our nation. No 
matter who is right or who is wrong, or whether both or all 
four are partly right and partly wrong, the fact remains t\at 
bickering strife weakens the whole nation. 


And that we can’t afford, with Communist Russia kibitz ng 
over our shoulders. 

Here’s what we're trying to say: 

“Labor” no longer needs protection and political favcrs. 


Rather, Union Bosses ought to be curbed. Consumers, savers; 
and managers are exploited by politicians currently. 


Maybe what America needs is a new Department of Con- 
sumers to redress the balance. 
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ASRE Disavows 


Affiliation with 


N. J. Contractors Group Following 
Action To Push Licensing Bill 


N!: W YORK CITY—The American 
soci: ty of Refrigerating Engineers 
nati: 1al office here has issued a state- 
men’ disavowing affiliation with the 
Refr zeration Contractors Association 
of Nw Jersey or the sponsorship of 
a pr posed New Jersey state law pro- 
yidir x for the licensing of refrigera- 
tion -ontractors. 

Tl - bill providing for the licensing 
of r frigeration contractors was re- 
cent vy introduced into the New Jersey 


Stat’ legislature having the support 
of t! e Refrigeration Contractors As- 
sociation of New Jersey. This organi- 
zatic 1 distributed a mimeographed 
copy of the bill (No. 290) accom- 
pan} ng same with a statement that 
included two erroneous statements as 


follo\vs: 

“The Refrigeration Contractors of 
the state of New Jersey, which has 
a membership throughout the state, 
is affiliated with the American 
Society of Refrigerating Engineers, a 
national organization,’ and the last 
sentence of this paragraph reads: 

“The National organization has 
also under consideration in many 
other states similar legislation.” 

John G. Bergdoll, Jr., president of 
the American Society of Refrigerat- 
ing Engineers, has authorized the 
following statement to be made con- 
cerning the relationship of ASRE 
with the Refrigeration Contractors 
Association of New Jersey and the 
interest of the society in the proposed 
legislation. 

“Both of these sentences are de- 
finitely misstatements of facts, inas- 
much as ASRE is not affiliated with 
any other organization and does not 
engage in activities pertaining to the 
passage or enforcement of legislation 
of any kind.” 


The misstatement of facts was 
called to the attention of the officials 
of the Contractors Association with 
the request that the statements be 
corrected, and a letter has been re- 
ceived at ASRE headquarters from 
W. P. Gilbert, chairman of legislative 
committee, Refrigeration Contractors 
Association of N. J., apologizing for 
the error and explaining that steps 
were being taken to correct the er- 
roneous impression given in the 
original statement accompanying the 
bill. 

It is understood that a _ revised 
statement explaining the error has 
been issued by the New Jersey asso- 
ciation. 

The officers of ASRE state that 
the society maintains a neutral atti- 
tude on the merits of the proposed 
legislation. 


Haines To Speak Before 
Michigan ASHVE April 17 


DETROIT—John E. Haines, vice 
president of Minneapolis-Honeywell 
Regulator Co., will discuss “Solar 
Radiation” before the Michigan chap- 
ter of the American Society of Heat- 
ing & Ventilating Engineers at 8 p.m. 
Monday, April 17, at the Rackham 
Educational Memorial here. Dinner 
begins at 6:30. 


Cooling Set for Memphis Bldg. 


MEMPHIS, Tenn.—Construction of 
a two-story, air conditioned building 
at 400 Union to house the Murdock 
Acceptance Corp. is being arranged 
by Apex Realty Co. 


Refrigeration and 


Air Conditioning 


Directory 


1950 


This 


try. 


3 Postpaid 
In U.S.A. 
Only 


DIRECTORY NO. D-16—Lists 
eoch refrigeration and air 
conditioning product, fol- 
lowed by the names of all 
th: companies who are 
moking it, together with 
ir location. In a separate 
tion, companies, execu- 

Personnel, full ad- 
ses, summary of prod- 

and company phone 
nbers are given. The 
ectory is book-size, 6” x 
4, durable, paper- 
nd, and flexible for 
y use. Order your copy 
. Price $1.00. 


37 a# omwostec ans e* = 


8 ness News Publishing -Co. 
4 W. Fort St., Detroit 26, Mich. 


The Standard ‘’Buyer’s Guide’’ 
In the Refrigeration and 

Air Conditioning 

Industry 


Conditioning Directory is the stand- 
ard ‘‘Buyer’s Guide” for the indus- 
It is not a new idea. 
well-established, 
used throughout the industry and all 
over the world. 


Published by the editors of Air 
Conditioning & Refrigeration News 
since 1929, the Directory is based 
upon complete new data from all the 
manufacturers and wholesalers who 
supply the industry, and backed by 
more than 20 years experience in 
correlating, organizing, and sifting 
the information to make it most help- 
ful to you. 


ORDER TODAY! 


P ase send copy of 1950 Refrigeration and Air Conditioning Directory. Enclosed is $1.00. 


Edition D-16 


new Refrigeration and Air 


It is a 
authentic volume 


4-10-50 


Nemes Is Asst. Sales Mgr. 
In Fedders-Quigan Div. 


BUFFALO — Appointment of Ted 
Nemes as assistant sales manager, 
Unit Air Conditioner Div., Fedders- 
Quigan Corp., has 
been announced 
by Frank A. 
Mitchell, sales 
manager. 

Prior to his 
new appointment, 
Nemes was south- 
eastern regional 
manager for the 
division. 

In his new posi- 
tion, Nemes will 
direct the merchandising activities of 
the Unit Air Conditioning Div. In 
addition, he will assist Fedders dis- 
tributors in the promotion of the di- 
vision’s line of room air conditioners. 


Ted Nemes 


Grocers Merchandising 
Show Set for Cincinnati 


CINCINNATI — Advance Refrig- 
eration Co., Modernized Equipment 
Co., and National Refrigeration Co. 
will be among the exhibitors at a 
food dealers meat and produce mer- 
chandising show in Music Hall on 
April 18-19. 

More than 3,000 retail food dealers 
and their employes in the Greater 
Cincinnati area are expected to at- 
tend to witness demonstrations of 
meat cutting and packaging and pro- 
duce pre-packaging, with the dis- 
plays being open to the public on the 
second afternoon. 


1950 Manual Explains 
How Appliance Dealers 
Run Meter Compaigns 


CHICAGO—International Register 
Co., manufacturer of the Meter- 
Matic line of coin meters, announces 
that the 1950 edition of the ‘Meter- 
Matic Sales Plan Manual” is now 
available. 


The new edition contains 24 pages 
of information concerning use of the 
meter plan to stimulate sales of re- 
frigerators, television, and other ap- 
pliances. The manual is illustrated 
throughout with photos and cartoons. 


A special feature is the section 
which carries the reader through ° 
a meter campaign from start to 
finish. Various techniques are dis- 
cussed, along with advantages and 
disadvantages. 

The manual tells how to operate a 
meter campaign when using the 
model M30 Bank-Meter, which has 
a special coin bank that the customer 
removes once a month and brings | 
to the store to make her payment. 

Other features of the comprehen- 
sive booklet are a special section for 
selling TV; sample newspaper ad- 
vertisement and window display lay- 
outs; a discussion of the merits of 
other various payment plans as com- 
pared to the Meter-Matic sales plan; 
and samples of supplementary agree- 
ments to be used when selling items 
other than refrigerators. 

A free copy of the booklet may be 
obtained by writing to International 
Register Co., 2626 W. Washington 
Blvd., Chicago 12, and asking for 
Form M20-—‘‘Meter-Matic Sales 


OWENS-CORNING 


FIBERGLAS 


THE UNIVERSAL 
APPLIANCE INSULATION 


Makes easier sales 


for bigger profits! 
Owens-Corning Fiberglas a 
Dept. 107-D-10, Toledol 


Plan.” 


COMFORT 
COOLER 


a 


No ducts required 
360° circulation 
Built-in pump Model 100 C.C. 
“er 20,750 BTU. hr. at 
Ripple Green 40° Ref. Temp. 
or White Write For Catalog 


MERCHANT & EVANS CO. 
PHILADELPHIA 46, PA. 


Ste 


Just unscrew the metal cap, turn the 
handy knob to the exact operating pres- 
sure your system needs — then install 
the new A-P Model 204C. That's all! 
There's no waiting for the system to set- 
tle down; no gauges to use. The Model 
204C adjusts its capacity to balance the 
machine capacity automatically. How’s 
that for simplicity and time-saving? 


The new A-P Model 204C is the only 
automatic expansion valve with the quick- 
adjusting, easy-to-read scale on the ad- 
justing knob! 


In addition, you can remove the large 
Strainer for cleaning any time, without 


Or fp} DEPENDABLE 

_“ MODEL 204¢_ 

AUTOMATIC EXPANSION 
VALVE ¥ 


“UV! OP 490k 


“ADJUST IT To 
REQUIRED. PRESSURE 
BEFORE 
INSTALLATION | 


‘Quickes¥Gnd Baie . 


“alee tc? 


cay 
" 


“otal 


disconnecting either liquid or suction 
lines. That’s another A-P exclusive. 
These two advantages, plus its extreme- 
ly small and compact size, its full ad- 
justment range, 15" to 45 Ibs., and its 
precision-engineered friction-free opera- 
tion, make the A-P Model 204C your 
best valve for all small systems. Nomi- 
nal capacity is 2 ton Freon, 34 ton 
Freon 22 or Sulphur, 7% ton Methyl. 
Prove the new A-P Model 204C Au- 
tomatic Expansion Valve on all your 
systems — to your own profit — for 
faster installation and more DEPEND- 
ABLE refrigerant control. See it at your 
jobber, or write for bulletin E102. 


New A-P Model 204C Auto- 
matic Expansion Valve. Rec- 
ommended for Uomestic Re- 
frigerators, Water Coolers, 
Drink Dispensers, Freezers, 
and similar units. 


AUTOMATIC-PRODUCTS 
compANY 


2450 North Thirty-Second Street 
Milwaukee 10, Wisconsin 
Export Department, 13 E. 40th St., New York 16, N.Y, 
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Self-Contained Machine 


Prepares Ice Cream Mix 
For Small Manufacturer 


NEW YORK CITY—A new, com- 
pact, self-contained unit which en- 
ables the small manufacturer to make 
his own ice cream mix, has been in- 
troduced to the ice cream industry 
by the Lloyd Associates, 15 William 
St. here. 

Made in 10 and 20-gal. models, the 
new unit, which is marketed under 
the Forall trade name, agitates, 
emulsifies, pasteurizes, and cools, in 
one vessel and in one series of auto- 
matic operations. 

It enables the ice cream manufac- 
turer to reduce the cost of his ice 
cream mix substantially, assures him 
of absolute control of quality, and 
removes the uncertainty of supply 
which many small makers have found 
hazardous to their successful opera- 
tion, according to Lloyd Associates. 

When ingredients are placed in the 
Forall unit and the switch is thrown, 
the contents are agitated and emulsi- 
fied thoroughly and swiftly. Fatty 
streaks, lumps, and grittiness are 
entirely eliminated. Air may or may 
not be incorporated at the will of 
the processor. 

Stabilizers and thickeners are ac- 
curately dispensed and a_ smooth 
cream and an entirely homogenous 
mix is the result. Simultaneously, 
while the mixing and emulsification 
process is going on, the content is 
brought to 170° F. and maintained 


there for the proper pasteurizing 
period. 
When the refrigerant valve is 


opened the heated mix is reduced 
in temperature to 45° F. within a 
short period to time. This quick 
cooling saves time, reduces danger 
of contamination, and vastly lessens 
the labor and cost of transferring 
the batch of mix from one piece of 
equipment to another, the company 
explained. 

The Forall unit is fully enclosed 
in white porcelainized metal, but all 
working parts are readily accessible. 


The one piece stainless steel interior 
mixing container is easily cleaned 
and sterilized. 

The agitator-emulsifier is of new 
design, built of monel metal and 
stainless steel and operates with a 
4-hp. motor. All electric controls are 
mounted on the front panel with an 


electric warning light indicating 
when the pasteurizing heaters are 
operating. 


The dimensions of the 20-gal. model 
are 56 in. high, 27% in. wide, and 
30 in. deep. 


Service Shop Trucks Help 
Mingledorff’s Handle 
Work In Enlarged Area 


SAVANNAH, Ga. — Mingledorff’s, 
Inc., local air conditioning firm, has 
acquired additional franchise terri- 
tory and is opening branches in 
Brunswick, Albany, and Tallahassee 
as part of an expansion program. 

The new branches are in addition 
to a branch at Augusta, Ga., which 
has been in operation since 1945. 

President W. Lee Mingledorff said 
the company also has_ associate 
dealers in Moultrie, Valdosta, 
Thomasville, Tifton, and other towns. 

“In order to properly service air 
conditioning equipment in smaller 
communities and branches, a com- 
plete service shop has been installed 
in special trucks,” Mingledorff con- 
tinued. “These trucks will be located 
along with trained servicemen at the 
branches and will maintain’ the 
equipment both in the city in which 
the branch is located and also in the 
surrounding territory. 

“Our policy has been that air con- 
ditioning equipment is no better than 
the way it is installed and serviced. 
In the smaller communities this has 
been impossible until the develop- 
ment of the branch and the rolling 
shop.” 


McQuay’s Washington 
Area Managed by Stover 


MINNEAPOLIS — McQuay, Inc., 
manufacturer of low side commer- 
cial refrigeration products, has an- 
nounced the ap- 
pointment of Ran- 
dall S. Stover as 
district factory 
representative. 

Stover will han- 
dle the company’s 
complete line of 
refrigeration prod- 
ucts in the Wash- 
: ington, D. C., area. 

, In addition, he will 
R.S. Stover also represent the 
American Automatic Ice Machine 
Co., a subsidiary of McQuay. 

Stove’s headquarters are at Suite 
201, 1025 Vermont Ave. N. W., Wash- 
ington, D. C. 


Brighton, Mich. Gets New Store 


BRIGHTON, Mich.—A new radio, 
television, and appliance shop has 
been opened here in the Grand 
Theater Bldg. by Arthur Lindner of 
Crooked Lake. 


TO ALL NEWS READERS: 


The same practical ideas you’re reading about right now, the same up-to- 
the-minute information you’re looking over, the same satisfaction you feel 
from having the NEws is worthwhile for your salesman or serviceman too, 
isn’t it? Even if he reads your copy of the NEWS, he likely hurries through 
it and the chances are he misses a lot or probably forgets tips that could 


be highly profitable, isn’t that right? 


Enter a subscription for his own personal use today, to be sent directly 
to his home. Then, in leisure and quiet, he can concentrate on the wealth 
of material and stimulating stories that appear each week, absorbing them 
for actual application in his job. He’ll appreciate your thoughtfulness, and 
it always helps to make a closer friend. Besides this, in the long run he’ll 
become better in his work and more valuable to himself and to you. 


Fill in the coupon below, attach your $5.00 check, and mail the order now, 
while you're thinking about it. An acknowledgment will be sent to you 
and a card to the subscriber telling him that he is receiving the News 


with your compliments. 


To: AIR CONDITIONING & REFRIGERATION NEWS 


450 W. Fort Street, Detroit 26, Mich. 


Please enter a subscription to the NEws for: 
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Refrigerated Stainless Steel Wall Case Provides Bakery 
With Sufficient Storage Space for Whipped Cream Items 


NORMANDY, Mo.—Installation of 
a stainless steel refrigerated case, 
which resembles a standard wallcase, 
has resulted in a profitable volume 
of whipped cream specialties for 
Albert Schweiss, head of Schweiss’ 
Normandy Bake Shop on Natural 
Bridge Ave. here. 

When he recently built his new 
bakery, Schweiss considered installa- 
tion of an all-white countercase for 
whipped cream specialties, such as 
whipped cream cakes, pies, cream 
puffs, charlotte russe, napoleons, and 
other deluxe baked goods. Most 
bakers, however, he learned through 
a survey, were constantly bothered 
by an insufficient amount of refrig- 
erated display space, with the result 
that the cases were sold out far 
more rapidly than new baked goods 
could be turned out to restock them. 

“With the small countercase, it 


usually was impossible to keep 
enough whipped cream specialties on 
hand to satisfy the trade, without 
costly spoilage,’ Schweiss added. 


The ultimate solution in his own 
case was installation of a stainless 
steel wallcase, which will accommo- 
date no less than 18 trays of whipped 
cream specialties, in compact tiers, 
nine to a side. Equipped with two 
sliding glass doors at the front, the 
big case is fluorescently lighted, and 
high enough that it is readily seen 
by every entering customer. The 18 
trays may be readily inserted or re- 
moved on sliding supports at either 
side, which are inturn, adjustable so 
that the trays may be spaced to 
accommodate large whipped cream 
cakes, or trays of smaller items such 
as cream puffs, with equal ease. 

Thus, prominently displayed, and 
with 2% times the normal capacity 


for a retail bakery, whipped cr:am 
specialties have grown sharply in the 
Missouri bake shop. With adegq) ate 
storage space enhanced by the us. of 
a large low-temperature proof ox 
at the rear, Schweiss has been + bje 
to keep a full-size inventory of the 
expensive specialties on hand, an ple 
to meet even “rush conditions” w: ich 
crop up without warning. 

A closely controlled tempera: ire 
of 28° to 35°, depending upon the 
amount of traffic in the store js 
maintained by a 4-hp. conden: ing 
unit, located in the bake shop at ‘he 
rear. Two thermostats, one at -he 
top, and another at the bottom of 
the case, insure equal distributio: of 
the refrigerating effect, and h ive 
completely removed the _ spoil ge 
factor from whipped cream proc ict 
merchandising for the Miss: irj 
baker. 


Eakes Heads Buensod-Stacey 
Branch In Greensboro, N. :C. 


NEW YORK CITY—A. C. Buen- 
sod, president of Buensod-Stacey, 
Inc., engineering contractor special- 
izing in the installation of air condi- 
tioning, heating, and _ ventilating, 
announces the opening of a branch 
office in the Dixie building, room 418, 
Greensboro, N. C. 

M. L. Eakes, formerly of the 
Charlotte office, will be in charge of 
the newly opened Greensboro branch 
office. 


o— 


Bush Catalog Has Induced Draft Cooling Tower Section 


HARTFORD, Conn.—The new 1950 
Bush Mfg. Co. Commercial Refrig- 
eration Catalog, illustrating and de- 
scribing the entire Bush line, is now 
available, according to an announce- 
ment by the firm. 

Bigger than ever before, the 1950 
Bush catalog contains a section on 
the new induced draft cooling tower, 
plus more complete coverage on the 
company’s line of evaporative con- 
densers. 


The section on engineering data 


has been expanded, and the layou: of 
the catalog has been revised to 
facilitate quick reference: for al] 
units the operating data is now on 
the same spread with the unit de- 
scription and specifications, the com- 
pany points out. 

For servicemen and contractors 
alike this new Bush catalog con- 
tains all necessary information on 
the installation, operation, and sery- 
icing of the line of Bush heat trans- 
fer products. 
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YES, GENERAL ELECTRIC DEALS YOU IN 
ON THE NEW HERMETICS BUSINESS! 


Now you can sell both open and her- 
metically sealed condensing units. 
Now you can replace sealed units in 
the field with reliable, long-lasting G-E 
hermetics. Now, too, you can obtain 
G-E hermetics for installation in new 
refrigerated cabinets. There’s money 
for you in the hermetics field. 


GET YOUR FULL SHARE! 


SERVICE ENGINEERS! DEALERS! 


AVAILABLE AT 


7S 


G-E parts | 
depots 


ALL OVER 
THE U. S. 
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Bottled Drink Bottleneck 


Cafe Sets Dry Beverage Coolers In Wall To Reduce 
Unnecessary Traffic Through Busy Doorway 


NCRSA To Make Cost 
Survey of Commercial 
Dealers Annual Project 


Help Distributors Meet Higher Overhead 


l cream P 
Te) Le . us PHILADELPHIA._A detailea in. StUdy Stresses Greater Use of Materials Handlers 
Rievats I penal cry ge a part of the wall, with 6 sliding doors vestigation of the operating expenses 
nt fas mee croleriataltion for soft Gn either ie. one st ehind the cred Cmmerdarecig, NEW YORK CITY-—The guide to demand with resulting improve 
0f > ox dri . de a an wean “4 wail ik ie ‘aie & eration equipment during 1949 is increased efficiency in materials han- turnover at lower cost. 
en «ble tin pi “4 dm entiuen 0s 3 : Ses dotienia i. eccained tu: ‘tities being made by the National Com- dling and better inventory control Examples of savings resulting 
Of the amie Cafe, $225,000 foed service in- soft drinks, and will accommodate mercial Refrigerator Sales Assn. methods, compiled in detailed reports from the use of modern materials 
—— tii ition here, which combines din- 20 cases, while the other two accom- This will be an annual survey to nd studies of the warehousing com- handling methods reveal that: 
W! ich Y ee. and separate cocktail modate some 45 cases of bottled and Provide members with a means of mittee of the National Association of Loading and unloading of. freight 
= ge with dancing. canned beer. Thus. waitresses with C°™paring their costs with others Electrical Distributors, has enabled cars reduced handling time per car 
era: ire _ ll liquor service for two dining orders for beer or soft drinks merely and to determine where curtailments ™any member companies to success- from 24 man hours to less than 
pon the roc ns and the Casino Room cocktail step to the wall, slide back the door, ght be in order. The survey is fully meet the challenge of today’s five man hours in most instances and, 
tore js lou.ge is provided by a single 8-ft. pick out the desired brands open in place of one conducted for 1945 high costs of operation, according to under very favorable conditions, to 
dens ing service bar located at the rear of them with a convenient wall-type 2nd 1947 by the association through the aanecitien. one and one half. 
) at he the building, and operated by two opener, and return to the patron’s Dun & Bradstreet. a Seas pene ae One electric fork truck, by utiliz- 
at the bartenders. With actually larger table, without bothering the bar- The association also announced control of inventory are functions of ing overhead storage space, was able 
tom of amounts of bottled beer and soft tenders. Similarly, bartenders on the ‘that a report covering four different distribution in which cost-cutting op- to cancel plans for obtaining 10,000 
tio of driiks being sold in the main din- other side of the wall may slide open ™ethods of compensation for sales- portunities have been found. _ more feet of space and, in addition, 
1 have ing room, however, it was deemed corresponding doors to reach the ™en being used by members has just A. J. Parsons, General Electric cut boxcar loading time approxi- 
poi! ge re essary. to provide < teas ter entae Ghneke. been released. This gives details of Supply Corp., Bridgeport, Conn., and mately 40%. 
Aeibie wa tresses serving the dining rooms As a result, it is no longer neces- COMpensation plans of individual pci 09 — ns ae of The warehousing committee’s pro- 
lisse iri to obtain bottled drinks without sary for waitresses to bear trays of CO™Mpanies based on commission; that the gers ae nali* f . r gram will be given new impetus at 
passing through the doorway con- bottles through the swinging doors Salary and commission or bonus; bos . ag = sie cee Shon > Pict N.A.E.D.’s forthcoming annual con- 
necting the service bar room with connecting. straight salary; and profit sharing. Se. me "wok eae <8 yoord se Y vention scheduled for the Convention 
: the dining room, or bothering the _ The following firms have recently 0. New York City, has paid Givi’ Hall at Atlantic City, N. J., the 
Ctlon sartendera. joined the association: Lancaster dends as indicated by a survey Of week of June 12. In addition to 
The’ solution proved to be build- Home Furnishings Supermarket Equipment _Co., Birmingham, Ala.; elsomgagest "a many of whom Parson’s report, members and guests 
ing a “refrigerated wall’—in the Dade Refrigerating Co., Inc., and have improved their warehousing wij) be able to study the latest types 
yout of form of three 6-ft. dry-type bottle Will Handle Appliances Hill-York Corp., Miami, Fla.; Baker- building layout and equipment. of materials handling equipment in 
sed to beverage coolers joined together to Ward, Inc., South Bend, Ind.; Ss. W. Examples of decreased warehouse a special exhibit area immediately 
= form half of the wall which separates © ALBANY, N. Y.—DavidG. Kadesh, Davis, Jr., Inc., Greensboro, N. C.; labor expense rates in specific loca- adjacent to the Manufacturers Con- 
a the back of the service bar from the former manager of the Union-Fern 2nd The Koch Butchers Supply Co., tions where physical improvements ference Booth Center. 
oo main dining room, and a 12-stool home furnishings stores in Albany, Mo. (Associate North Kansas City, have been made show the number of 
iain service food on the opposite side. has formed a new corporation and ™ember). pen pres seeing a 100,000 ¢ tor Atlecte O h 
: Instead of the usual 45 degree plans to open a home furnishings ‘ en dain ae vr ge inl arrier anta ranc 
ghee slanted face, with sliding doors, gen- “supermarket” at 314-316 Central Gaytime Shops Remodeled a, : oak @ A ory tg pow 
. erally found in beverage coolers, the Ave. jolly pgp de vale gg callin lags ATLANTA — The Carrier Atlanta 
= = 18-ft. cabinet has a wedge or tri- The corporation, Sterling Furni- RICHMOND, Va.—Gevtime Shops, {7™ 18.8 to 18.1. On the same 10- Corp. has announced the opening of 
Pvt angular shaped upper section, with ture Mart Inc., is authorized to issue Inc., has reopened its remodeled, com- ©" ca hacen ‘ee salary operat- a branch office at 334 Walnut St., 
trans. smaller sliding doors on both sides. 200 shares of stock. It will also pletely air conditioned store at 109 Pigg Phase Bg cee Perse ss ee 


This was incorporated as an actual 


handle appliances. 


E. Broad St. 


iD a 


YOURS TO SELL 


T!:e G-E condensing 
unt line—at G-E 
P. ts Depots NOW 


sealed condensing 
un 's and replacement 


More Refrigeration per 
Electrical Dollar— because 
Less waste piston effort through high 
volumetric efficiency. 

Low clearance volume— E 

Thin valve plate—, F 

Low friction, large area valve ports— G 


Long, Dependable Operation— because 
Pressure-regulated forced feed lubrication. 

Sure constant oil supply to all 

moving parts— 


G-E motor has Formex wire——insulation is 
impervious to oil and refrigerant—B 
Factory-tested for leaks with 
super-sensitive instruments. 


Runs Quietly and Smoothly— because 
Counterbalanced crankshaft— C 

Discharge gas muffler cuts noise level — D 
Complete Range of Models 


G-E hermetics are designed to fit 
the requirements of most 
refrigerated cabinets. 


went from 7.74 to 7.04, from 10.10 
to 6.63, and 10.90 to 7.69. 


LAYOUT AFFECTS EFFICIENCY 


The extensive increase in ware- 
house labor costs during the past 10 
years is cited by Parsons as one 
basic reason for the necessity of 
better building structures which 
allow for more efficient operation 


_ with more consideration being given 


to the streamlining of warehouse lay- 
out and the use of modern materials 


handling equipment wherever it can 


be justified. 

Between July 1, 1939, and July 1, 
1949, in a typical case, average ware- 
house salaries, excluding repair and 
servicing men and truckmen, have 
increased by 90% in basic salary 
levels, exclusive of overtime earnings. 


Similarly rents, taxes, and other cost | 


factors have gone up greatly in the 
same period. 

“To offset this extremely difficult 
situation and to avoid reaching that 
irreducible minimum at which the 
electrical distributor cannot remain 
in business at a profit under existing 
gross margin rates, the N.A.E.D. 
warehousing program is resulting in 
greatly improved service, a main 
support of selling and synonymous 
with the improved techniques spelled 
out for member companies in a pub- 
lished ‘Manual of Experience’ 


the association said. 
of the problem has received special 
attention.” 


The committee’s contribution of 
detailed data deals with all classifica- 
tions of materials handling equip- 
ment—conveyors, trucks, cranes and 
hoists, packaging equipment, and 
shelving equipment. Special attention 
is given to the use of pallets. 


SCALE DRAWINGS SHOW HOW 


A number of practical recom- 
mendations are made regarding the 
utilization of warehouse _— space 
through the proper use of bins, racks, 
steel shelving, tables, etc., and the 
committee has also offered a sug- 
gested assembly and packing room 
layout. Each is illustrated in scale 
drawings published in the “Manual 
of Experience.” 


and © 
supplementary committee reports,” | 
“Every phase | 


— SCHAEFER BRUSHES 
— ARE BETTER BRUSHES 


No. 144-244 
S. S. Wire Tube 


Copper Pipe V 
Cleaning Brushes 


Cleaning Brush 


No. 100—Tin 


Copper Tube Fitting 
Handle Acid Brushes 


Brush 


an 


No. 816—Tinners 
Wire Brush 


No. 101 T. W.— 
Acid or Dope Brush 


eg 


No. 694—Radiator 
Bronzing Brushes 


No. 102 Condenser 
Tube Brush 


. Be Me a? ee me ee Alia iar 
Your dealer or wholesaler can supply you 
with any of these “on-the-job-tested”’ 
brushes. Schaefer Brushes will save you 
money because they do a better clean- 


SEND US YOUR CLEANING PROBLEM 


from. time te time, & par- 


ticular job of cleaning for which no brush 


is suitable. When these problems arise 
it to Schaefer to be solved. — 


Pc No foaming or agitation— | 2 shapes, square and rectangular, 8 se ‘eilinield » , . , ; ; <a e 
, . Suction gas cooling for long motor life— with or without receiver. pecial attention has aiso been | 
® ° open units, “ 4 horsepower sizes— accorded the subject of modern meth- SCHAEFER BRUSH MFG. co. 
“4 > 10HP Ve, Var Va. Yo ods of inventory control as a primary 117 W. Walker St., Milwaukee 4, Wis. 
@r means of gearing procurement to 
© acement parts 
en replacement MORE | 
co >oressor bodies Fee re e e e oP oe Peewee 2S Bee ae 
: 4 * 
sy wrormation \! mail this coupon today! — Announcing 1950 Medels 
's ; 
© Co aressor bodies } Eee on G-E General Electric Company, Section AC4, Air , 
wit’ flywheels and eaaane AnD Conditioning Department, Bloomfield, N. J. ROYAL DRY BEVERAGE COOLERS 


ser ce valves 
fro VY, to 10 HP 


OPEN UNITS 


a 


Please send me your new specification sheet on 
the G-E sealed condensing unit, plus your condens- 
ing unit and replacement parts catalogs. 

lam a service engineer [] dealer [] 


manufacturer [] contractor [] 


incorporating these outstanding features: 


%& All welded steel construction 

%& Entirely undercoated with “Fendix" 
% Hard rubber disappearing doors 
%e 10” dependable blower fan 


% Stainless Steel & Aluminum interiors 
%& Dulux Enameled steel bodies 

% 3” Fibreglas insulation throughout 
%& Top bottles cool first 


1U F A CTU R E R $ ! When you buy sealed and open units, 


NAME........ eesbene 
deal < ectly with your local General Electric Parts Depot. Investi- 6 and 8° lengths in remote and self-contained models 
gate + w the services your local G-E Parts Depot has to offer you. Company Wri St. Louis Sh 
G-E » tionwide Parts Depots make it possible for you to do business ADDRESS at | rite or wire ROYAL COOLER COMPANY us owroom 
Nar. ‘ional scale, regardless of your size. And your distributors and sua _ Phone: CEntral 6821 2326 Locust St. 
©: no longer have to tie up funds in costly inventories. CITY... ZONE........ STATE........ 
~ “i oe . f » 
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Getting Salesmen To Sell Your Features 


Hotpoint’s ‘Sell the Seller’ Campaign Endeavors To Show 
Retailer How To Present Product Values to Consumer 


NEW YORK CITY—How Hotpoint 
has set out to develop a skilled sales 
force under its sales-management 
theme of “Sell the Seller’ was de- 
scribed by Edward R. Taylor, sales 
manager of the company, in an ad- 
dress before the recent marketing 
conference of the American Manage- 
ment Association. 

Sales management, Taylor told the 
conference held in Hotel Statler here, 
is the answer to the much-discussed 
question: ‘“What’s the matter with 
American salesmanship ?” 

“The great army of salesmen that 
exists today can be likened to the 
U. S. defense forces at around the 
time of the Pearl Harbor attack,” 
he said. “The country was shocked 
to find that we had a vast army of 
raw recruits who didn’t know a 


‘Squads Right’ from a ‘Shoulder 
Arms’ and it looked like a sad state 
of affairs. 


“We could very easily have adopted 
a defeatist attitude and said ‘What's 
the use’ and given up. But instead 
the country took off one of the 
greatest conditioning and training 
programs in all history, and, of 
course, you know the results. 

“To my mind, we face a similar 
situation today on the nation’s sell- 
ing front. We have a vast army of 
would-be retail salesmen—men who 
can and must be trained on how to 
sell, who must be conditioned on how 
to combat competition. 


“They’re willing to be trained, for 
the most part, but this training can- 
not successfully be accomplished by 
criticism, by ridicule, by censure; it 
can only come through good general- 
ship, leadership, and sales manage- 
ment. 

“Frankly, I get the cold chills 
when I think of the millions of 
dollars American business spends on 
advertising, sales promotion, and 
product exploitation which pre-con- 
ditions prospects in favor of our 
products and, in fact, encourages 
them to come into our dealers’ stores 
only to have some retail salesman 
sell them one of our competitive 
products instead. 

“Now the question is, why does the 
salesman direct the prospect to some 
other product? The answer invariably 
is that he knows more about the EFG 
refrigerator than the XYZ model. 

“Maybe he owns one_ himself; 
maybe he’s sold more EFG’s and 
feels he has better luck selling this 
model. Perhaps his commission is 
higher on the one than the other. 
But how do we get him to sell our 
product instead of a _ competitive 
make ? 

“Some companies try it by “spiffs’’ 
or extra sales bonuses, but this type 
of sales incentive should be avoided. 
First, although this practice has 
never been brought into the courts, 
it smacks of being illegal. Second, 
this is only a temporary solution. 


Some competitor may come along 
and offer a larger ‘“spiff’’ and the 
salesman drops your product like a 
hot potato. 

“We believe that there is only 
one way the job can be done pro- 
perly, effectively, and lastingly. That 
is to ‘Sell the Seller,’ and that’s 
where sales management comes in. 


“Salesmen are only human beings 
and they, like all of us, take the 
course of least resistance. They’ll 
push the product that sells the 
easiest, that they know most about, 
even though that product may not 
approach the value some other make 
offers. 

“Our company, like most success- 
ful, large organizations, invests size- 
able sums in product research to find 
out what features consumers want 
most in a given appliance. Our engi- 
neering and manufacturing expense 
runs well up into the millions of 
dollars putting these features into 
the finished products, but time after 
time, these carefully researched and 
engineered features are overlooked 
by the salesman. 

“I'm going to tell you an experi- 
ence I had several months ago when 
I was out calling on dealers and 
salesmen to get some material for 
our present program. 

“In some of our refrigerator 
models, we have a ‘Butter Bin’ which 
is built into the door of the refrig- 
erator. . 


. . It has a rheostat adjust- 
— 


Burnouts 


@ Reduce Repairs and Maintenance 
@ Minimize Costly Service Calls 
@ Build and Maintain Customer Satisfaction 


Hermetic manufacturers and users 
are today finding the many advantages 
obtained when Klixon Dome-Mounted 
Protectors are incorporated in_her- 
metically sealed compressors. Their 
experience proves that units equipped 
with Klixon Protectors do not have 
motor burnouts... give trouble-free 
operation year after year. — 

Built in by the hermetic manufac- 
turer, which assures a properly rated 
protector to the motor, a Klixon Pro- 
tector takes into account the variables 
that cause a motor to 
overheat and burn 
out. Should the motor 
become dangerously 


2404 FOREST STREET, 


@ Provide Protection Against Motor 


hot, it snaps the power “off” auto- 
matically. Then when it has cooled 
sufficiently, it snaps the power “on” 
again permitting the unit to maintain 


refrigeration. 


As a hermetic manufacturer, it will 
install Klixon Dome- 
Mounted Protectors on all units to as- 
sure positive motor overheat protec- 
tion. Asa hermetic user for installation 
into your cabinets, use and insist on her- 
metic units with built in Klixon Pro- 
tectors. They will 
reduce service calls, 
repairs and replace- 
ments ... build cus- 
tomer good will. 


pay you to 


SPENCER THERMOSTAT 
Division of Metals and Controls Corp. 


ATTLEBORO, MASSACHUSETTS 


KLIXON MOTOR 
STARTING RELAYS 


These dependable re- 
lays complete the 
combination for start- 
ing and protecting 
the motor. Their pos- 
itive action and long 
life eliminate starting 


troubles. 


ment for selecting the temperature 
required to keep the butter at the 
desired spreading consistency. 

“More than $100,000 was spent on 
dies and tools for this feature alone. 
To put it in each box represents 
additional expense, but product re- 
search proved that this was a good 
feature and could influence the pros- 
pect in favor of our product. 


“Imagine my consternation, then, | 


to be eavesdropping on a salesman 
talking to a prospect and hear him 
answer the prospect’s question about 
the Butter Bin by saying, ‘Oh that— 
why that’s just a place to put the 
butter where it’s not in the way of 
other articles in the refrigerator.’.. .”’ 


SALES ORGANIZATION 


Taylor then explained “how we at 
Hotpoint are meeting this challenge.” 
Referring to a chart, he first outlined 
the company’s sales organization set- 
up. 

“First, of course, is the factory's 
Marketing Division, which consists of 
all the various departments such as 
product planning, market research, 
sales management, merchandising, 
etc., and which, largely speaking, 
generates and produces the tools with 
which to sell,’ he said. 

“The country is divided into 11 
strategically-located districts, which 
are further broken down into 25 
zones. These district and zone people 
are Hotpoint sales managers, so to 
speak, of their respective territories. 
It is their job to work with our 100 
distributors and the 500 distributor 
wholesale salesmen in all of the 
phases of selling—whether it be prod- 
uct introduction, co-op advertising, 
dealer franchising, competitive spell- 
downs, salesmen recruiting, and so 
on. 

“All of these forces are concen- 


| trated on our 13,500 dealers and ap- 


proximately 35,000 retail salesmen.” 
Turning to the program itself, 
Taylor pointed out that Hotpoint 
tackles the problem two ways: 
“First: To train and teach our 
salesmen the fundamentals of sell- 


ing. 
TRAINING RAW RECRUITS 


“Like America’s pre-Pearl Harbor 
army, we have a multitude of raw 
recruits, most of them untrained and 
inexperienced in the warfare of com- 
petitive selling. Therefore, we must 
teach them first how to sell before 
we can teach them what to sell. 

“Also taking a leaf from our de- 
fense forces which found that train- 
ing through sight and sound was 
85% more effective than through 
the printed page, we have concen- 
trated our efforts on the sound slide 
film medium. I don’t mean that we’ve 
discarded books, pamphlets, examina- 
tion papers in the least; we’ve merely 
supplemented them with films. 

“For example, we have produced 
five sound slide films on the follow- 
ing subjects: 

“1. ‘Getting Acquainted With the 
Sale’—the preliminary factors which 
are part of every sale and the method 
for best determining how to get the 
sale off to the right start. 

“2. ‘This Is Show Business’—a 
demonstration film which leaves no 
doubt as to the importance of show- 
manship and good demonstrations in 
selling major appliances, then shows 
how to carry out the idea. 

“3. ‘Thanks For the Objection’— 
which provides badly-needed help for 
the new salesman who does not 
understand the ‘give and take’ ele- 
ment in every selling encounter, and 
who may be too ready to give up the 
effort at the first sign of prospect 
resistance. 

“4, ‘On The Dotted Line’—dealing 
with an almost-lost art, the ‘closing’; 
asking for the order from start to 
finish in every selling maneuver, in 
every sale. 

‘5. ‘The World’s Greatest Selling 
Force’—which tells how to use the 


satisfied owner to make more sales 

“These films deal in fairly elemen. 
tary subjects, but their importance 
cannot be over-emphasized. The 
older more experienced salesmen may 
balk at taking this course, but we 
insist that they do so insofar as 
possible. 

“These older fellows are just as 
much of a problem as the ne vey 
ones. They think they know it I). 
they don’t realize what has slip »¢q 
from their memories. They need his 
refresher treatment; and once trey 
are started on a course, you coul in't 
keep them away from completing it. 

“Following this basic course op 
the fundamentals of training, we t irn 
them loose on the big guns of pid. 
uct training in which we drill tl] em 
on the features, the advantages, the 
selling points of each _indivic 1a! 
product, telling them how to use his 
information in leading the pros; »ct 
to the order pad. 

“The ‘sales course’ also inclu les 
point-of-sale promotional pieces, s: ich 
as product displays, wall bann rs, 
counter cards, and feature tag:— 
all designed to remind the salesnien 
of outstanding product features, : nd 
to prompt the prospect to ask ques- 
tions about them. 


‘SHOWMANSHIP GIMMICKS’ 


“We also provide salesmen with 
at least two or three ‘Showmanship 
Gimmicks’ on each product. These 
gimmicks serve a two-fold purpose: 

“First, they bring the salesman’s 
demonstration out of the ethereal 
and right down to the prospect’s own 
needs, likes, and _ understanding. 
Second, they illustrate right before 
the prospect’s own eyes the advant- 
ages of a particular feature. . . 

“Now, how do we get this training 
across to the dealer and retail sales- 
men® 

“First, we sell the program to our 
own field organization, our distribu- 
tors, and the distributor salesmen 
in factory-conducted meetings held in 
focal points throughout the country. 

“We then provide our distributors 
with everything they need to put 
this same story over to their dealers 
and retail salesmen. This material 
includes: plan books, programs, 
scripts, charts, slides, props, banners, 
and all the works. 


DISTRIBUTORS GET MATERIAL 

“The wholesale salesmen then take 
off and call on their dealers, lining 
them up or the series of meetings. 
These meetings may consist of 
several dealers and their salesmen in 
metropolitan areas; or in rural areas, 
more than likely only one dealer and 
his salesmen. .. . 

“Of course, this is long, arduous 
work for the distributor salesmen, 
so we pep them up with contests 
paying off in prizes on the basis of 
holding the most meetings, best 
coverage of territory, best percentage 
of dealer-salesmen attendance, etc. 

“We also have a new retail sales- 
man’s honor organization—The Hot- 
point Salesmaster’s Club—which ap- 
peals to the salesman’s pride as well 
as offering rewards for membership. 
Qualifications for membership, of 
course, are based on the man’s sell- 
ing effectiveness. 

“Then, just to check up on how 
the program is working, we have 4 
group of ‘Roving Reporters.’ These 
people travel incognito from city to 
city, dropping into retail establish- 
ments, posing as typical appliance 
prospects. 

“After listening to the salesman’s 
presentation and getting his card, 
the ‘Roving Reporter’ reveals his 
identity and either hands the sales- 
man a ‘Bonus Certificate’ entitling 
him to a prize award for a fine pres- 
entation; or counsels with him in 4 
friendly, helpful way on the ned 
for brushing up on his selling 
technique.” 


the lowest in cost | 
the utmost in quality — 
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Lower Initial Cost 


budget Too Slim for Complete System, Dayton Hospital Finds 
Window Air Conditioners Permit ‘Progressive’ Installation 


DAYTON — Hospital management 
tha may find that annual or budget- 
ary allocation for such improvements 
as wir conditioning is too slim to 
male possible the installation of 
con plete air conditioning facilities at 
one time, are in some cases turning 
to )rogressive expenditures for win- 
dow-type room air conditioners. 


A graphic example of how new 
roo. air conditioning equipment of 
this type has been applied success- 
fully can be found in the Good 
Sariaritan hospital in Dayton. Two 
inf-nt nurseries, a private room, and 
the milk laboratory in the Pediatric 
dep irtment are equipped with Frigid- 
air %-hp. and i1-hp. window-type 
room air conditioners. 

Two of the smaller 14-hp. window 
units serve a seven-crib nursery for 
larger infants. Another unit of the 
sanie capacity air conditions a sepa- 
rate nursery for smaller infants, 
which contains seven cribs. A private 
Yoom is similarly equipped. 

In the milk laboratory, where 
sanitation is a particularly impor- 
tant factor, a larger 1-hp. capacity 
window air conditioner has been in- 
stalled. The larger unit is required 
to overcome an _ additional load 
created by heat-making appliances 
such as a sterilizer and range. This 
window conditioner is equipped with 
two complete refrigerating systems 
operated by two sealed Meter-Miser 
compressors similar to those used in 
Frigidaire household refrigerators. 

That air conditioning plays an im- 
portant role in care of infants is 
axiomatic with the majority of the 
medical profession. It helps control 
heat rash and other hot weather 
afflictions customary with infants. 

In addition, it assures proper isola- 
tion prescribed as essential; elimi- 
nates drafts and other objectionable 
conditions which cause infant respir- 
atory disorders, and because windows 
remain closed at all times, reduces 
disturbing outside noise. 

Moreover, with the air cleansed by 
filters, there is less chance of con- 
tamination. Controlled uniform tem- 
peratures help reduce tension among 
infants. Because grime and other 
impurities are filtered from the air, 
walls, floors, drapes, furnishings, 
linen, service accessories, fixtures, 


CHILDREN’S ROOM: 
hospital 


In cases 
where the finances 
oren't adequate to cover cost 
of entire system, window units 
permit “room by room” job. 
This is room for youngsters at 


the Good Samaritan hospital. 


MILK LAB: This 1-hp. window 
unit circulates cool, filtered air 
in the milk laboratory of the 
Pediatric Dept. Equipped with 
two separate Frigidaire systems, 
it combats hot, humid condi- 
tions created by heating appli- 


ances. 


Plans Laid To Install 
Storage-Type System 
In Richmond,Va.Church 


RICHMOND, Va.—-The congrega- 
tion of Lakeside Presbyterian Church 
here unanimously approved a low bid 
for a new church building, with a 
storage-type air conditioning system, 
to be erected adjacent to the educa- 
tion building of the present church 
structure. 

The church will be the second in 
Richmond and one of the few in the 
state to have air conditioning. The 
other local church is First Baptist. 

The system of air conditioning to 
be installed at Lakeside, however, 


will be installed at an estimated cost . 


of only $5,500. The system is de- 
signed to accumulate enough ice dur- 
ing the week to provide cooling for 
two hours on Sunday. é 


All Offices In New Detroit 


Building To Be Conditioned 


DETROIT—The first office build- 
ing to be built in Detroit since 1931 
is now under construction on W. 
Elizabeth St. in the downtown sec- 
tion. 

The 11-story structure will have 
seven floors of office space, all to be 
completely air conditioned and 
equipped with the latest type of 
modern lighting. The lower four 
floors will be devoted to parking 
garage. High speed elevators will 
whisk visitors to the office levels 
from the street level. 

The building will be owned by the 
Michigan Mutual Liability Co. and 
will partially house the home office 
of that firm. 
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TYPHOON . 


PACKAGED AIR CONDITIONERS 
TA 10 2CE tons 
EVAPORATIVE CONDENSERS 


3 1° 2O tons 


Over 40 Years of 
Air Cooling Experience 


ANNI». 


TYPHOON Air Conditioning Co., Inc. 


| 794 Union Street, Brooklyn, N. Y. 
COMING APRIL 24! 
SPECIAL 
AIR CONDITIONING ISSUE 
siemens 
Grow ihth # 
Grea fadastey 
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Repegers tron Mews 


ADVERTISING CLOSING DATE-APRIL 14 


and uniforms remain clean for longer 
periods. 

New window air conditioners have 
been improved to the point that they 
have an extremely low sound level— 
some even less than an ordinary 
electric fan. In addition, they are 
equipped with up-to-the-minute mois- 
ture disposal systems which elimi- 
nate unsightly seepage or drip on 
outside building walls. 


Biscayne Handles Worthington 


MIAMI, Fla.—Biscayne Air Condi- 
tioning Co., 610 NE. 13th St., has 
announced that it is now South 
Florida distributor for Worthington 
Pump & Machinery Corp., Air Con- 
ditioning and Refrigeration Div. 


LOWER YOUR 
SERVICE COSTS 
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. .. Speed up calls, reduce return trips, and be 
prepared for emergencies. It’s easy . . . when 
you carry a complete workshop to the job site in 
an efficient, “designed for service work”... 


Stiwtte - 


ALL PURPOSE SERVICE BODY 


e Vise bracket 


FOR ALL Y2, %, 
and 1-TON TRUCKS 


OPTIONAL EQUIPMENT INCLUDES: 
e@ Overhead ladder rack © Side mounted pipe racks 


© Rear bumper and safety step 


® Telescopic steel roof and endgate enclosure 


= a ee oe oe es | 
| Gentlemen: Please send me complete information on the I 
( Wy Service-Master Body and the name of my nearest distributor. I 
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COMMERCIAL BODY DIVISION = 
cCABE-POWERS AUTO BODY CO. 


DO N. BROADWAY «= ST. LOUIS 15, MO. 


air conditioners today—It 


%a H. P. $349.95 


out-performs and undersells anything on the market! 


Quiet, easy to install, guaranteed for 5 years! 


Backed up by powerful merchandising helps! §g=§ © 


Makes money for its dealers, generates extra sales! 


Get complete details on valuable Mitchell dealership now! 


MITCHELL 


MANUFACTURING COMPANY; 


| 1 
| 2525 N. Clybourn Ave. © Chicago 14, Ill. , By 


3 ‘ ~ 


Dealer’s Name 


Mitchell Mfg. Co. 
2525 N. Clybourn Ave., Chicago 14, Ill. 


Send me all the facts and quote me dealer prices 
at once on Mitchell Room Air Conditioners. 


Address 


City 


State 
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Sweden Model 1-160. 


Sweden Freezer Features 
Plunger Draw-Off Gate 


SEATTLE, Wash.—Sweden Freezer 
Mfg. Co. has begun production and 
distribution of a continuous-type soft 
ice cream freezer known as Model 
1-160. 

The draw-off gate of the new 
freezer is of the plunger type, and 
is electrically controlled through a 
foot switch. The stainless _ steel 
plunger itself is designed for sharp 
clean cut-off of the product being 
dispensed, without dripping or melt- 
down between servings. 

The top of the freezer is flat, for 
display use, and contains a panel 
through which a removable heavy 
gauge stainless steel mix tank and 
fittings can be reached. From this 


What's New 


refrigerated tank, a continuous mix 
feed device supplies mix and air in 
proper proportions for high average 
overrun control. 

Mix flows from the four-gallon 
tank to the back of the cylinder, with 
the machine being so designed that 
incoming mix does not affect the 
consistency of _the product being 
drawn off from the machine, the 
company said. 

The dasher drive remains the basic 
Sweden method of ball-bearing heli- 
cal gears and self-adjusting V-belt, 
but is reportedly unusual in that the 
motor operating it also operates the 
condensing unit. This new design is 
claimed to permit application of the 
major portion of the motor’s 2-hp. 
capacity to the part of the machine 
where the work load is heaviest. 
“With unfrozen mix, the load is 
heaviest on the compressor; with the 
firm-textured, frozen product, the 
load is heaviest on the dasher,’’ it 
was pointed out. 

While the machine is of the con- 
tinuous type, it has been designed 
primarily for use in crowded quarters. 
Its dimensions—-27 in. wide, 21 in. 
deep, and 29 in. high—-permit the 
unit to be placed on backbar or 
counter; or it can be mounted on 
a special stand, or on a _ reserve 
supply mix storage cabinet, obtain- 
able from the company. 

The freezer has a_ water-cooled 
“Freon” refrigeration system, and is 
completely self-contained. 

Factory selling price 
f.o.b. Seattle. 
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DISPLAY 
CABINETS 


Model ROGF 


pemnte Style 
SO NOR SS Se tsar 


Illustrated is the new ACE Combi- 
nation Display Cabinet with stor- 
age compartments. It is made of 
one piece all-welded steel frame 
with heavy gauge steel exterior. 
Five, full-color, 3-dimensional 
Vitavision pictures, set against 
a gleaming white panel make 


customers “stop and buy”. 


Huge, flawless mirror in the super- 
structure brings into full view 
everything in the display cabinet. 
The total frozen food storage 
capacity is 820 packages. Write 
for literature. 


(| 
ABINET @] MW corp 


Manufacturers of: 

Ice Cream Dispensing Cabinets, 
Upright Ice Cream Storage Cabi- 
nets, Home and Farm Freezers, 
Frozen Food Display Cabinets, 
Creamer Soda Fountains, Bobtails 
and Sandwich Units. 


Executive Sales Offices 
110 East 42nd Street 
New York 17, N. Y. 
Export Dept. 
39 Broadway, New York 6, N. Y. 


_ © The 


King Offers 3 Low-Price 
Promotional Models 


GLENDALE, N. Y.—-King Refrig- 
erator Corp. here is now manufac- 
turing three new mechanical refrig- 
erators—one 6-cu. ft. model and two 
8-cu. ft. models—according to Harold 
R. Bassoff, vice president. 

They are identified as model 60 
Cavalier, model 75 Kold King, and 
model 75 C Deluxe Kold King. Di- 
mensions of the Cavalier model are 
listed as 24 in. wide, 23% in. deep, 
and 53 in. high; those of the Kold 
King models as 28 in. wide, 25 in. 
deep, and 57 in. high. 
refrigerators are _ factory- 
serviced and backed by a five-year 
warranty, the company stated, add- 
ing that they are “low-priced promo- 
tional refrigerators, which we will 
build under our own label or a 
private label.” 

Common announced features are 
all-steel construction finished with 
du Pont Dulux high-baked enamel 
inside and out, U-type evaporators, 
rust-resistant shelves, storage bin, 
lg-hp. motor, Tecumseh compressor, 
nine-position temperature control, in- 
terior light, adjustable glides, ‘‘fast- 
action” latch, and plastic breaker 
strip. 

The 8-cu. ft. models are said to 
have a frozen food capacity of 28 lbs. 
Model 75 C is provided with a slid- 
ing plastic crisper with a glass cover. 

King Refrigerator Corp. is located 
at 7602 Woodhaven Blvd., Glendale, 
ke Ey Dee Bs 


Electric Freezer Makes 
Ice Cream In a ‘Jiffy’ 


LOUISVILLE, Ky.—A 2-qt. and a 
4-qt. electric ice cream freezer is now 
being manufactured by the Louisville 

nea Electric Mfg. Co, 
3008-30 Magazine 
St., Louisville 11. 

The freezers are 
said to “freeze 
completely in a 
jiffy” and elimi- 
nate waiting for 
the hardening pro- 
cess. A flip of the 
switch is claimed 
to be all the labor 
involved in mak- 
ing “old fashion- 
ed” ice cream. 

The unit is said to mix 
to assure smooth texture. 

The 2-qt. freezer, 


| 
| 


called the Lemco 


70, carries a retail price of $21.50 | 


while the 4-qt. freezer, 
Lemco 71, is tagged at $29.50. Trade 
name is “Pioneer” electric freezers. 


ealled the | 


McCray Vegetable Rack Matches Refrigerated Cases 


KENDALLVILLE, Ind. — McCray 
Refrigerator Co. here announces the 
addition of a dry fruit and vegetable 
rack, known as model VN8S (8 ft. in 
length) and VN11S (11 ft. in length), 
designed to match the latest McCray 
single and double-duty refrigerated 


* self-service cases. 


Mass displays of fruits and vege- 
tables may be made in this equip- 
ment, either dry, sprinkled, or on 
beds of cracked ice. This fixture has 
the same design and the same over- 
all dimensions as the McCray GJA 
cases and GN cases. The refrigerated 
and unrefrigerated cases will line up 
perfectly when set in one continuous 


line. The VN8S has a display shelf 
area of 20 sq. ft.; the VN11S, 27.5 
sq. ft. 


Centered in the lower panel are 
six paper bag compartments for the 
popular bag sizes ranging from 3% 
in. to 8 in. in width. Where it is 
desirable to have storage or display 
bins beneath the display section, the 
lower front panel may be removed, 


and any arrangement necessary b iilt 
into the lower compartment. 

A flexible hose and adapter ass 
bly is available where it is desire: 
sprinkle the vegetables. A_ wi: 
line may be directly connected to 
case. Where it is installed adja 
to a GJA or GN McCray case ha\ 
a water-cooling coil, that connec’ 
may be used with the proper len 
hose. The case has a smooth suri ice 
galvanized steel floor which is ea ily 
cleaned by flushing out with wa ‘er, 
A 1%-in. drain line connected to ‘he 
case gives positive drainage. 
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‘Rangette’ Has Drawer and Storage Compartment 


LOUISVILLE, Ky.—H. J. Scheirich 
Co. here has put on the market an 
electric ‘“Rangette’ incorporating 


two ‘“Monotube” cooking units a 
stainless porcelain enamel work sur- 
face, a cutlery drawer, and a sitor- 
age compartment. It is for 110-volt 
a.c. service, with no special wiring 
required. 

Dimensions of the Rangette are 
36 in. high, 24 in. wide, and 25 in. 
deep. The base is indented for toe 
room. The cabinet is of hardwood 
construction and is said to be “fully” 
insulated. 


Each Monotube unit has a high 
speed of 1,100 watts; medium, 550; 
low 275. Maximum wattage is given 
as 1,650. 


The cutlery drawer is equipped 
with a center suspending metal 
“Auto-Stop” drawer slide. There is 
614-cu. ft. of space in the pot-and- 
pan compartment, which has a re- 
cessed shelf to permit storage of a 
coffee pot, mixer, etc. 

The Rangette is recommended for 
small spaces in homes, apartments, 
rooming houses, studios, summer 
cottages, and the like. 


constantly | 


“Packaged” 


COOLING TOWERS 


Two great low priced cooling towers tailored to your “packaged” 


air conditioning needs — simpl 
stock in many principal cities. 


MARLEY AQUATOWER ...a 


construction. 
Bulletin 100-50. 


installation — trouble-frée opera- 
tion — outstanding performance — low cost, long life — carried in 


“packaged”, steel, induced draft 
cooling tower, ready to go — indoors or outdoors —3 to 50 ton 
capacity. All nine sizes available for IMMEDIATE SHIPMENT. 
No assembly required. Bulletin AQ-50. 


MARLEY SERIES 100 Natural Draft... 
redwood, easy to assemble, multi-nozzle spray system, all bolted 
Capacity up to 30 tons. 


Thousands of Marley cooling towers in constant use throughout 
the world are your best assurance of complete satisfaction. Let 
Marley “know-how” help you. Write, wire or -~ today. 


completely pre-fabricated 


IMMEDIATE SHIPMENT. 


THE MARLEY COMPANY, INC. © 


KANSAS CITY 15, 


KANSAS _ 
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DRINKMASTER 


300 ICE CUBES—384 COLD (12 OZ.) BOTTLES. 
All within easy reach thru three slide back doors. 


POWERED BY SERVEL SUPERMETIC 
WITH FIVE YEAR WARRANTY. 


DEALER’S NET $337.25 FOB FACTORY. 


4 ft. lg. 27” w. 38” High. Shipping wt. 400 Ibs. 


“A CASE OF COOL JUDGMENT” 


Mfd. by UNITED FRIGUATOR ENGRS. 


Stainless 
Steel 


MENOMINEE, 
MICHIGAN. 
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L What's New (Con’) 


tically-sealed condensing unit can be 
provided. The hermetic power unit 
carries a five-year replacement war- 
ranty. 

Steinhorst has constructed the 
cabinet of the side-opening spray- 
type model of heavy galvanized 20- 
gauge steel. To provide additional 
corrosion resistance, metalbond Viny- 
lite is applied to all of the exposed 
areas. 


| Surf Portable Window Fan 


Requires No Side Panels 


. CA aie ae cut CATRIOG NO’ Peoe 


- poRTaBLe Sef winpew Par 


around to provide indirect cooling. 
ring and | 


By use of a Venturi 
Torrington ‘Vairified” air impellers 
of special deep-pitch design, the fan 
delivers 1,700, 2,400, and 3,000 c.f.m. 
(Nema rating) at its three speeds, 
according to the company. 


Of welded steel construction, the | 


cabinet measures 23 in. by 23% in. 
by 11% in. and is dark beige with 
ivory grille and full black rubber 


moulding top and bottom, trimmed in | 


chrome. It is UL-approved for op- 
eration on 105-120-volt, 50-60-cycle 
a.c. 

Retail price of the fan is $54.95, 
including excise tax. 


aL ME 


Serving THE REFRIGERATION 
inpusTRY Since 1919 


Specify Acme 
For Top Performance 
FREON SHELL AND TUBE CONDENSERS 
DRY-EX WATER CHILLERS 
HI-PEAK WATER COOLERS 
FREON SHELL AND COIL CONDENSERS 
HEAT EXCHANGERS OIL SEPARATORS 


INDUCED DRAFT COOLING TOWERS* 


ene: Reinforced doors are heavily in- ri 
mon * sulated and gasketed to minimize ai EVAPORATIVE CONDENSERS 
: heat loss. The vermin and rotproof We re s 
Bas mn ination is cumpessl of annealed at Nicro’s Electric Shaker LIQUID RECEIVERS 
ie i 1 wool fibers, interlaced and hay | BLO-COLD INDUSTRIAL UNIT COOLERS 
dja: ent * * & Enere 4) ae e 
i: i bonded together. ; ri Made with Polystyrene sc 
len th Mlk Can Cooler Has No RECT a SS i) ae CHICAGO — Now available from | AMMONIA CONDENSERS 
suri ice ° ene pw ALLER Epes ttf Nicro Steel Products, Inc., here is | *A new Acme product with out- 
3 ea ily Hose, Pipes, or Fittings ————— a new electric shaker for mixing | dentine fee. Wie te =e 
ws ‘ } Catalog No. 40 pnd 
waiter a malteds, cocktails, ee Sa 
to ihe UTICA. N. Y.—Emil Steinhorst & CHICAGO—A new portable 20-in. egg drinks, and | 
one inc. has announced the pro- window fan which will provide either any drink made ACME INDUSTRIES Inc. nical 
; duc thom of a new milk cooler, the direct or indirect cooling or which with ice cream. JACKSON + MICHIGAN __ inprincipsicities 
side-opening spray-type model, in all can be set on the floor or a table The shaker is 
ent popular sizes. to circulate air has been introduced made of  light- 
Hoses, pipes, and fittings are elimi- by G-M Laboratories, Inc., here. weight clear poly- 
nated, using instead an axial flow Called “Surf” and designated SW- styrene plastic and 
ag, waier circulating pump that is re- 20, the fan is said to require no side has a  chrome- 
ghee movable as one unit, the company panels or any type of permanent or plated top, a stain- 
a — stated. Driven by a %4-hp. motor, the semi-permanent installation. The less steel agitator, 
70-volt Hf jump, operating under low pressure, cabinet sits on the sill of any stand- and a _ rotary- CHALLENGER" 
tie sprays water onto the necks of the s€s ard window as small as 24 in. by 24 a switch control. FREEZER 
t cans so that there is no splash; there- in. and the sash is lowered to the © Liquids are dis- 
e are ; ‘ top of the unit where it is secured by pensed without removing the top. 
; , water can’t enter cans. af 
25 iin, = nk Gane dle, vir Double Doors Prevent Loss special catches, the company pointed Called Model 100, the shaker has ea 
or toe , . ee out. Regular screens remain in posi- 4 capacity of 32 ounces. It carries 20 cv. ft. 
in ducted by Steinhorst engineers in a . : Pp t ; . , : 
at 90° ambient room temperature, the Of Cold In Ace Cabinet tion. a fair trade retail price, including . = 
may water circulating pump, regulated by Direct cooling can be had by plac- Federal excise tax, of $7.95. ot tetesosatton welee 
the “Minute Meter,” lowers the milk NEW BEDFORD. Mass.—-Com- ing the cabinet so the fan blows in- The company also offers a plastic EMIL STEINHORST & SONS, UTICA, N.Y. 
. high temperature to an average of 50-55° pletely new in design is the Ace . Ward. Or the cabinet can be turned serving tray set for the shaker. Established 1908 
& saapeneyinetsteninaeeemniaimbigsaigeti ee gutntinnitniineenees 
“ 550; F. in 30 minutes, or an average of Cabinet Corp.’s model SU-28, upright > 
Siven 45-50° F. in 55 minutes. storage cabinet. 
The side-opening enables milk cans It has separate doors on the 
uipped to be slid into the milk cooler, and outside and doors on the _ inside, 7 
mista J the can tack in 40 constructed that it so that when doors are opened, tre D@@lerss Servicemen! 
ere is aids the water circulation in its con- low temperature air inside does not 
it-and- tact with the ice bank. spill out. 
a re- The evaporator, made of copper It is fully self-contained, with a 
of a tubing, forms a hollow ice bank and hermetically sealed condensing’ unit. 
exposes multiple surfaces to provide The unit is accessible with the Ace 
2d for colder water at all times. designed “glide-out’” control for ' 
nents, The evaporating temperature and _ cleaning or servicing. 


Immer 


flow of the refrigerant are controlled 
by a special thermostatic expansion 
valve and the correct volume of ice 
is maintained by a thermostatic con- 


Insulation of the cabinet 
corkboard and rigid fiber glass, fully 
sealed against moisture and vapor 
infiltration. Exterior is of white baked 


is of 


Big Profits 


enamel on all-steel frame. Dimen- 
sions are 581% in. wide, 291% in. deep, 
and 72 in. high. 


trol that automatically regulates the 
running time of the condensing unit. 
Hither an open-type or a herme- 


IN BASTIAN-BLESSING'S 
BEVERAGE DISPENSING EQUIPMENT 


resenting tHe NEW P. H.‘sHOWMAN” LINE 


DOUBLE DUTY ‘“‘GRAD-U-MATIC” DISPLAY CASES 


— 


The Secret of Taste-Tempting 
BEVERAGES at low Cost! 


Today it’s easy to please your customers, 
build your reputation, and increase your 
earnings—all at the same time! That’s be- 
cause, available to you, are component parts 
for beverage dispensing systems manufac- 
tured by Bastian-Blessing. Designed for use 
in custom-built installations, or as replace- 
ments for obsolete parts, this equipment is 
backed by 42 years of experience and fair 
dealing. Service and parts assured indefi- 
nitely; engineering advice and assistance at 
your command. Mail coupon for full details. 


ee 
Also pee 6’ and 
Designed to . 8’ models) 
INCREASE SALES 


FEATURING 
Beautiful New Molded 
THRU BETTER VISION — DISPLAY 
AND REFRIGERATION 


Streamline Design. 
At last! A display case that's designed in every detail 
to help you increase sales! 


Triple Thermopane 
“Non-Fog" Front Glass. 

i's the new Puffer-Hubbard “Showman” Case .. . All Porcelain Exteriors 

Snished in lifetime porcelain and stainless steel . . . and Interiors with 

treamlined to the nth degree to focus your customers’ 

tention on the products you have to sell! 


Mixing Head Draft Arms— 
Permit any desired combination 
of carbonated and plain water 
beverages; self-closing, non-leak- 
ing faucets. Furnished in several 
styles of heads and shanks. 


Stainless Steel Trim. 
Fluorescent “Non- 


CO2 Regulator for 
Syrup Tanks—Accurate 
within ounces, not 
pounds. Non-creeping. 
Adjustable for pressure Delivers over 50 gallons 
on syrup tanks. of taste-tingling soda 
water per hour. Light, 
compact, easily mount- 
ed anywhere. Exceeds 
capacity of units twice 
its size. A real profit- 

maker! 


Sensational New 
EXCELALL Carbonator 


's the new case with maximum interior display areas! 
ith full vision, Triple Thermopane (non-fog) front 
ass! With dual fluorescent (no-shadow) lighting! 


cee 
Syrup Tank—Made 
of heavy stainless 
steel, with large 
cover for fast, easy 
cleaning and in- 
spection. Horizon- 
tal or vertical 
models. 


‘ad the “Showman” Case will keep your meats and 
‘iry products in the most appealing, saleable condi- 

‘on, It's equipped with “Grad-U-Matic"’ Air Condi- 

‘oning! The exclusive Puffer-Hubbard feature which 
actically eliminates shrinkage, spoilage and discolor- 

© on... through effective control of Temperature, 
midity and Air Flow! 


Water Pressure 
Regulator—Assures 
uniform proportion- 

ing of water and 
syrup. 


terior Bottom. 


The “Showman” will also help you increase profits! 


. Through the increased efficiency of your clerks! 
REACH-IN . FLORIST 
Through lower upkeep and operating costs! Through ae ee oe Oe oe es se se es ne en es es ee es ee ' 
= the longer life of the case itself! See it for yourself — t a | 
CU ean ss | *B ASTIAN-BLESSING2""™ | 
TESSEN CASES RETARDERS [ l 
oeeamn - FOR FULL COLOR BROCHURE pay enemene [ 4245 West Peterson Avenue, Chicago 30, Illinois . o 
CABINETS : COOLERS 
e WwW We 1 T E T °o D A 7 | Gentlemen: I sictiscansivnstesensianicinntinsctmenintanibicieitaid l 
; ae Please send your folder C-219 on the ] 
| new EXCELALL Carbonator and your fold- i aisessinieteleitinsnainntahabinanctintenneadenadsvinialedainaeasitiadenia ] 
: | er D-19 on Beverage Dispensing System 
1 I Parts. City State H 


THE BEST Witt DO —~ BUY BASTIAN-BLESSING 
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Dehydrated Alfalfa Retains More Vitamin ‘A’ If Processor Cools 
Meal with Mechanical Refrigeration, Neb. Installation Shows 


LINCOLN, Neb.—An alfalfa dehy- 
drating plant in a normal year of 
operation can add $175,000 in value 
to its output by use of a mechanical 
cooler costing approximately $8,000, 
including a 10-ton mechanical refrig- 
eration system which will cool 3,000 
pounds of the alfalfa meal per hour. 
This is the recent finding of the 
Nebraska Boiler & Supply Co., 235 
N. 9th St. here, which based the 
figure on the current cost of vitamin 
A to be added to stock feed, and the 
amount of this vitamin conserved in 
the dehydrated alfalfa by proper re- 
frigeration. 


The Lincoln firm, headed by Bill 
Harder, spent between $40,000 and 
$50,000 developing mechanical cool- 
ing equipment for dehydrated alfalfa 
to retain a greater portion of the 
vitamin A than can be achieved with- 
out such cooling. Experiments re- 
vealed that the loss of the vitamin 
in the meal increases in direct pro- 
portion to the temperature increase. 


Tests were run on _ dehydrated 
alfalfa, employing propane gas with 
a heat exchanger to get the refrig- 
erant which furnished a 42° F. con- 
stant temperature for the experi- 
ments. Meal cooled to 42° and put in 
dry storage had a per ton value of 
$140.83, based on the average com- 
mercial price of $65.41 per ton for 
100,000 units of vitamin A. After 10 
weeks of storage, the value was 
$101.91 per ton. 

Regular run meal which was not 
cooled was put in dry storage at the 
average temperature of 108°. Its 


This newly developed refrigerating system for use in alfalfa dehydrating plants ‘comes 


in two units. 


On the left is the compressor unit, while on the right is the cooling unit. 


starting value was $132.06 but at the 
end of 10 weeks, the per ton value 
had dropped to $64.43. 

When the meal that was cooled to 
42° was first put in storage, it had 
215,300 units of vitamin A per ton, 
the tests showed. In 10 weeks time, 
it had 155,900 units per ton. The 
108° uncooled meal had 201,900 units 
of the vitamin when put in storage, 
while at the end of 10 weeks it 
tested 98,400 units per ton. 

The Nebraska Dehydrators Asso- 
ciation met recently at the Corn- 
husker hotel in Lincoln to promote 
plans for increasing the use of their 
product. The group represents the 
largest dehydrated alfalfa tonnage 


producers in the United States, and 
members aim to get more cattle 
feeders to use their product. Dale 
Carlson, Cozad, association president, 
stated the group hopes to establish 
an information program to ‘equally 
benefit all feeders.” 

“Sufficient quantities of dehydrated 
alfalfa haven’t been used by beef and 
swine producers to insure maximum 
livestock production,” he declared. 
“Until now, about 80% of the produc- 
tion was used in feed for the poultry 
industry. 

‘We want dehydrated alfalfa to be 
of more value to the state’s farmers,” 
he continued. “Originally, the dehy- 
dration process was developed for 
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Let the REMICO “loss eliminators” 
pull up profits for you! 


ee = 


F R OS T- T/ T€ eliminates losses ane loosened and cracked flare nuts — 


In Frost-Tite flare nuts, forged frost-relief slots provide relief for expanding ice within the nut, 
and thus no force is created to cause loosening, splitting, or cracking. Cost no more than ordinary 
flare nuts—are ideal for use anywhere in the system. 


E -2 -$ F - eliminates losses from leaking liquid indicators — 


With E-Z-See, you are assured of the following definite advantages: (1) E- Z to see thru — both 
ates of the body are open to let in light (2) Positively leakproof —can’t leak because springs 
automatically maintain just the right force to form a positive seal around the glass (3) Perfectly 
Safe—glass is protected for safety at pressures up to 500 psi. 


- He eliminates losses from clogged driers and expansion valve freeze-ups — 


Now with Molded DuCal Drierite as the drying agent, you get the highest-possible efficiency 
even at liquid temperatures up to 150°. You can now count on prevention of refrigerant control 


freeze-ups even in the lowest temperature installations. 


Be sure to specify REMCO "Standard-Duty” Driers as the ideal low-cost 
quality driers for field applications and original equipment. Available 
with Molded DuCal Drierite or Silica Gel. 


CARRIED IN STOCK BY LEADING WHOLESALERS EVERYWHERE 


West Coast warehouse stock at: 2103 So. San Pedro, Los Angeles, Calif. 
EXPORT DEPARTMENT: Melchior, Armstrong, Dessau—Ridgefield, N. J. 


- Send for Literature and Prices — 


REMCO 


IN CORPOR ATED 
LELIENOPLE, PENNSYLVANIA 


the protein factor found in alfalfa. 
Now, the future should lie in. the 
high trace minerai and vitamin con- 
tent found in the processed crop. It 
is this content that the association 
wants farmers to realize and utilize.” 


Research to date has revealed that 
the best means of conserving the 
vitamin A content of dehydrated 
alfalfa is refrigeration, according to 
Harder. Chemical methods have been 
developed but are too expensive and 
impractical, at least for the present. 
Constant temperature control is 
needed, however, for efficient vitamin 
conservation, from the time the meal 
emerges from the dehydrating ma- 
chine to the time it is fed to live- 
stock. When the temperature gets 
up to 70° in storage, the vitamin 
loss is quite rapid. 

Water is the coolant now in use 
in a number of dehydrating plants 
in Nebraska. It gives an end tem- 
perature of about 70°, and while this 
is much better than the 108° end 
temperature obtained when no cool- 
ing system is used, it is far inferior 
to mechanical refrigeration which 
cools the meal to the ideal tempera- 
ture of 35 to 50°. 


PLANT-TO-DEALER COOLING 

With mechanical cooling as the 
meal emerges from the dehydrator, 
temperature and humidity control in 
storage, shipment, and dealer stor- 
age to keep the temperature below 
70°, the vitamin A content of the 
meal could be vastly improved over 
the present condition, Harder believes. 

The mechanical refrigeration sys- 
tem that has just been developed 
may not be the final answer to the 
problem, but it is the best yet made 
available, the Nebraskan asserted. 
The alfalfa dehydrating industry is 
in its infancy and research no doubt 
will give improved methods for re- 
taining the perishable vitamin A in 
the meal. Meantime, there are no 
prospects of solving the problem 
through chemical means, and refrig- 
eration appears to be the “best bet.” 

Besides refrigeration, which ranks 
first in vitamin preservation, there 
now are three general methods being 
tried. One is inert gas storage. It 
utilizes carbon monoxide gas which 
eliminates free air and theoretically 
will stop vitamin A loss by stopping 
oxidation. This method admittedly is 
too expensive, since it would require 
a vast air-tight storage building and 
would not solve the problem of vita- 
min loss in transit or in the dealers’ 
hands. 

Another method has been developed 
by the B. F. Goodrich Co. which 
brought out a chemical to seal the 
meal against oxidation. A _ third 
method, developed by two University 
of Wisconsin men is known as the 
Hart-Halberson Process and was 
patented last December. It consists 
of putting the meal in air-tight con- 
tainers, and if the meal has eight 
per cent or more moisture content 
a chemical reaction is set up which 
eliminates oxygen and forms a gas 
which prevents vitamin loss. 

In this process, the Wisconsin men 
haven't been able to get an air-tight 
bag that would not be prohibitive in 
cost. Meal protected by this method 
also turns out brown instead of green 
and thus loses sales appeal. 

In all of these chemical methods, 


—— 


the meal starts to lose the prec oyg 
vitamin as soon as it is rem: veg 
from its container or storage creg 
The cost of processing by chen ical 
means runs around $8 per ton, 
whereas with a refrigeration sy:tep, 
utilizing a 10-ton compressor, the 
cost is about 75 cents a ton. 

The only refrigerating equip: ‘ent 
now in use is that just complete py 
the Lincoln company. It is in two 
units including the compressor Init 
with a 10-ton Carrier compre sso; 
furnished by Max Lehman, Lir ‘oln 
distributor for Carrier, and the 
alfalfa cooler and product conditi ney 
built in the Lincoln plant. 


ATTACHED TO DEHYDRAT( R 

The cooler is attached to the de. 
hydrating machine and cools the } ea] 
as it comes out of the drying ch im. 
ber. It mixes and blends the meal ind 
also extinguishes fires in the n eal, 
Coolants of 50 to 32° F. may be 
used, while the cooler and pro: uct 
conditioner also may be used, but 
less efficiently, with water as the 
coolant. 

Two models have been develo ed. 
The smaller has a 3,000-Ib. nor . 
capacity per hour, and the othe: 
4,500-lb. capacity. Cost, respectiy Fe 
is $3,495 and $3,995. Adding the re. 
frigeration unit brings the total : ost 
to approximately $8,000 for he 
smaller machine and $10,000 for the 
other. 

The dehydrated alfalfa _busir ess 
offers a large potential market to 
the refrigeration industry. Nebraska 
is perhaps the leading state in alfalfa 
meal production, which itself is a 
new industry. The potential market 
for refrigeration equipment also is 
large in California, Colorado, Texas, 
Oklahoma, Kansas, and Missouri. The 
industry also is growing in the East 
and other parts of the country. 


WATER LESS EFFICIENT 

While the use of water as a coolant 
is looked upon with favor by many 
dehydrating plant operators, because 
of the savings in initial cost, it is 
only in a few areas such as Nebraska 
that water cool enough to use is 
available. Well water is too warm 
for use in many parts of the country, 
and in the irrigated areas there is 
no water available. Too, water cool- 
ing does a much less efficient job of 
vitamin conservation. 

Harder believed that if the pur- 
chasers of the dehydrated alfalfa 
feed were to recognize the value of 
the vitamin content of the meal on 
the basis of what they would have 
to pay for it commercially, they soon 
would make cooling of the meal a 
“must” for the processor. The sav- 
ings effected by cooling are almost 
unbelievable, he declared. 

At present, the buyer docks the de- 
hydrator if the meal is low in vitamin 
A content, but there is no premium 
for meal that is unusually high in 
vitamin content. When this illogical 
situation is rectified, cooling of the 
meal will be a general practice, the 
Lincoln man predicted. 

Another benefit derived from cooled 
meal is that the rate of vitamin A 
loss can be pre-determined so that 
the feeder can know just what he is 
getting. This loss cannot be pre- 
determined in meal that has not been 
cooled. 


ment. 


Splendid Opportunity for 
REFRIGERATING MACHINERY 
SALES MANAGER 


A large midwestern manufacturer needs an 
experienced, high caliber sales manager for its 
Ammonia Refrigerating Machinery Division. 
Should be well versed in refrigeration engineer- 
ing as well as having successful record as sales 
executive. In replying, state age, complete record 
of experience and salary expected. All replies 
will be held strictly confidential. The employees 
of the manufacturer know about this advertise- 


GLENN - JORDAN -STOETZEL, INC. Advertising Agency 
307 N. Michigan Avenue, Chicago 1, Illinois 
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(cmbination Ice-Mechanical Refrigerator 


Designed To ‘Correct’ Humidity Balance 
M:del Under Test Would Hold 45 Ibs. of Ice In Bin 


T 'LSA, Okla.—A combination ice 
and mechanical household refriger- 
ato: has been developed and placed 
for test by W. M. McGee of the 
peo les Ice Co. here. 

N definite plans or commitments 
nav. yet been made for the manu- 
fact ‘re of such refrigerators, McGee 
stat d. 

D sign of the combination ice and 
mec :anical refrigerator, McGee says, 
js ased “on a determination by 
utili y engineers in this state over 
a p-riod of the past eight years’ 
that “the meltage of 4 oz. or \%4 Ib. 
of ie per hour will serve to create 
a bulanced humidity in a cabinet 
havi m8 a capacity of some 11 to 12 
cu. 

Ti:e " models which have been de- 
sign’d and placed on test have an 
acro ;s-the-top mechanically refriger- 
ated freezer section. Directly below 
it is the ice bin (for crushed or 
cubed ice) with a swing-out bin-type 
door The rest of the interior is 
fitted with metal shelving and looks 
much like the interior of either a 
modern mechanical or ice refriger- 
ator 

It is believed that ice companies 
who also handle frozen foods might 
be particularly interested in this 
combination model, as it would per- 
mit them to make a single delivery 
stop for both frozen foods and ice. 

However, it would not be neces- 
sary for the user to purchase ice if 
he wished to take the trouble of 


producing it in the freezer com- 
partment, and transferring it to 
the ice bin. 


Other claims made for the .com- 
bination unit are that a relative 
humidity of 80% could be main- 
tained, no moisture would form on 
the interior wall of the refrigerator 
at any time, transfer of odors would 
be eliminated, little dehydration of 
foods placed in open dishes, the 
refrigerator could be so constructed 
that defrosting would not be neces- 


sary. 
Several models have been built 
and tested since 1944, and two 


models of 11.5-cu. ft. capacity each 
were placed in homes in 1949. In 
operation, says McGee, the small 
amount of ice melted for ‘‘correcting” 
conditions in the refrigerator takes 
care of 20% of the refrigeration 


load, while the balance is handled 
— : 


ROME-CONDENSER 
* Jointless Type * 


Rome Water Cooled Condenser 
Coils insure trouble-free condens- 
ing equipment. Used by leading 
compressor manufacturers. 


RIME-TURNEY 
R¢ DIATOR COMPANY 
222 CANAL ST. 


ROME, N. Y. 


BIG INTERIOR: A capacity of 11-12 cu. 

ft. is claimed for this combination ice 

and mechanical refrigerator developed 

by W. M. McGee, of Peoples Ice Co., 
Tulsa. 


BIN FOR ICE: Below horizontal freezer 
section is a tilt-out bin that will hold 
about 45 Ibs. of ice. 


by the mechanical refrigeration sys- 
tem. 

The freezer compartment has a 
capacity of approximately 50 Ibs. of 
frozen products, and the ice storage 
bin will hold approximately 45 Ibs. 
of ice. It is said that 50 lbs. of 
cracked ice will meet requirements 
for from 6 to 10 days. The cracked 
ice bed makes a convenient storage 
compartment for vegetables, and 
bottled and canned goods, it is recom- 
mended. 

Water from the ice meltage may 
be handled either by a permanently 
connected drain or a _ sliding con- 
tainer. 


Refrigeration on Italian Ship 
ls Powered by 17 Compressors 


EVANSVILLE, Ind.—Refrigerated 
food and beverage serving facilities 
aboard the 24,000-ton Italian Liner 
Conte Biancamano have been equipped 
with 17 compressors installed by 
Servel’s Italian distributor organiza- 
tion, Refrigerazione Automatica 
Moderna. 

The vessel, which accommodates 
1,600 passengers, is being placed in 
service to provide monthly sailings 
from New York to Gibraltar, Naples, 
Cannes, and Genoa. 


Rex-Coll Incorporates In N. Y. 


NEW YORK CITY—Articles of in- 
corporation were filed with the secre- 
tary of state recently for Rex-Coll 
Corp., refrigeration equipment. 

Capital stock was listed at 200 
shares no par value. Directors are 
Henry Marcus, Jean Scheureman, and 
Louis Richman, all of 225 Broadway, 
New York City. 


* Large Stocks 


732.N 


IR CONDITIONING & REFRIGERATION G 


ITS - PARTS - TOOLS - SUPPLIES 
y By Mail From This Big Meu Catalog! 
Write Now For Your FREE Copy - 
( Fast Delivery © Complete Satisfaction 
@ Authentic Manufacturers’ Parts 
* Prompt Shipments to all points in U.S. and the World 
Wholesale Only—Please Write On Your Letterhead 


IRO SUPPLY CO. 


. ASHLAND AVENUE e CHICAGO 14, ILL. 


New Booklet Furnishes 


Restaurant Equipment 
Data on Food Storage 


NEW YORK CITY — Restaurant 
refrigeration is thoroughly discussed 
in a 10-page pamphlet recently issued 
by the American Society of Refrig- 
erating Engineers, 40 West 40th St., 
New York 18, N. Y. 

This is the only bulletin devoted 
exclusively to the refrigeration prob- 
lems encountered in restaurant re- 
frigeration, according to the society. 

AD 6-R, “Refrigeration In Restau- 
rants,” gives the operating char- 
acteristics and individual functions 
of the many pieces of refrigeration 
equipment which are used in a 
restaurant. 

Temperature data is given for 
long and short time storage of com- 
modities commonly’ handled in 
restaurants (both fresh and frozen 
foods). 

Another section is devoted to de- 
scribing and illustrating the various 
types of reach-in refrigerators and 
walk-in coolers and includes advice 
on the proper condensing unit and 
evaporator for each cooler installa- 
tion. 

Other topics discussed are defrost- 
ing, water cooling, beverage cooling, 
ice cream cabinets, ice making, and 
other refrigeration fixtures such as 
display refrigerators and soda foun- 
tains. 

The pamphlet was written by 
Robert A. Kramer, sales engineer 
for Frigidaire Div. of General Motors 
Corp. Copies may be obtained from 
ASRE headquarters here for 50 
cents each. 


ICE CUBES by the BUSHEL! 


awe, 


KUBEMASTER 


... dust think a bushel of ice cubes for the price of a coke! 
The 24 quick-releasing aluminum trays in the KUBEMASTER 
discharge 336 large ice cubes per freezing and you can repeat 
3 more times per day. 


LIFT-A-WAY DOOR 

The KUBEMASTER has the famous 
United stainless steel Lift-a-Way 
door which smoothly slides out of 
sight—no chance for bruised fingers. 


HANDY TEMPERATURE CONTROL 
The new exclusive dial-temp con- 
trol on the United KUBEMASTER 


allows the user to conveniently 
freeze cubes according to the need. 


_ 
For Complete Information Write or Phone 


UNITED REFRIGERATOR COMPANY 
HUDSON, WISCONSIN 


° 


| COMMERCIAL 
REFRIGERATORS 


If you're a Pinnacle Dealer, you'll recognize these famous refrigerators— 
known the world over for their quality construction . . . 


formance . . . outstanding beauty. 


BIG PROFITS 


construction and at competitive prices. 
enjoy greater profits through Pinnacle Refrigerators! 


making money for you 


give customers what they want in design and 


ee 


> 


efficient per- 
Pinnacle Dealers make exceptionally 


WRITE TODAY—you, too, can 


AMERICA’S COMPLETE LINE... : 


DOUBLE DUTY DISPLAY CASES « 
VEGETABLE REFRIGERATORS e« 
¢ SINGLE DUTY DISPLAY CASES « FULL VISION DISPLAYS 
e REACH-IN REFRIGERATORS « MEAT, POULTRY, FISH CASES. 


Write for FREE FOLDERS of complete line. 


Outstanding 
Features 


e All frames constructed of dry, 
No. 1 lumber securely fastened 
with screws. 

e Exteriors of heavy steel covered 

with two-coat porcelain. 

All hardware of neavy duty cast 

brass type. 

e All wiring approved by Under- 

writers Laboratories. 

Easy finger-tip sliding doors. 

Adjustable shelves. 

Triple, clear vision Thermopane. 

Long, satisfactory, economical 

service. 


DAIRY, BEVERAGE, 
DELICATESSEN CASES 


A few exclusive Pinnacle Territory 
Franchises are still available. 


or write today for full information! 


Wire 


EQUIPMENT CORPORATION 


FLEETWOOD, PENNSYLVANIA 


Export Dept.: 39 Broadway, New York 
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See 
or 


MEAT SELLING: 


All meats at Liberal 
are 
self-service. Fifty- 
five feet of display 


Supermarket 


case holds a wide 
variety of meats at 


DAYTON — Emphasis: has_ been 
placed on self-service, adequate re- 
frigeration facilities, and customer 
convenience in the Liberal super- 
market opened recently at 431 Salem 
Ave. here. 

The entire store centers around 
row after row of conventional refrig- 
erator cases and low temperature 
cases. Out of sight of customers is 
a well-planned refrigeration center 
with holding and preparation rooms 
for meat, produce, and frozen foods. 


From these rooms, ranging in tem- 
perature from 0° to 40° F. pour an 
endless stream of fresh and frozen 
foods. Through conveyor systems, the 
food flows out into the selling area 
without the bother of large carts 
moving through the crowds. 


Every fixture in the store has been 
placed with an eye to customer com- 
fort. Loudspeakers mounted around 
the walls emit music and commer- 
cials from the central office. Green 
marbleized asphalt tile cushions feet 
and shopping carts. The carts even 
have small seats for youngsters. 

A Food-O-Mat automatically dis- 
penses canned and staple goods. A 
water cooler is conveniently located 
for the customers. And when the 
time comes to pay the bill, revolv- 
ing turntables speed up the counting 
and sorting. 

But the heart of the entire selling 
operation is in refrigerated fixtures. 
One hundred and eighty-one feet of 
cases are used for selling while 
eleven compressors total 23% hp. for 


Self-Serve Layout at Supermarket Puts 
Emphasis on Convenience, Rapid Turnover 


reach-in level. Signs 


say, “Please ask 


hostess for any cut 

of meat you may 

desire but do not 
see in case!” 


both cases and preparation’ rooms. 
In addition, there’s an 8.2-cu. ft. ice 
cream cabinet, a water cooler, and 
an apartment size electric range to 
help prepare delicatessen specialties. 
And a little later on there will be 20 
tons of air conditioning to keep the 
customers cool. 


A primary problem in supermarket 
operation is to keep customers 
steadily moving while, at the same 
time, having enough items on hand. 

A customer entering the store 
passes the Food-O-Mat first. This is 
an automatic dispensing device run- 
ning the entire length of the store, 
some 102 ft. Stacked tier upon tier 
are canned goods, packaged goods, 
and staples. The machine is loaded 
from the rear with an 80-ft. conveyor 


It doesn’t take long for word of 
a great new model to get around. 
Already people are saying: ““The 
new Carrier Weathermaker is the 


# 


most beautiful air conditioner in 
America.” And tests prove it does 
an outstanding air conditioning 
job. So 1950 looks like another big 
year for Carrier dealers! 

Made by the men who know air 


conditioning best, the new Weather- 
maker has more new features than 
you have fingers. Among them: Con- 
trolled Cooling that provides proper 
balance between temperature, hu- 
midity and air motion, plus the new 
Humitrol . . . Carrier’s new Q-T fan 
and Even-flo Diffuser for whisper- 
quiet operation and uniform air dis- 
tribution . and a hermetically 


It’s the beautiful new Carrier Weathermaker! 


Nobody 


hides 
this 

air 
conditioner! 


sealed compressor that means noth- 
ing to oil or adjust and always ready 
to go.. 


. and many others. 
To help spread the word faster, 


Carrier is backing the new Weather- 
maker with the largest advertising 
and promotion campaign in its his- 
tory. Want full information about 
this valuable franchise? Write Carrier 
Corporation, Syracuse 1, New York. 


A Carrier Dealer Franchise is the most valuable franchise in the industry 


AIR CONDITIONING - 


REFRIGERATION - 


INDUSTRIAL HEATING 


FROSTED 
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VECCTABLES 


¥ 


New customers at Liberal get a surprise when they see the frozen 


vegetable and fruit display. On top of the cases 


is a long row of the 


latest magazines. 


bringing goods from storage rooms 
to the operators. As a package is 
lifted from the front, another takes 
its place. 

Passing around other’ display 
shelves, the customer enters the cen- 
ter section of the store. Here is a 
55-ft. row of Hill self-service meat 
cases. Each piece of meat is securely 
sealed in cellophane and priced. Small 
signs at the rear of the cases also 
give prices. The entire serving area 
is open with glass fronts and sides. 

Behind the counters is the packag- 
ing operation with skilled operators 
taking the meat from a conveyor 
belt, sealing it, and pricing it. This 
is the only part of the meat prepara- 
tion the buyer sees. 

The initial preparation takes place 
in the rear of the store where three 
butchers are constantly at work cut- 
ting meat and poultry in a 22-ft. 
square room that is held at 34° F. 
When the meat is cut, it is placed 
in trays and sent to the serving 
counter by a 37-ft. motor driven con- 
veyor. It then passes to a 30-ft. 
gravity conveyor and to the pack- 
agers. The serving cases are held at 
30° F. An intercom system connects 
the serving counter with the prepara- 
tion room. 

In the back of the packaging 
counters is the dairy section with 
42 ft. of double-decked cases, a 10- 
ft. frozen food cabinet, and an 8.2- 
cu. ft. ice cream cabinet. Combined 
with the self-service meat counters, 
they form a huge refrigeration cen- 


ter in the middle of the store. 

In the dairy cases, angled mir ors 
reflect the contents for added dis. 
play while other items, such as cleo. 
margarine and lard, are stacked on 
top. Glass fronts on both levels ‘old 
the products in place while provicing 
an ample view. 

Next to the dairy cases is a 10. 
ft. frozen food cabinet for frozen fish 
and poultry. It, too, has an anvled 
mirror. And for self-service _ ice 
cream, a low temperature cabinet 
with a superstructure holding four 
color photos of the product is placed 
adjoining the fish and poultry case. 
The dairy cases are held at 36° F. 
while the frozen food cabinets main- 
tain a temperature of zero. 

Lined up across the rear of the 
store are 44 ft. of refrigerated pro- 
duce cases. On a side wall, within 
a feW feet of the fresh vegetables, 
are 20 ft. of frozen food cases. Here 
again mass display is used. Stand- 
ing about six feet high, the fresh 
produce cases have concealed fluores- 
cent lights as well as mirrors to 
increase the effectiveness of the dis- 
play. Produce is stacked at an angle 
for easy selection. Beneath the open 
display are storage compartments 
with two doors for each case. 

In the frozen foods section, where 
vegetables and fruits are displayed, 
the tops of the cases form an inter- 
esting selling feature. Instead of 
foods, there is a long row of the 
latest magazines. 

(Concluded on next page) 


Model 2 FDI 
25 Cubic Foot ~« 


Model 2 FDF (Blower) 
Also Available 


Reach-iIn_ refrigerators 
from 20 to 45 cu. ft. with 
either blower or ice cube 
maker coil. 
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Model 6-9 
ADD-TO 
Storage 

Refrigerator 


Special sizes of Stora:¢ 
Refrigerators now availab ¢. 


Manufacturers Agents 
wanted for 
several territories. 


GERATOR COMPAN 


Ss 


_ 


(Cor 
The 
sectio 
count 
ft. Of 
for sé 
specié 
right 
parat 
aire 
niche 
work 
tome! 
mercl 
36-38 
Alt 
gine 
store 
the i 


age V 


om ill =cr 


»i- : 4 - \ 
—EE Naa aan _ a eee aan aca _ 
es ah . = a w 1 @ Ms 
me ee a He “g : an | if a: | 
‘ eth ate. BE dan OES: allege Come 2 £ Sin Aeie OS See ee EE ae si 4 eh |. & i 
y TESS a ea a ot St iia. cae Se r. : r | 
oan pee oe ee 64) A, a OR eee ve é ij a 
ae * , one Pe — G4 ia aN ‘og  ¢ Am 4 { 
See : ~ teat: S Oo 0 lg Re a Tass 2 a RLS . doses _— 7 : _ 
a ay ' — Lwllgh vie sn y . ss y er be Mis i ad 2 : See See Puen tea ae ‘ iy . 
: “ ——~* % “Seger ae = cla. Vrarant i me : a ‘ , = ry ar ats: . 
r Se . x é 4 ae 3 2 Se ee lex ae’ 4 es" 9 CSS ; ie ell * 7 * -, Ns , ‘ 
: di ee: . 5. Vie oe ied 2 ee ‘ : fs a me Ra is :5 ca 
. fast Pe pes peat. ° & hae A i ff a em | . ees te as ie de Ak pte <a iy 
‘ ‘ ‘ BS eee Tt — 4 : ake é _ re : i 
ital ey ae 8 ee ges j ae - Me i jam , ra s even ’ es ers! 
Rice ae 2 faa ; . elgre ~ we —— ib } & — a ‘ : mS 0 27.3) i Te bd 
are : La . 3 ris ie # bs, ‘a ; ie Ree # a 3 odie > < 0 ay ~ ‘ H : 22 hs 
Re A ae : > oes bi — ¥ Fy is: “lh pe ae) et ah ; ts Pass te eit sty, tht ; 
Dar oaks oy? Shae ‘ cs a .e t — : pe i : " wanes Teeter cas et aad ae : 
Bisa PMR ons PO at >... ee at | Wiser, a a Te Eye oy tg by oN ee Th oh 
eam ss i a ee ens fo, CT 4 a cn sim : Ee eR ae as j 
ed a ean te) ee ae ae amt ‘ef} x ait ¢: my per ” ts é, Me gs PE Tae. ped Ae RS SN : a caieall " . es eo teat 5 re a —o 
on 45 752 ae 1 a i = gies YY eer oe ee : § wre Se a Nie RE ONS ee Ee ioe sx 
pi a x ee _ ‘sap Je E —_ -# 7 pr 4 4 E 4 aS e cn - ica 2 ee cea - ae ga Ss 
eh yeeet: Seams met i St ae. en ig ee oe ’ i ae " PF iy. Be ER ie as Se Oe: Bia ei ; 
et Y- F # » fs . Ss gl . 4 Ee Phe sige 2 a ee wm 0 = eure tick site alin seal , 
ae ee hy: oe 4 - f Me. 4 , i ae vy Pe fea 3 Bee ; tet BE al ‘s. oe rps a ve, ee aa ee 
efi 3 - ae": 6 ee te : cy i ——— ie —— 4 on miei ae, 7 C- a r 2 ee = iter aon 
* * “ igo P ie ee ef tig, egal bf ake ee eA oF 4 . Baca tesa 5 3 5. So en ee ae ath ea nN A 
vie d hy ex, ide é eA “i rh a f pe ; ae a , s } Et im rs Geet i rave." mF ee 7) ct aA 
wing ee “a age ; re Ma i sal er Seg ce. le a ae ee leh ies, mead Ai cm 
cae 2 wb. | es. p & ga “a ier re oN 4 se umm ae F Bare Des 5 * 
* E ‘ La Sape ! 3 ez i eh ns 
Pers, ee ; i —— t ss : 4 j of, Se eae - A»? 
5 i ¥ “i, aa eye Ree og’ : es , ‘ eS a es : ~w- 
. “ Wie o , Be ah b Bi con scetiae < 3 el’ 
: sel - 
uM |= 
aa LS 
Ee ls ' 
nae 
EON: 
Ete 
bee ts 
oF: 
ia 
a SE 
We he? 2 
+e “9 
Sear 
i a sass \ 
Shee 
et Fg 
x “ee | Rae Mey os ‘ ; . aay” errs egTIN RN a a oe 
‘E ty * 4 4 é ae tats ui al eae Phe meeps p(T ma ee y 
* a soe: oh fet nen ToS le 
2 Ps URE Ss =. 2 * : eter oe iis one aie : a 
if alten 2's xii ein a A Ae 4 az a oes ee gees : i ike ae Pole Satin aaah n 
a ia es, ee a eR ae peer 
Ee wine ‘ ace a)? 3 jas te ad ore seamen Eg Be i el ata RR es salem oe fe Rea 
‘* a ee | oS aes. 
aes ¢ Soo Tee | eRe na ela a acre ae oF as re ae = = 
ieee me arte Gam | =: CRIalmmama cn cotta * en, neat oe eee olny eee EY Ss ——— 
seid - a ek ee 2. > =e ee i See ee ein alah ee ee Re 
ara Rat. . Vireo oa WUC lly a nell ES Se enntinttandincs a gs ge ~ on <i eee ei ne a. e oe. 
ya se Ne re EE ale aa mites: ‘iene : “Gi Repeaiee NEN in. EC : Be ee ee ae 
a im I end oy Piet ci nn hm ng a. aie | ee 
—_* Pane Ss see... en: oa SE pina. 5. Soom onic ees Tae & es es a OS ee 
- ; * ‘ee a aes it inn i . chin pests 3 ~ eine come “ eRe rm: ce " < wee 5 ee hae ce Ser ee WO Sw 
ae PRS teed Cs Se os AN elie GAN ae RO Be ae © ee re, o* 
oF oan ey eae Ak —_ ane aa sae sentir rea “naman ne oer ae ee : ee ee ee 
weer > 7 = eile) preach dacs “4 ‘Se : tRNA rea AanAARAh dapsntinatnniewenssstnieraeys, ae ene slilrven ene BY Seg pase SA] ss eS a ree Boh. 5 . ; ee Sie Core 
re ie aes .-  , - ee i te csccsssssn IS ee — Baal Wits 
pao ak: + a. j atti. ¢ a “rh Rt Bee) es 
een : pas inn MM eR aoe y Ra see % ae wis aapbiacascedk: 
Se arr ie, - as aa a a ae oes oe Sel a wesc see 4 
wt 4 ari) Mish a lJ A ope 3 ae Bases Rots cena ee _ oe a os ag 
te : aan? 2 sean 6 ules ae ee oa & ee Sean : ‘ ae : aS - ‘ 
at ? = . = “e : Bee. : : ce : a 
iy ; ay ges i “f  & oS ee 7 ae 7 : : ay 
ee _— 2s at g aaa os he Ba : cs $e ; e OS ee x i S: 
ie . ._ i: Ce ds 4 oy ee at ie =e NG ee & , ep ae 
y = Be elites iviriniwbitoe. 68 4S. | e i = : : ‘ ee Be 
- & ; - | eS ; eae ies : ee i 4 
sera a s es I ee ‘ eo 2 eee : Se : = "ae ce aot ae 
S ae Me ile : Sey : Pe ee . ‘ < ‘ ‘ ‘ . : 
eh - 3 ars a a | Pee ae a ae = : SA 3 £m $ ~ BSS ao ae 
ie S. i sie ee ae . 3 * Bs z . a eae Se x 3 Be 7 : 
. a la ~ 4 ; : Bos os 2 : | be : i “Os, 
x . a % _« . = ao Ba a 
. “a es ’ ; Be. ee & a 4 - = » aa ——— —— SS : 
= aa, v2 pain a : ee : : = 2 ee ro ; ig 
4 ae aaa J ; at. : . 2 , 4 
ese Mins gra ws xs oe : : = ea i a Salk o 
‘ 2 _ weit > ve ateainnamse ag : = x - as 
tS =I a. a ae > ARS : ‘ ee : - Fe \ j 
-3 = eaten ne SE < 8 —_— oe : 
va ey bt oo ie a Ee : . a Be . ; se a 
— —— a Me ea RS a RE Be SEES ~ a ; 4 oe 4 3 rae 2 
cn; sti ee z gue é Sakae me 2 is % 3 s iar © : ~ ‘ eae ca “at ot, ea > ae 
. a ae aatuane mentee’ oe Sy ee ® f "eas 
7 eee oe : s oe Set Se es eee Gen 3 Ee ; BS oe ae 
5 tent, 20 peas ee ae Cae 
Dye a ea 3 3 ess SN eee gered Pos 
SS alates ne A : ae e i 
7 De Tae : S : ane ss ws 
-— ,; i ee bo ee . 
ee ~<Se a oa = i SCN OTRO oo sient oS ” - 
a, ran C—O = Se of mrs a 
12 | Ss = ee —caanesaslenannncecnsscccan . et ee . &S a 
a 5 rs 2 oa ‘ eas peepee — SS hae t . 
le sh oe ee Ee i eae = nn ees — " 
if } f . ‘ad eee ey * aS ee . <geeane ence ’ oe : , ity 
ot : aye I cena - ‘ = — er a { : 
S ie ree . Cell cement = a es en » } 
‘ aa ‘ — , poo ne ee eee Se 4 
ae * Mn a BS eal me an Fs ‘ eae a a : 3 | 
Per, id TT eae he : : sees Et ON Ree a a. { 
4 f # ; ;  ——€, daeiasneniece ste “a ee Re aa 
ek ie ii iegicn | pe een oR ent — ht F ; 
i ep 8 ata ors Pa ee os egy ae ——— es ' . 
OO a : | ener anes a eae : Soe SC Biss . 
2. an oo a * MS ay {aa at | 
; eee ‘ip: i ae ee : ‘ aan, “Se ae San ene ee | Ng 
: ; = ae ae = ; = oe ee ae PS cee BSS oy eek. an 4 Bree. 
. a . ee pone : Boo? alee as EAS So Gare . Seams, OS 
Pe ie po ei eal \ eS eee ae % 7 — airs = = oo ar Sie; ER ORCS Sar Oe . } _ | 
4 nn | : re. ei St Soe a ee * 
- os aes | ‘ | 
a —se : Po eS eee Be ok Se: | 
2 7 ae =< c : : ‘ & ete ain Giainy een Pan ‘te oy © ; 
x i ee ~ ve % = é ? . sa one ce zi ras ; : 
sy ea ate ‘ . . : : eee is ! . ee Saree ee ce 1 
pee ESy: i coe n Be 2 : be ei ee ee j 
3 ; Baie ea - i eee ‘ a Fo : ee Balas: * Be * tote ier | ees reg i 
oY _ eee x ° eee . + i > A este ae ; .. : ae tS 
rosy OM — a * x. at é " ~ Peel acute ‘ Sd ¥ + 
¥ me se" ; 4s - : ee 4 3 é : may $ ey Be 7 € < 
i) q ad Bet 4 ‘ Da * = i os we “a ge ea 
ie oie. Se ieee i ii! alae _ Seen 
; wi Vee i ty is et’ "ars od ue Cre . _ jo Se Se 
# in Oa, ee va, apes a aoe “ 2a bas . % : Se 
% Nis 9 iia gee e4 iat >| 1 
¥ ie a % —— ; ; } ‘ 
= 4 Be % wm ha ——rr <a Sen ee = 
x * ‘ * " a : x Se SF oe 3 g 
‘3 : Reel a = . i 4 ; 
: ee ae | : 
ig s $ Be a - 
i aes = 
#4 * i Se] ae 
; ag i ’ a 
joer. ee ae FY Re 
< ; ae Ey 
is . s 
f i : 
Be i * Te 
= eek | iB 
eae . ~~ | oes 
q Rae. i ues | 
ee Ps > . 
. od be, +a > | P 
3 es po 
hes a) a i pe ee =p ae anew il 3 
: Pe ’ 
| -_— 
am : z . 3 
Mss . Se a : Me y , ”, >? - ; 5 ad a ,. oC a 5 M ’ f : " al 
4 £ , . : 2 a \ Ee ob Me om J r es 
“ ~ y - - —_ = i - ¥ we Aa - et afel) ac —e 


e. 
mir ‘ors 
led dis- 
as cleo. 
ckec on 
els hold 
rovicling 


s a 10. 
zen fish 
angled 
ice ice 
cabinet 
1g four 
3 placed 
‘yY Case, 
36° F. 
main- 


of the 
ed pro- 
within 
etables, 
s. Here 
Stand- 
> fresh 
fluores- 
‘ors to 
he dis- 
1 angle 
open 
tments 


where 
played, 
 inter- 
ad of 
of the 


) 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 10, 1950 


25 


seli-service counter. The conveyor 


tunnel beneath the store. 
* 


A outcher places a tray of meat on the 37-ft. 
mo.or-driven conveyor that will take it to the 


runs in a 


Backbone of Supermarket’s Speedy Service 
ls 3-Room ‘Refrigeration Center’ at Rear 


(Concluded from preceding page) 
There is also a special delicatessen 
section at the side of the check out 
counters. This centers around a 10- 
ft. open case, similar to those used 
for self-service meats. Here are such 
specialties as potato salad prepared 
right in the store. To help this pre- 
paration, an apartment size Frigid- 
aire electric range is placed in a 
niche behind the case and a small 
work table is used to impress cus- 
tomers with the freshness of the 
merchandise. A temperature range of 
36-38° is maintained in the open cases. 
Although the customer, might ima- 
gine he sees the major part of the 
store in his shopping tour, there is 
the important preparation and stor- 
age work constantly going on in the 


back of the selling area. A_ three- 
room refrigeration center is the back- 
bone of this work. 

There are separate rooms for meat, 
fresh produce, and frozen foods. The 
meat cooler, 22-ft. square, is large 
enough to hold hundreds of pounds 
of freshly dressed beef and pork on 
large monorail conveyors. Butchers 
prepare the meat here then send it 
by conveyor to the serving area. To 
maintain the 34° F. temperature, six 
gravity coils, each rated at 370 B.t.u. 
line the ceiling. 


For holding frozen foods, a 6 by ‘ 


12-ft. double doored room is_ used. 
Here the zero temperature is held 
by a Kramer Thermobank cooler 
mounted on the ceiling in the center 
of the room. 


 Conpeeme Water Later Floods Roof for Cooling 


¢. sik . 
: - a 7 re 3 3 a 


Winco 


Part of the battery of 11 compressors operating the refrigeration at 

Liberal supermarket. After water has been used to cool the compressors, 

it moves through large pipe in center to flood the roof and thus keep 
the store cooler. 


* ._ARGE 
*RODUCTION 
APACHTY .. + 
0 complicated | 
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Be ity in Design ... plus... 


an the storage capacity to meet a 


2809-17 Losey Blvd., So. 


RIDE THIS SUMMER'S HEAT | 
WAVE-WITH THIS PROVEN 
PROFIT MAKER!! 


L\ CROSSE ICE CUBE MAKER... 


Ev -y feature your customers want most is found in the La Crosse 
Ie Cube Maker. ECONOMY .. . 6¢ per bushel for perfect Ice Cubes. 
Efficiency in Operation. With a large 
Pr _uction capacity turning out the perfect cubes your customers demand 


CK SSE ICE CUBE MAKER is your guarantee of customer satisfaction. 


LA CROSSE COOLER CO. 


® GREATER 
STORAGE 
CAPACITY... 
1025 cubes plus 
336 cubes in trays 


® DESIGNED FOR 
ECONOMY 


large business volume ... the LA 


La Crosse, Wisconsin 


Export Representatives: Melvin Pine & Co. 
Cable Address: Eximport, 80 Broad St., New York 4, New York 
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Fresh produce cases are lined up across the rear 


of Liberal supermarket in Dayton. 
fluorescent lights within the cases give added 
punch to the display. 


Mirrors and 


Refrigerant tubes dive 
from the compressor room to the selling area. 
When they reach the main part of the store, they 
branch off in concealed trenches to the cases. 


Meat Conveyor and Refrigerant Lines In Tunnel Under Store 


into a tunnel leading 


For fresh produce, another large 
room, measuring 16 by 12 ft. is used. 
A temperature of 40° F. is held with 
two Frigidaire forced air cooling 
units mounted on the ceiling supply- 
ing the correct temperature. 

Since the entire structure is all on 
one floor, a separate room for the 
battery of compressors was con- 
structed. This is an integral part of 
the over-all layout but is entered 
from the outside. In the compact 
space measuring 6 by 16 ft. are 
seven compressors. 

A tunnel leading from the room to 
the back of the selling area carries 
the refrigerant tubes in iron pipes 
and also has four other compressors 
installed in it. When the tubes reach 
the selling floor, they branch off in 
small trenches concealed beneath 


the asphalt tile to the cases. Thus, 
no connections to the cases are vis- 
able. 

All the compressors are water 
cooled reciprocating Frigidaire units. 
They include a %-hp. unit for the 
delicatessen case, one 1-hp. unit for 
the frozen food holding room, and 
two 1%-hp. units, one for the pro- 
duce holding room and one for the 
10-ft. frozen fish and poultry case. 
There are also two 2-hp. units split 
between 18 ft. of the dairy display 
and 22 ft. of the meat display. 

Rounding out the installation are 
five 3-hp. units supplying the meat 
cooler, the produce display, the 20-ft. 
frozen vegetable display, 24 ft. of 
the dairy section, and 33 ft. of the 
self-service meats. Total capacity is 
23 34 -hp. 


units 
made 
other 


In the compressor room, the 
are mounted in a double tier 
of angle iron. Electrical and 
controls are grouped on side walls 
while both the controls and com- 
pressors are clearly labeled with 
white paint. Automatic defrosting is 
accomplished by time clocks on the 
electrical controls. They defrost the 
cases for two 1-hour periods in each 
24 hours. 

An interesting use is made of the 
used water after it has cooled the 
compressors. Through a large pipe, 
the water is forced onto the roof of 
the building in the summer. Flooding 
the entire roof, the water performs 
a type of cooling. 

It is estimated that this flooded 
roof is equal to about four or five 
tons of air conditioning. Since this 


‘would not cool the entire selling area, 


four 5-ton packaged units are 
scheduled to be installed with in the 
near future. 


Erie Store Doubles Space By 
Taking Over Entire Building 


ERIE, Pa.—The Shaw radio, tele- 
vision, and appliance store at 13th 
and Parade Sts. has been expanded 
by taking over the entire building 
at that location, doubling the space 
it previously occupied. 

The added floor space is being used 
for expanded display and demonstra- 
tion, according to Irvin Shaw, pro- - 
prietor. 


Collins Opens New Quarters 


NORTH MIAMI, Fla.—Harley G. 
Collins has opened his new Frigidaire 
appliance store at 693 NE. 125th St. 
For the last 21 years his store has 
been located at 7920 NE. Second Ave. 


SUPER-COLD 
YEARS AHEAD AGAIN 


with the 
NEW 


Sales 
Magnet 


con 


Here’s the case grocers have been wishing for...a produce re- 


frigerated case that becomes its own storage cooler within 60 
seconds! And new... New... NEW... weather WIZ air condi- 
tioning that keeps vegetables and fruits garden-fresh with that 
morning dew appearance for days! Just 
two of the many sales features of this new 
case that will make your sales curve run 
off the top of the sheet. 
Just look at a few of these features: 


MULTIPLE MASS DISPLAY 
Display space larger than ever. Plus 
. mirror back and stage design that gives an 

illusion of extra mass, extra beauty. 


EASY-TO-ARRANGE RACKS 
Heavy duty display racks easily lowered 
or raised to different display positions. 

EASY TO KEEP CLEAN 
Racks remove easily. Bottom pan assem- 
bly has price tag rail. Bottoms quickly, 


easily cleaned. 


finned cooling coil. 


e Endless line-up without removing 
ends, brilliant cool fluorescent flood- 
lighting, special non-shattering plexiglass 
stop draft end wings, return air duct from 
display compartment, and extra large 


letterhead today. 


Super-Cold liberal 
franchise. 


THE SUPER-COLD CORPORATION 


1020 EAST FIFTY-NINTH STREET . 
CABLE ADDRESS: “SUPERCOLD” 


GUARDIAN OF 


Toe” al 


LOS ANGELES 54, CALIFORNIA 


COMPLETE FOOD STORE REFRIGERATION UNDER ONE GREAT NAME 


= 

rs 
~ 
=< 


@ A MASS DISPLAY OF PRODUCE BY DAY BECOMES 
ype 


a 


STORAGE 
COOLER 
BY 
NIGHT 


There are many other features about this case you will want to 
know about. Find out now. Fill in coupon and clip to your 


DEALERS AND DISTRIBUTORS 
Again and again Super-Cold is out in front with sales designed, 
dependably engineered commercial refrigeration. You're ahead 
all ways always with Super-Cold. Get the facts now about a 


THE SUPER-COLD CORPORATION 
1020 E. 59th St., Los Angeles 54, Calif. 


Please send me information about the 
new Super-Cold display cases and the 
new liberal Super-Cold franchise. 


Name 


Address 


City 


State 
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Represents Servel In West 


CARL L. OLIN 


* * * 


EVANSVILLE, Ind.—Appointment 
of Carl L. Olin as manufacturer rep- 
resentative for Servel refrigeration 
products in the West Coast territory 
has been announced by O. J. Dail, 
general manager of the Electric Re- 
frigeration Div. of Servel, Inc. 

Olin has been associated with the 
Servel factory organization in vari- 
ous sales and service capacities since 
1926. In recent years he has served 
as western manager. 

In his new agency operation, Olin 
will supervise sales and service ac- 
tivities for Servel in the West Coast 


area. His office and warehouse 
address will be 431 Colyton St., c/o 
Servel, Inc., Los Angeles. 


Honolulu Growth Prompts 
Dealer To Build 4-Stories 
With Air Conditioning 


HONOLULU, T. H.—A completely 
air conditioned, four-story appliance 
store, which is the equal of anything 
on the “mainland” was opened here 
in early March, when Easy Appli- 
ance Co. completed its beautiful new 
building in the downtown section of 
Honolulu. 

The firm has been retailing appli- 
ances in the islands for more than 
25 years, under direction of presi- 
dent Peter H. Fukunaga, and G. G. 
Geoffroy, sales manager. Decision to 
build the huge appliance store was 
predicated on the swift growth of 
Honolulu as a population center, ac- 
cording to Fukunaga. 

The new building is constructed of 
concrete and steel, with a 25-ton air 
conditioning system cooling the first 
floor and basement. The first and 
second floors are fronted with plate 
glass, doubling the amount of dis- 
play space available with the 75-ft. 
front. On the second floor are music 
studios and offices arranged in a 
circle around a rotunda. On the 
third and fourth floors are private 
offices, while in the basement and 
the rear of the first floor are com- 
plete operating model kitchens, auto- 
matic home laundry equipment, as 
well as other items. 

The company, which is franchised 
with Norge, Chrysler Airtemp, Deep- 
freeze, and other nationally-known 
lines, has assets of more than 
$750,000, the announcement further 
stated. 
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PAT. NO. 2,297,928 


Save water! Save space! Save installation time and money! 
Save operating costs! Yes, install Governair and save from 
$50 to $200 for each ton of the completely packaged 
Governair unit designed to fit your needs! 


Experience proves Governair can save you up to $5,000 
on a 50-ton Governair unit that gives greater dependability 
and more “engineered efficiency” than ever before! 


If you want the best—if you want the most economical 
and reliable air-conditioning unit on the market ... CHOOSE 


GOVERNAIR and SAVE! 


EVAPORATIVE 


AR CONDITIONERS 
CONDENSERS 
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COMPLETELY PACKAGED 
AIR CONDITIONER 


BLAST COILS FOR 
HEATING & COOLING 


UNIT 
COOLERS 
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What’s Happening 
On the Room Cooler Front 


UsAirco Unit , eatures 
‘Instant Change’ Filter 


MINNEAPOLIS—A new 1950 %- 
ton model UsAirco window-type 
room air conditioner was announced 
recently by United States Air Condi- 
tioning Corp. 

The latest model is “smartly styled 
in new graceful lines with a rich 
wood-grain finish,” according to L. 
P. Hanson, vice president in charge 
of sales. 

User convenience has been stressed 
in the 1950 model, Hanson said, with 
an “instant-change” filter that can 
be slipped out and replaced in a 
matter of seconds, without opening 
the cabinet. 

Described as “extremely compact,” 
this %-ton model has the same di- 
mensions as the %-ton unit except 
for its 2-in. greater height. ‘Careful 
engineering of both units has elimi- 
nated every possible inch of waste 
space,’”’ Hanson declared, adding that 
1950 UsAirco models project only 
11% in. into the room. 

Each window unit carries a five- 
year warranty. UsAirco will replace 
faulty parts, pay shipping charges, 
and installation costs up to five 
years after purchase. 

Both % and %-ton models fit 
standard windows and are offered 
for either 110-volt or 220-volt, 60- 
cycle operation. 

Adjustable fresh air intake and 
ventilation with or without cooling 
is made possible by two controls on 
the top of the cabinet. One knob ad- 
justs the fresh air damper. The 
other has three positions. 1) cooling 
and ventilating; 2) ventilating only; 
3) both off. This three-way control 
permits ventilation in winter with 
the cooler shut off. 

“Cooling coils are newly-designed 
to increase efficiency not only in cool- 
ing, but in dehumidifying,’ Hanson 
said. “More than 10° temperature 
difference between inside and outside 
temperatures is achieved as well as 
dehumidification of the air. 

“A centrifugal blower is used 
rather than a propeller type fan 
since less noise and more efficient 
circulation without draft is achieved 
by the blower. 

“The unit will perform satisfac- 
torily with outside temperatures up 
to 115° F. All moisture condensed 
from the air is disposed of under all 
conditions in cooling the condenser. 

“Refrigerant circulation is con- 
trolled by an expansion valve rather 
than a capillary tube, resulting in 
automatic increase of capacity at 
higher room temperatures. The valve 
also enables the system to be self- 
adjusting to variations of outside 
weather, preventing frosting under 
adverse conditions.” 


Jacksonville Plant Will 
Be Partially Air Cooled 


JACKSONVILLE, Fla — Contrac- . 


tors are ready to commence work on 
Jacksonville’s largest new post-war 
industrial plant, a $2,000,000 develop- 
ment for Lloyd A. Fry Roofing Co. 
and Trumbull Asphalt Co. at Atlantic 
Coast Line Export Terminals. 

The south end of the 1,033-ft. 
building, which is 150 feet wide, will 
be air conditioned, according to con- 
struction superintendent James J. 
Casey. 


New Appointment for Obert 


PHILADELPHIA—Appointment of 
W. L. Obert as assistant sales man- 
ager for distributor sales has been 
announced by Walter M. Schwartz, 
Jr., president, Proctor Electric Co. 
here. 

Obert joined the advertising de- 
partment of Proctor in 1946 and has 
been responsible for many of the 
company’s promotional activities. 


Frigidaire Model Extends 
Only 13 In. Into Room 


(Concluded from Page 1) 
price of a smaller model (ARL-50) 
with about % ton capacity is $292.50. 

These room units are completely 
self-contained, requiring only an elec- 
trical plug-in connection to operate. 
They will fit into nearly any double- 
hung window and under normal 
conditions can be installed in an hour 
or even less. 

Something completely new in the 
way of styling has been incorporated 
into Frigidaire’s new ARM-100 win- 
dow room air conditioner. Complete 
with two separate Meter-Miser re- 
frigerating systems, new steel cases 
have been designed so that the unit 
extends only 13 in. into the room. 
The new models are only 28% in. 
wide, 31% in. deep, and 16% in. high 
(including the mounting frame). 
They are especially designed to fit 
double-hung windows from 29 to 56 
in. wide. 

A recessed control dial adds to the 
unit’s smart, modern appearance. A 
new and more attractive grille with 
adjustable louvers directs air to any 
part of the room. There are five 
full-length vanes which can be moved 
manually to direct the air flow to any 
part of the room for uniform dis- 
tribution of air. 

Another new feature is the special 
filter arrangement. The filter slips 
out through the bottom of the case 
in a matter of seconds, without the 
necessity of raising the window. The 
filter, proper, is full-length and full- 
height, of the spun glass type. Oil 
coated, it is located directly in front 
of the cooling unit and above the 
room air inlet. 

One of the Meter-Miser condens- 
ing units supplies adequate capacity 
to cool a room during the night or 
in temperate weather. However, dur- 
ing extremely hot days both can be 
operated simultaneously to cope with 
the increased air conditioning load. 
A thermostatic control, available if 
desired, will provide a completely 
automatic operation for one of the 
two systems. Air is circulated at a 
rate of 300 c.f.m. and the ventilating 
control will admit fresh outside air 
up to 50 c.f.m. 

The new ARM-100 room condition- 
ers are equipped with a new heavy- 
duty mounting frame which provides 
more rigid support. There is a single 


pressed-steel plate which is locked © 


securely to the window sill by unique 
clamps. Durable metal panels pro- 
vide an airtight seal between both 
sides of the unit and window frame 
on both models. Special rubber seals 
assure a snug fit across the top be- 
tween the sashes. 

Of welded steel construction, model 
ARM-100 is finished in two-tone grey 
enamel that blends with almost any 
decorative scheme. The smaller air 
conditioner is also finished in har- 
monizing grey and is operated by a 
single Meter-Miser refrigerating sys- 
tem, circulating cool air at a rate of 
200 cf.m. Fresh outside air is 
introduced up to 35 c.f.m. 


House of Bailey Plans Move 


UTICA, N. Y.—The House of 
Bailey, 117 Eagle, furniture and ap- 
pliance store, will move to Whites- 
boro about May 1, according to 
Harry Bailey. The firm has _ been 
located at the Eagle St. address for 
the past 10 years. 


Ajax Mobile Nesiiitn ‘er 
Rolls on Rubber Whe al; 


CHICAGO —A_ small, %- ap, 
water-cooled air conditioner that can 
be wheeled from room to room has 
been put on the market by A jax 
Corp. of America here. 

Called the Ajax Mobile Roomaster, 
the unit is provided with a _ 2!)-ft. 
length of Goodrich three-way Koro- 
seal tubing. The user connects one 
end of the tubing to a convenient 
water outlet, such as the kitchen, 
bathroom, or a basement faucet. Or 
unit may be installed permanently. 

Capacity of the unit—Model AC. 
75W—is given as “well over 8,000 
B.t.u. per hour.” Water consumption, 
according ta the company, is ap- 
proximately 30 gals. per hour. 

The Roomaster is 28 in. high, 18 
in. wide, and 17 in. deep. It is com- 
pletely encased in vinyl plastic 
Fabrilite by duPont and is available 
in two colors—walnut and cream. It 
rolls on rubber composition wheels 
which are hidden from view. 

The conditioner is powered by a 
Servel hermetically-sealed compres- 
sor unit. A three-way control knob 
permits fan and compressor to op- 
erate together or the fan separately. 

In its cooling operation, the 
Roomaster draws air from the room, 
passes it through a spun-glass filter, 
then through the cooling coil in the 
top section, and out into the room 
through the directional grille on the 
top of the cabinet. 

The conditioner operates on 110- 
volt, 50 or 60-cycle alternating cur- 
rent (capacity is reduced 10% when 
operating on 50-cycle current). Its 
net weight is 192 Ibs. 


INFORMATION IN A HANDY FORM 
- NOW READY 


Audels_ Refrigeration 
and Air Conditioning 
Guide. Highly en- 
dorsed for Engineers, 
Servicemen, Shopmen. 
Covering modern Prin- 
ciples, Servicing, Op- 
eration & Repairs of 
Household, Special, 
Commercial & Indus- 
trial units. Including 
Freon, Quick Freezing 
Lockers, Water Cool- 
ers and Air Condition- 
ing Systems 

ANSWERS 
YOUR QUESTIONS 
1280pages,46chapters 
All Fully Illustrated 
and Indexed 
for Ready Reference 


$ 

4 COMPLETE @ PAY ONLY *1 A MONTH 
oot tu solacst tte aaa NBk FSET TS 
AUDEL, Publishers, 49 W. 23 St., N. Y. 10 
MAIL AUDELS qf REPRIGEnATION WPS ve. ae — 


AUDELS 


'RIGERATION 


CONDITIONING GUIDE 


f 


ih 


/ 


Femmit $4 monthiy until ad Sent ee She “Stherwisel 
Name. -- 
Occupation - 

onan wooo! Roll 


TURN SURPLUS INVENTORY 
INTO READY CASH! 


TRACO 
BUYS- 


REFRIGERATION INVENTORIES 
ANY QUANTITIES 
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ALSO—Send for free 
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brand name Items at 
sensational savings. 
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SEND LIST OF ITEMS FOR OUR QUOTATION 


TRACO Industrial Corp. 


455 W. 19th Street, New York 11, N. Y. 


PHONE! «© WIRE! 
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(o itinuous Operation at 
(oistant Suction Pressure 


I the early days of mechanical 
refi geration, and to some extent 
tod y, the flow of liquid ammonia 
war regulated by a hand expansion 
yal'e, usually of the needle-valve 
typ. It was located at the entrance 
end of the evaporator coil in the 
coli storage room or brine tank. 

Except for short shut downs for 
oilig, cleaning, or minor repairs, 
the compressor ran continuously day 
and night. On some installations 
having more than one compressor, 
piping and valving arrangements 
were provided, so that one compres- 
sor could be shut down for extended 
repairs, or in case one or more rooms 
were shut down for disuse. 

In the latter case, the liquid re- 
frigerant was cut off from the evapo- 
rators in those rooms that were shut 


Refrigeration Problems 


and their Solution 


by Paul Reed 


down, by fully closing their respec- - 


tive expansion valves, or other shut- 


off valves in the liquid lines to those 


rooms. 


TEMPERATURE REGULATION 
BY VARYING AMOUNT OF 
LIQUID REFRIGERANT 


The point is, that temperature 
regulation in the various rooms was 
not obtained by starting and stopping 


@ 
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RADIAL FLOW DEHYDRATOR 


e@ leak-proof, burst proof! 
One-piece copper construc- 
tion; uniform heavy wall 
thickness; forged flare 
nuts; seal bonnets. 

@ Provides maximum dry- 
_ for each pass of the 
refrigerant. 

@ Sizes 4 to 30 cubic inches. 


Write Dept. 46 for illus- 
trated catalog. 


TECHNIFLEX cCoRpP. 


PORT JERVIS. N. Y 


MOTOR-BASE 
ADAPTERS 


A set of Motor 
adapters makes that 
new motor = sale 
Possible. The adap- 
ters do the trick. 


SERVICEMEN SEE YOUR JOBBER 
Motor Adapter Corporation 


4730 JOY ROAD 
DETROIT 4, MICHIGAN 
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For Service and Installation Engineers 


the compressor, as is the custom with 
most present-day automatically and 
thermostatically controlled installa- 
tions, especially of the smaller sizes. 
With the compressor operating con- 
tinuously, temperatures in the vari- 
ous rooms or brine tanks were regu- 
lated by varying the amount of am- 
monia to the evaporator in the room 
to be controlled. 

By opening the expansion valve a 
little wider, more liquid ammonia 
was let into the evaporator, and this 
made more of the evaporator active. 
With the same heat load, this gave 
a lower room temperature or allowed 
a greater heat load to be carried 
and still maintain the same room 
temperature. 

For example, in a small ice and 
cold storage plant there are four 
storage rooms and a brine tank all 
on one ammonia compressor. Nor- 
mally, the suction pressure is 20 
p.s.i.g., which corresponds to a little 
over 5° F. Thus, all of the active 
surface of the coils in the rooms is 
at 5° all of the time. By active 
surface, is meant the part of the 
evaporator coil in which liquid am- 
monia is being evaporated, not the 
part beyond the active surface filled 
with superheated ammonia vapor. 
This superheated part may be 
frosted, although not as_ heavily 
frosted as the active surface, but it 
is not contributing very much to 
refrigerating the room. 

It is not necessarily true that all 
of the rooms are coiled the same; 
that is, per square foot of room 
there may be different amounts of 
available coil area. One room, which 
is the low-temperature room, may 
be coiled heavily (high ratio of coil 
to room size). Other rooms may 
have less coil surface in proportion 
to their size. 

With the expansion valve on the 
low-temperature room open wide 
enough to make the entire coil active, 
the room may be held at 20° F.—a 
temperature difference of 15°. 

If the expansion valve is closed 
somewhat, less of the coil is active, 
the temperature rises, say from 15° 
to 25°, and the room temperature 
likewise rises from 20° to 30°; so 
temperature regulation in the room 
may be secured by regulating the 
expansion valve, for this varies the 
number of active coils of the evapo- 
rator. 

This variation of temperature and 
load may cause some variation in 
the suction pressure of 20 p.s.i.g., 
and consequently in the temperature 
of the 5° active coil. How much the 
variation in the load affects the 
suction pressure and temperature 
depends upon how much variation 
there is in the load, and also upon 
how big the room is in relation to 
the total load. If the room only 
constitutes say, 10% of the total load, 
even wide variations of load or tem- 
perature in that one room will not 
have much effect on the total load 
or on the suction pressure. 

If the total load falls off consid- 
erably, the suction pressure drops, 
so the amount of liquid ammonia be- 
ing fed by the expansion valve or 
valves is more than enough to main- 
tain temperature. Due to the excess 
liquid ammonia, more of the coils 
become active, and, in fact, they 
may frost out on the suction line 
clear back to the compressor. 


DIFFERENT ROOM 
TEMPERATURE WITH SAME 
SUCTION PRESSURE 


The foregoing discussion was for 
the purpose of showing how it is pos- 
sible to have various temperatures 
in separate rooms on a system, even 


SALES ENGINEER WANTED 


C d established concern in air conditioning and commercial refrigera- 
ti a field, located in Los Angeles, is looking for a fully experienced 
S es engineer. Must be able to create, organize and direct sales 
© d to handle key accounts himself. All inquiries will be treated 


¢ nfidentially. Reply 


Box 3456, Air Conditioning & Refrigeration News 


, 


_ temperature difference, 


though the suction pressure is the 
same throughout the system. In this 
example, it is shown that different 
room temperatures may be obtained 
by varying the ratio of active evapo- 
rator surface to the room size. 

Increasing this ratio reduces the 
so if the 
evaporator temperature remains con- 
stant, the room temperature will be 
less. Thus, to carry the room colder, 
the amount of active coil surface is 
increased. 

It is possible to vary the tempera- 
ture in any one room from time to 
time by regulating the expansion 
valve to give more or less active 
evaporator surface. However, it is 
not economical in first cost to carry 
higher room temperatures by reduc- 
ing the ratio of active evaporator 
coil to room size or load. 

Dving this has a bad effect on 
humidity conditions. A low coil ratio 
means a high-temperature difference 


between the coil and the room. To 
,— 


maintain the necessary room tem- 
perature, a high-temperature differ- 
ence requires a low coil temperature. 
The room air is excessively dried by 
contact with the low-temperature 
coil, so the humidity of the room air 
is low, foods lose weight, and their 
surfaces become dried and darkened. 

This very low coil temperature re- 
quires a low suction pressure. Low- 
ering the suction pressure of a com- 
pressor lowers its capacity and effi- 
ciency, and increases the cost of 
operation. Also, a low suction pres- 
sure requires greater displacement of 
the compressor than a higher suction 
pressure, so a larger and more expen- 
sive compressor must be used than 
would be needed at a higher suction 
pressure, 


LOW COIL RATIOS INEFFICIENT | 


AND UNECONOMICAL 


In cold storage warehouses, the 
original cost of the equipment and 
the operating cost each run _ into 
many thousands of dollars, and both 
are very important factors in the 
successful operation of these estab- 
lishments as businesses. The instal- 
lations are carefully designed and 
laid out. To obtain several different 
temperatures, they provide several 
compressors operating at different 
suction pressures. For low tempera- 
tures, they may even use “booster” 
compressors to give two-stage opera- 
tion, thus further increasing the 
efficiency and reducing the cost of 
operation. 


These same principles that apply 
in large equipment, apply also in 
small equipment. High humidities, 
low first costs, and low operating 
costs, require proper balancing of coil 
surface to refrigerator size and load, 
and to the size and displacement of 
the compressor. 

Expansion valves must be adjusted 
to maintain fully active coils. This 
is a first must for proper operation, 
and yet this is a rule that is so often 
disregarded. A partly active evapo- 
rator is a common fault too often 
overlooked by the service engineer. 


THE GOLDEN RULE OF 
REFRIGERATION 


The old rule in refrigeration “Keep 
your head pressure down, and your 
suction pressure up,” requires a fully 
active evaporator, a low-temperature 
difference between the evaporator 
and the refrigerated air (or liquid), 
and a proper balance between the 
evaporator and compressor capacities 
at the highest suction pressure. 

On all jobs, be sure that the ex- 
pansion valve is feeding the coil 
fully. You will be surprised how 
many ills this rule will correct. 


More Dallas Air Conditioning 


DALLAS — A modern, $500,000, 
three-story office building for physi- 
cians and dentists will be erected on 
Gaston at Adair here. It will have 
year-round air conditioning. 
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tomized Air with Directional-Flow _ 
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SELF SERVE 
. 


*Yat. applied for, 


Model 2806 is a multiple deck, six-foot refrigerated 
display case without the mirrored superstructure of 
Model 2906. Both cases can be installed as single 
easily joined for continuous displays. 


units or 


~ dealers: 


\=s 


ale ld 
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Model 2906 Open, self-serve display case occupies only 


pom, Be oS ly 


six lineal feet of floor space, yet has almost 25 sq. fit. 
of refrigerated and non-refrigerated selling display space. 


Illustration 


ing costs. 


better for your customers. 


Sherer has the complete line, the prices, the name (@S)E0/E RICE 
and the promotion to make '50 a befter year for ——T 
you. Write today for franchise information. 


- SHERER-GILLETT CO. | 


Marshall, Michigan _ 


shows two joined for continuous display. 


Sherer Model 2906 and 2806 Open, Self-Serve Display Cases will open 
the door to new sales for you. Their amazing story of lower operating 
costs will convince prospects—change them into customers. 


Due to an exclusive new refrigeration application, these Sherer 
cases maintain constant food-preserving temperatures using only a 
Y, H.P. condensing unit (in 90° room) instead of the usual 34, 
to 14 H.P. units. Your customers want these savings in operat- 


A scientific new coiling system* directs the flow of air over, 
around and through the merchandise so there is no spillage. 
Cooled air is recirculated without loss. This means less running 
time is necessary to operate these new SHERER cases with this 
amazing new coiling system, even with a Y4 H.P. condensing unit. 
This is another Sherer first resulting from constant efforts to give 
you refrigerator cases that will sell easier because they perform 


—d 
—— 
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for trouble-free service on 
HOUSEHOLD REFRIGERATORS and FREEZERS 


To insure complete customer satisfaction on every control 
B - it ht with Ranco Refrigeration 
You'll do the job easier, faster, make greater 


replacement jo 
Controls. 


profits—for call-backs are eliminated. Ask 
wholesaler to show you the complete line of dependable, 
precision-built Ranco Replacement Controls . 

exact replacement of all house- 


and types for general an 
hold and freezer controls. 


PAP RRRRREREREREERER EERE 8 Y 


Kanco Duc. 


OHIO 


COLUMBUS I, 


your Ranco 


. .. models aie g 


RJ-3110 


y 


“ CHECK WITH 


Kanto FIRST 


@ specialists in 
refrigeration 

@ dependability 

@ greater customer 
satisfaction 


4 o nga controls 


@ less stock to carry 
@ more profit for you 


World’s Largest Manufacturers of Refrigeration Controls 
more than 20,000,000 controls now in use 
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‘Jacke the Genius... Solver of Senuice Protlems’ 


Hi! JACK-HOW’'D YOU LIKE TO GOFOR A RIDE UP IN 
THE MOUN TAINS. | HAVEAFREAK UP AT THE 

at TRAIL CAFE. A REFRIGERATION UNIT THAT 
vid WILL FREEZE BUT WON'T RUN. 


GLAD TO GEORGE 
THAT SHOULD BE || 
INTERES TING 


GL bd ha Fe 


wel r1geration 
yOouU SEE THE WATER 1S EXACTLY 45° THEREISALSO A 
PIE CASE ON THE SAME UNIT THAT HOLDS ITS 
TEMPERATURE PERFECTLY. BUT THE COMPRESSOR 


THE OLD WATERCOOLERS FROZ 
THE SYSTEM WITH WATER. ( 
NEW TEMPRITES. HE INSISTED 


4 
= 
m 
< 


WAS THE WAY |} ORDERED 


E UP AND FLOODED 
INSTALLED TWO 
THEY BE SET 
FOR 45° WATER TO PREVENT FREEZING.SO THAT 
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IF THE PIE CASE WASNT TIED IN 
RUNAT ALL. YOU SEE THE WAT 
INTO THOSE COOLERS AT 42? 
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ONLY RUNS TWICE ANHOUR AND THEN ONLY FOR JHEAT LEAKS IN FROM THE SURROUNDING AIR 
AMINO TE OR TWO __AATO KEEP THE PRESSURE UP TO T ° LEVEL 
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se 
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1950 Edition of ASHVE Guide Revised 
To Include Results of Recent Findings 


NEW YORK CITY — Thoroughly 
revised and brought up to date with 
current practice and the latest re- 
search, the 1950 edition of the Heat- 
ing, Ventilating and Air Conditioning 
Guide has just been issued by the 
American Society of Heating and 
Ventilating Engineers. 

The guide contains a 1,024-page 
technical data section and a 396-page 
catalog of the latest manufacturers’ 
products, and is the most extensive 
issued thus far. 


The guide committee was assisted 
in collecting and compiling the latest 
information in the field of heating, 
ventilating, and air conditioning by 
more than 35 other society members 
who are recognized authorities in 
their branch of the art. 

The 50 chapters of technical data 
in this, the 28th edition, have been 
rearranged in seven groups for con- 
venient reference to closely related 
material. 

The groups 


are: fundameritals, 


' ROTARY SEAL , 


REPLACEMENT UNITS 


@ Simple in Construction 


@ Easy to install 


.. you get all these important features 
in 19 years of time-tested, performance- 
proved ROTARY SEALS...A 
complete line of sizes. 


UNIT 
NO. 4120 


900 MODELS 


W Economical 


¢ Efficient in operation 


mechanical 


 % 


seals 


CHICAGO 14, ILLINOIS, U.S.A. 


CANADIAN AGENT: 2025 ADDINGTON AVENUE 


human reactions, heating and cool- 
ing loads, combustion and consump- 
tion of fuels, systems and equipment, 
special systems, instruments, and 
codes. An extensive cross-index is 
also provided. 

Easy reference to prominent manu- 
facturers and their latest products 
available for use in heating, ventilat- 
ing, and air conditioning systems is 
provided in the catalog section. Avail- 
able equipment is listed under a 
variety of headings in a cross-index 
in this section. 

A review of the new edition shows 
many major improvements. The 
ASHVE Comfort Chart in the chapter 
on physiological principles, has been 
revised to agree with information 
obtained from most recent ASHVE 
and cooperative research. The infor- 
mation resulting in a change of the 
Comfort Chart is discussed in the 
chapter. 

Data on effect of high tempera- 
ture and humidity on individuals in 
hospitals, and a discussion of air 
sanitation, have been added to the 


chapter on air conditioning in the | 
prevention and treatment of disease. | 


The tables showing permissible 
limits of air contaminants in the 
chapter on air contaminants have 
been brought up to date with the 
latest recommendations of the Ameri- 
can Standards Association and the 
American Conference of Govern- 
mental Industrial Hygienists. The 
number of contaminants listed has 
been increased. 

Air leakage and natural ventila- 


tion are treated in the chapter, ‘“In- 
filtration and Ventilation.” A section 
has been added on ventilation of 
animal shelters, showing  require- 
ments for dairy stables, sheep and 
swine barns, and poultry laying 
houses. Instructions for determining 
what proper ventilating facilities are, 
are given. 

Many new codes and standards of 
interest to the heating, ventilating, 
and air conditioning engineer have 
been added to the previous list in 
the chapter, codes, and standards. 
Latest editions of the codes are indi- 
cated. Addresses of organizations 
sponsoring the codes and standards 
have been brought up to date for the 
new edition. 

The chapter on industrial air con- 
ditioning has been rewritten to cover 
a wider application of air condition- 
ing in the industrial field. Tempera- 
tures and humidities for various ap- 
plications have been brought up to 
date with current operating condi- 
tions. 

The chapter on transportation air 
conditioning combines the former 
chapter of the same name with the 
former chapter on marine heating, 
ventilating, and air conditioning. Con- 
ditions required in various types of 
shipboard space have been revised 
to agree with results of recent de- 
velopments in practice. 

The members of the guide commit- 
tee are: Chairman, W. N. Witheridge, 
Detroit; A. B. Algren, Minneapolis; 
R. P. Cook, Rochester, N. Y.; Na- 
thaniel Glickman, Chicago; P. B. 


Gordon, New York City; E. F. Hyde, . 


Detroit; H. R. Limbacher, Kalama- 
zoo, Mich.; P. J. Marschall, Chicago; 
Clifford Strock, New York City; ex- 
officio, Cyril Tasker, ASHVE direc- 
tor of research, Cleveland; and Carl 
H. Flink, technical secretary, New 
York City. 

The guide is priced at $7.50 and 
is available from the society through 
the office of the secretary, which is 
located at 51 Madison Ave., New 
York 10, N. Y. 


Cartridge Dehydrator 
Uses New Drying Agen 


RICHMOND HILL, N. Y.—A ney 
type of cartridge dehydrator for re. 
frigerating systems, called the * Dy. 
freez” is now being manufact ireg 
by the Berna Corp. here. 

The Drifreez makes use of a new 
type of drying agent, describe: a; 
modified carbide. It does not at sor, 
or store moisture, but has ¢ reg} 
affinity for it, the manufacturer : ays 
and accomplishes the drying thr: ugh 
a reaction upon the moisture : pop 
contact. 

The reaction releases a_ s nalj 
amount of acetylene which is ; oly. 
ble in the “Freons” or in m« thyl 
chloride, and is claimed not to a fe¢ 
operating pressures. However, this 
drying agent cannot be used vith 
sulphur dioxide, or with ammon i, 

In leakproof systems such as the 
hermetically sealed type, the m ny. 
facturer believes that a Drifreez init 
should last almost indefinitely. An 
ordinary Drifreez charge will ake 
care of about an ounce of water It 
should not be used simultaneo isly 
with a silica gel drier. 

Drifreez cartridges at present cme 
in two sizes, fitting 4% in. % in, 
and % in. S.A.E. flare connections, 
They are installed in the liquid (ine 
ahead of the expansion valve. 


Bilhorne Named Manager-Buyer 


LINCOLN, Neb.—Oscar J. Bil. 
horne, long-time employe and furri. 
ture buyer for Hardy Furniture Co, 
has been named manager and buyer 
for the major appliance department, 
He succeeds Dewey A. Wetzel, who 
died late last fall. Bilhorne has been 
acting manager of the department 
since that time. It is said to be the 
largest major appliance department 
in Lincoln, carrying many of the 
best-known makes. 
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No. 152 


SPRING 


_ DEPENDABOOK 
No. 152... Lots of 
new items. Lots of 
bargains... some 60% 
below standard prices !! 
Depend on the DEPENDA- 
BOOK. Save money. 


“SERVICE doesn’t falter when 
it comes from HARRY ALTER” 


THE 


HARRY ALTER co. 


1728 S. Michigan Ave., Chicago 16, lll. 134 LaFayette St., New York 13, N.Y. 


BARGAINS :, 


REFRIGERATION 


WRITE—On your Letterhead 
forthelatest [2 a-r> 
edition of the , ; 


— 


Wholesale Only 


OVER 300 TYPES OF RELAYS 


Solve Your Special Relay Problems with These Standard A-B Relays 


Bulletin 700 Relays can 
be supplied with pressed 
steel, general purpose 
enclosures, or without 
enclosures for mounting 
on control panels or in 
machine bases, 


Bulletin 700 Relays are small contactors 
built to the same high standards of rugged- 
ness and performance as the regular Allen- 


Bradley line of motor controls. Over 300 
different types are listed as standard, from 
1 to 8 poles, with normally open or nor- 
mally closed contacts. If you are developing 
a machine or installation requiring small but 


dependable magnetic relays, send for Bulle- 
tin 700/200 ...a gold mine of relay appli- 


cation data. 


Allen-Bradley Co., 1313 South First Street, 
Milwaukee 4, Wisconsin. 
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fair Trade Fight-- 


(Co: cluded from Page 1, Column 4) 
men store with selling its steam iron 
and sandwich grill at less than the 
esta lished minimum retail prices. 
Mac ’s reportedly started an unad- 
vert sed fair-trade price-cutting epi- 
dem 2 among leading department 
stor s recently by matching discount 
nou: © prices. 

Te 12 dealers accused by Landers, 
Fra v & Clark of underselling its 
fair. raded merchandise asked the 
cour to dismiss the complaints 
agai ist them. An attorney for one 
of t e dealers, Monarch Saphin Co., 
Inc. declared that “this is a game 
to pit us out of business and throw 
the ousiness to Macy’s.” 

S:id the attorney, A. M. Lowen- 
thal “The only purpose in bringing 
this action for an injunction is to 
assi' t R. H. Macy & Co. and several 
othe large department stores in New 
yor). in their campaign to eliminate 
sma! retailers from the merchandis- 
ing scene.” 

“Ags early as last March 8,” he 
asserted, “these plaintiffs had before 
them clear evidence of Macy’s viola- 
tion of purported fair-trade con- 
tracts. But no move was made to 
sue Macy’s. Instead they sent out 
shoppers to obtain evidence against 
the small retailer who dared to com- 
pete with Macy’s and other big de- 
partment stores.” 

A second defendant, Master’s, Inc., 
moved for dismissal of the complaint 
against it on the grounds that no 
legal cause of action existed. Its 
counsel, Francis Verrilli, denied that 
the dealer had sold items below fair- 
trade prices, as charged. 

A similar denial was made by an- 
other defendant, Erb Electrical Sup- 
ply, Inc., through its attorney, Albert 
Maltinsky. Maltinsky characterized 
the suit as “cheap, low-down tactics.” 

Other defendants are Discount 
Merchandise Corp.; Employes Trad- 
ing Co., Inc.; James Gary; Disco 
New York, Inc.; Adelman’s Gift 
Shop, Inc.; L. Gabler & Sons, Inc.; 
Brisk-Forman Sales Co.; T. S. Alling; 
and Rubin Bragoff. 

Following its action against Macy’s, 
General Electric started injunctive 
proceedings against seven other New 
York outlets. G-E seeks to restrain 
Center Jewelers & Appliance Corp.; 


Rice Television Corp.; Vendome 
Trading Corp.; Charles Appliances, 
Inc.; Sam Rose, Inc.; Stewart’s 


Radio & Television Corp.; and Bait- 
inger Electric Co., Inc., from alleg- 
edly violating fair-trade agreements. 

Legal action against retailers was 
also taken by General Mills, Inc., 
and Corning Glass Works. 

General Mills filed suit against 
Jack Green’s Radio & Television 
Co.; Leonard Radio, Inc.; Elliott & 
Alessi; Arco Electric Supply Co.; 
and Frost Television Service Corp. 
The manufacturer asked that injunc- 
tions be issued restraining the de- 
fendants from selling its products 
at less than stipulated prices. 

Later, two of the concerns—Jack 
Green’s Radio & Television Corp. and 
Leonard Radio—consented to the 
issuance of permanent injunctions. 
Regarding both suits, General Mills 
said its intention was not to stop 
the defendants from selling its 
branded products but only to halt 
less-than-established-price sales. 

Permanent injunctions were sought 
by Corning against Master’s Mart; 
Bondy Distributors, Inc.; and H. & B. 
Radio Corp., all of New York City. 
The defendants were charged with 
cuttins the fair-traded prices of 
Corning’s Pyrex products. The case 
against H. & B. Radio was later 
adjourned indefinitely when Corning 
attorneys discovered that the firm 
had been dissolved. Corning said it 
Was ooking .into other reported 
Price-: utting cases. 
ing on the motion filed earlier 
beam Corp. for an injunction 
Charles Appliances, Inc., and 
s Inc., was adjourned to April 


In another development, Rival 
Mfg. (o., Kansas City, Mo., resumed 
‘ats of its Steam-O-Matic 
ito New York City. The com- 
iad stopped all deliveries of 
ns to the area on March 21 


: started selling them below the 
ded list of $19.95. 
fF nents are now being made to 


: tors in the New York me- 
‘topoli an area with whom new con- 
tracts have been signed, according 
‘°° H. J. Talge, president. He said 
“ (.stributors have been dropped. 
‘Val shoppers are _ investigating 
Price ‘ uts, he revealed, adding that 
‘gal ction will be taken against 
*ullets selling below fair-trade prices. 
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5 Shelvadors Added by Crosley-- 


(Concluded from Page 1, Column 3) 


UMB-7, $219.95; DMB-7, $239.95; 
SMB-9, $269.95; and DMB-11, $329.95. 
The new Shelvadors incorporate 
new cabinet styling “designed for 
convenience and efficient operation.” 
Three of the new models, the DMB-7, 
and DMB-11, have full- 
width freezer compartments and 
frozen storage trays for ice cubes. 

Maximum shelf flexibility is said 
to be provided in the DMB-11 and 
DMB-7 by lift-out and_ sectional 
shelves to accommodate tall contain- 
ers. The DMB-11 is also provided with 
a rearranging shelf that slides out for 
the replacement of food, and two 
large transparent dew-point crispers 
that can be stacked one above the 
other to give extra space for storage 
of bulky articles. Models DMB-7 and 
UMB-7 have full-width transparent 
dew-point crispers and the SMB-9 
has one large crisper. 

“U-type” freezing compartments 
for ice trays and frozen food storage 
and transparent chill trays are pro- 
vided in the AMB-7 and UMB-7. The 
interiors of all models are finished 
with acid-resisting porcelain enamel 
and are powered by the “Crosley 
Electrosaver “Unit” hermetically- 
sealed and self-lubricated. 

Carrying a suggested list price of 
$179.95, the new kitchen freezer has 
4.1-cu. ft. capacity and holds up to 
140 lbs. of food. Designed to fit in 
the kitchen, it also serves a dual 
function by providing 6 sq. ft. of 
vinyl-covered work surface on its 
top. It has recessed toe space at its 
base and every corner of the divider- 
fitted interior is ‘easily reached with- 
out uncomfortable bending,” Crosley 
said. 

Vinyl counter tops are being made 


Room Cooler Boom Seen-- 


(Concluded from Page 1, Column 3) 


in sales was foreseen by Philco, he 
said, reporting that production had 
been increased 50% at the first of 
the year. He said that the sales 
increase was nationwide. 

Frank J. Quigan, chairman of the 
board of Fedders-Quigan, reported 
that sales of room air conditioners 
were increasing, and were helping to 
hold up the volume for the entire 
corporation, whose automotive divi- 
sion has been hit by the Chrysler 
Corp. strike. Quigan predicted that 
air conditioners would be “the big- 
gest company item in years to come.” 

A story in the New York Times 
said that local dealers indicated that 
they were stocking heavily on room 
air conditioners because they wished 
to avoid a repetition of last summer’s 
shortages of such equipment. One 
dealer was quoted as saying it was 
“painful to think how much business 
was lost in last summer’s heat wave 
because of the shortage of condition- 
ing units.” 


Admiral Buys Midwest - - 


(Concluded from Page 1, Column 4) 


sidings leading off the main line of 
the Santa Fe. 

Huarisa said that public accept- 
ance of Admiral’s new line of full- 
length cold refrigerators, introduced 
this January, had been so great that 
the company would require additional 
manufacturing space at Midwest for 
this purpose. Admiral therefore plans 
to enlarge the plant to 365,000 sq. ft. 
by the end of the year. 

The Midwest company began its 
corporate life at Morrison, IIl., in 
1934 as the Midwest Stamping & 
Enameling Co. In 1936, it moved to 


Galesburg. 
Originating as a manufacturer of 
refrigerators, which it sold both 


under contract and its own label, it 
began production of steel kitchen 
equipment in 1940, switching to the 
manufacture of pyrotechnics during 
the war and to kitchen equipment 
exclusively in 1947. 


Macy’s and other stores al-- 


SNAP-IN GRIDS 
_ , the economy replace- 
ment air filter, 


for central 


+ + « PRODUCTS OF RESEARCH 


RESEARCH PRODUCTS CoRrP. 


Madison 10, Wis., U.S.A. 


available in a choice of four colors, 
marbleized red, green, blue, and tan, 
in addition to the standard black. 
There is also a “backsplash” that 
can be installed “in a matter of 
minutes.” 

Standard equipment for the freezer, 
known as the DF-4, is a removable 
basket, providing access to foods in 
the bulk storage compartment. 

To meet all possible kitchen space 
requirements, base and wall cabinets 
in 27 and 36-in. widths are being 
added to the broad Crosley cabinet 
line introduced last September—plus 
an economy deluxe 48-in. cabinet 
sink and laundry bowl with a sliding 
drainboard. 

Crosley kitchen wall and base cabi- 
nets now range in width from 15 in. 
to 36 in. and sinks range from 42 in. 
to 66 in. with some models featuring 
sliding drainboards over deluxe 
laundry-type double bowls. 

Special sink front in 24, 30, 36, 
and 42-in. sizes have been added to 
the line to meet the increasing de- 
hand for custom kitchen installa- 
tions. 

Vinyl counter tops for base cabi- 
nets are also being made available 
in a choice of four marbleized colors 
in addition to the standard black. 

. They are red, blue, green, and tan. 
Continuous vinyl tops in these colors 
are offered up to 72 in. in length. 

Crosley said it is introducing the 
colored tops ‘‘to enable homemakers 
to carry out harmonious. kitchen 
color schemes.” 

A new hard maple top fits 24-in. 
base cabinets and provides an ‘extra 
durable, handsome” work surface for 
cutting, chopping, slicing, etc. It also 


Model SMB-9 with horizontal freezer 
compartment lists for $269.95. 


Model AMB-7 with U-shaped evaporator 
lists for $189.95. 


is especially resistant to heat and 
cold. The maple top is designed to 
match the counter-top contour of all 
Crosley kitchen base cabinets. 

Suggested list price for the deluxe 
48-in. cabinet sink and bowl model 
DST-4811 is $124.95. 


THERE’S 


when you 


CALL ON 
HAJOCA 


FOR YOUR AIR CONDITIONING 
AND REFRIGERATION SUPPLIES 
AND PARTS 


At a glance you can tell the fine quality of 
Hajoca’s materials . . . valves, fittings, com- 
pressors ... but what you can't see and what 
is most important is Hajoca ONE-STOP Service. 
With a large and varied stock of air con- 
ditioning and refrigeration supplies (including 
such famous names as Alco, Henry, Mueller and 
others) plus a complete line of pipe, valves 
and fittings, Hajoca is the leading head- 
quarters for all your needs to keep your jobs 
profitable . . . on time. 


At Branches from New Jersey to Florida, 
efficient 


Hajoca offers unusually prompt, 
service . . . ONE-STOP Service. 


HAJOCA 
CORPORATION 


Georgia: New Jersey: 


Pennsylvania: 


Philadelphia Columbus Camden 
(Erie Ave. Branch) 

Lansdowne Florida: Tennessee: 
Reading Jacksonville Chattanooga 


Maryland: Baltimore 


Ia a a 
~~ — 


iff tie fe dy 


. ~ 3 ——— A ° ee ° . 
———————=- Automatic Firing Corporation’s 


ne 


“i 


7 


lf 


First at the show! First in America!—Automatic Firing's | 
Fridg-A-Fire, the only heater-cooler unit using compressor- 

type refrigeration. Dealers, engineers, visitors... all were | 
excited! They saw modern gas heat and refrigerated air- 

conditioning produced from the simple twin-unit just by the | 
turn of a switch. They saw for the first time the double | 
purpose “furnace” that keeps homes at comfort level all 


year ‘round. 


—— 
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new St. Louis plant. 


The Amazing New 


HEATER-COOLER 
FURNACE 


This is a tip-off to alert dealers. Fridg-A-Fire is an exclusive 
product around which you can build an effective selling 
program, summer and winter. Fridg-A-Fire is priced to make 
it practical for the average home. It takes little more space 
than a conventional furnace . . 
comparable to standard heating installations. Volume pro- 
duction will be underway by mid-year at Automatic Firing's 


. can be installed at a cost 


© Much greater cooling capacity 
© Much less power consumption 


The smartest package unit on the market is now packed 
with extra cooling power and built. for super thrifty oper- 
ation. A larger evaporator and cooling coil .. . a new type 
. these are but two of 
the big selling features that will win new customers for 


hermetically sealed compressor . . 


Gemco this year. 


WITH THE AUTOMATIC FIRING FRANCHISE YOU'RE 
GET DETAILS. 


“IN BUSINESS ALL YEAR 'ROUND.” 
WRITE, WIRE, OR PHONE TODAY. 


Automatic Firing Corporation's | 


NEW, IMPROVED 


Packaged 


AIR CONDITIONER 


i 


et) 


Automatic Firing Corporation's 


| Gemcooler room unit 


SMART, 
COMPACT 
APPEARANCE 


QUIET 
OPERATION 


A brand-new product by Automatic Firing Corporation's 
air conditioning engineers. The silent condensate dissipator 
completely removes condensate to outside air. The her- 
metically sealed compressor is spring and rubber mounted 
for smooth, noise-free performance. Uses safe Freon re- 

A Y2 and % ton sizes, single phase, 115 Volts AC. 
(t 


utomatic 
Firing 


4417 Oleatha Ave. 
St. Louis 16, Mo. 


Cons 


MANUFACTURER OF GAS-A-FIRE + OIL-A-FIRE * DUAL-A-FIRE + FRIDG-A-FIRE * STOK-A-FIRE AND GEMCO EQUIPMENT 
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PATENTS 


Week of November 7 
(Continued) 


DESIGNS 


155,802. DESIGN FOR A BEVERAGE 
VENDING MACHINE. George H. Hansen, 
Jr., Kansas City, Kans., assignor, by 
mesne assignments, to The Vendo Co., 
Kansas City Mo., a corporation of Miss- 
ouri. Application Oct. 25, 1948, Serial No. 
149,274. Term of patent 14 years. (Cl. 
D52—3.) 


— : 


The ornamental design for a beverage 
vending machine, as shown. 


155,825. DESIGN FOR AN AIR CONDI- 
TIONING APPARATUS. Paul Raymond 
Marchal, Paris, France. Application June 
24, 1947, Serial No. 139,895. In France Feb. 
20, 1947. Term of patent 14 years. (Cl. 


The ornamental design for an air condi- 
tioning apparatus, as shown and de- 
scribed. 


AVAILABLE FOR LICENSING 
OR SALE 


The General Electric Company is pre- 
pared to grant non-exclusive licenses 
under the following patents on reason- 
able terms. 

Applications for license may be ad- 
dressed to the Manager, Patent Depart- 
ment, General Electric Company, 1 River 
Road, Schenectady, N. Y. 

Pat. 2,100,867. AIR CONDITIONING 
SYSTEM. Patented Nov. 30, 1937. Provides 
an air conditioning system employing a 
reversible refrigerating machine for cool- 
ing and heating air within a room. System 
includes an arrangement for pre-heating 
or pre-cooling the mixture of air circu- 
lated through the duct of system so that 
the maximum capacity of the compressor 
is utilized without increasing the amount 
of refrigerant handled. Groups 35—84; 
36—21. Reg. No. 29,179. 


Pat. 2,126,285. REFRIGERATOR. Pa- 
tended Aug. 9, 1938. A simplified means 
of defrosting the coils of a refrigerator 
without affecting the temperature of food 
storage space. This is actomplished by 
providing refrigerator with separate com- 
partments for the coils and for storage, 
with doors between the compartments 
which can be closed to insulate the stor- 
age space from heat incident to defrost- 
ing of the coils. Group 35—84. Reg. No. 
29,180. 


Pat. 2,337,325. AIR CIRCULATING DE- 
VICE. Patented Dec. 21, 1943. Ventilating 
device is adapted to be mounted in win- 
dow opening to introduce air into or ex- 
haust air from a room. Device is divided 
into two main parts; one, a rear housing 
unit adapted to be permanently installed 
in the window opening; and the other, 
a front casing assembly which contains 
all operating parts. The construction thus 
permits the device to be disassembled for 
repair without affecting the permanent 
installation. Groups 35—84; 36—21. Reg. 
No. 29,181. 


Pat. 1,943,124. REFRIGERATING UNIT. 
Patented Jan. 9, 1934. Unit comprises float 
and freezing chambers consisting of 
spaced interior and exterior shells be- 


tween which a number of passageways 
for a refrigerant are located. A float and 
lever within the float chamber provide a 
means of controlling the level of refrig- 
erant within the float chamber. Groups 
33—71; 35—84. Reg. No. 29,182. 


Pat. 2,074,187. EVAPORATOR. Patented 
Mar. 16, 1937. Cooling unit which elimi- 
nates the necessity of frequent defrosting 
and maintains a _ substantially uniform 
cabinet temperature so that food is kept 
from drying out. Groups 33—71; 35—84. 
Reg. No. 29,183. 


Pat. 2,147,495. ICE TRAY. Patented Feb. 
14, 1939. Ice tray subdivided by a grid 
includes an arrangement for releasing the 
grid from tray. Arrangement consists of 
a strip narrower than the width of the 
tray which overlies the top of tray and 
overlies each end. Ends may be gripped 
by a tool to loosen ice cubes within the 
tray. Groups 33—71; 35—84. Reg. No. 
29,184. 


Pat. 2,179,307. REFRIGERATOR CABI- 
NET. Patented Nov. 7, 1939. Cabinet fea- 
tures an arrangement for closing a front 
opening, in which a closure panel having 
inturned marginal ends retained in place 
by a resilient means is described. Groups 
33—71 ;35—84. Reg. No. 29,185. 


Pat. 2,109,986. COOLING UNIT FOR 
REFRIGERATING MACHINES. Patented 
Mar. 1, 1938. Provides a refrigerator eva- 
porator of the flooded type having simple 
construction. Two metal sheets are formed 
with indentations and shaped to provide 
adequate surface for cooling and sup- 
porting freezing traps as well as efficient 
circulation of the refrigerating liquid. 
Group 33—71; 35—84. Reg. No. 29,186. 


Week of November 8 


2,487,068. REFRIGERATION APPARA- 
TUS HAVING AN AIR PUMP CIRCUIT. 
Nathan Morris, Silver Spring, Md., as- 
signor, by mesne assignments, to Ameri- 
can Instrument Co., Inc., a corporation 
of Maryland. Application April 26, 1944, 
Serial No. 532,807. 5 Claims. (Cl. 62—6.) 


1. Refrigeration apparatus comprising a 
cabinet structure including a_ solidified 
gas refrigeration compartment and a 
work compartment, a blower disposed 
adjacent the base of said solidified gas 
refrigeration compartment for pumping 
gas therefrom into said work compart- 
ment, a duct connected with said blower 
and extending vertically within said re- 
frigeration compartment and horizontally 
into said work compartment for delivering 
refrigerated gas thereto a circulator dis- 
posed in said work compartment, and 
means for intermittently operating said 
blower and continuously operating said 
circulator. 


2,487,115. AIR CLEANER. Joseph L. 
Dyke, Norfolk, Va. Application Sept. 25, 
1945, Serial No. 618,513. 2 Claims. (Cl. 
183—9.) 


1. A device for cleaning dust from air 
comprising an open-ended’ cylindrical 
housing, a funnel-shaped top secured to 
the upper end of said housing, said top 
having a circular opening disposed cen- 
trally therein, a closure cap mounted in 
fixed relation over said opening and pro- 
vided with a reticulated side wall for 
the ingress therethrough of air partially 
freed of dust, a funnel-shaped bottom 
secured to the other end of said housing, 
said bottom having an opening arranged 
centrally therein, and filter means ar- 
ranged intermediate said top and bottom 
for separation of the remainder of the 
dust from the admitted air, said filter 
means comprising a hollow  vertically- 
disposed bolt adapted to contain oil 
dependingly carried by said closure cap, 


Subscribe Now 


Receive the greatest trade paper in the Industry—Air 
Conpitioninc & REFRIGERATION News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
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ing, and contracting. Only $5 per year, 52 issues. 
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there being a plurality of horizontally- 
disposed openings arranged longitudinally 
along said bolt, a plurality of super- 
imposed spaced baffles each of a diameter 
less than the internal diameter of said 
housing arranged intermediate said top 
and bottom of said housing and secured 
to said bolt, each of said baffles having 
its central portion contiguous to and 
spaced below one of the openings in said 
bolt, a second plurality of baffles having 
a diameter equal to the internal diameter 
of said housing and supported by the 
latter, there being an opening arranged 
centrally in each of said second-named 
baffles, each of said second-named baffles 
being arranged intermediate a pair of 
said first-named baffles to thereby form 
a tortuous passage for the passage of air, 
and means for withdrawing the dust- 
freed air from said housing. 


2,487,182. TWO-TEMPERATURE RE- 
PRIGERATOR HAVING MEANS FOR 
DEFROSTING. William E. Richard, 
Evansville, Ind., assignor to Seeger Re- 
frigerator Co., a corporation of Minnesota. 
Application Feb. 14, 1947, Serial No. 728,- 
492. 13 Claims. (Cl. 62—6.) 


1. In a refrigeration system the com- 
bination of a motor compressor, con- 
denser and flow control device, an outer 
shell and a pair of inner liners, the inner 
liners being joined to the outer shell by 
being fastened to insulating breaker 
strips at the forward part of the refrig- 
erator, a first evaporator connected to 
receive refrigerant, first from the flow 
control device for cooling a high tem- 
perature compartment and a second evapo- 
rator receiving the refrigerant next from 
the first mentioned evaporator through a 
restriction for establishing a_ suitable 
differential in temperature, said second 
evaporator cooling a below-freezing cham- 
ber for freezing and storage of frozen 
foods, a third evaporator receiving refrig- 
erant from the last mentioned evaporator 
and operating at a below 0° F. tempera- 
ture in one of said compartments, a 
thermostat for controlling the operation 
of the motor compressor responsive to 
temperature conditions at said third 
evaporator for causing an intermittent 
operation of the compressor and _ inter- 
mittent subzero cooling of said third 
evaporator, the said third evaporator 
frosting and melting alternately, for ef- 
fecting a continuous defrosting of the 
freezing compartment, the compartments 
having access to the space between the 
inner and outer shells, for dehydration 
of insulation and for controlling the hu- 
midity of the high humidity compartment. 


2,487,257. METHOD OF EXPANDING 
CONTAINERS BY FREEZING LIQUID 
THEREIN. David E. Morgan. Philadel- 
phia, Pa., assignor to Warren Webster & 
Co., Camden, N. J., a corporation of New 
Jersey. Application Nov. 23, 1946, Serial 
No. 711,994. 3 Claims. (Cl. 113—118.) 


3. Method for causing tubing to be 
permanently expanded to a predetermined 
degree, which comprises confining within 
the tube a predetermined volume of a 
first liquid partially filling the tube, said 
liquid being capable of expanding upon 
solidifying, limiting the amount of said 
liquid by substantially filling the re- 
mainder of the space within the tube 
with a second liquid which is immiscible 
with the first and which is not subject 
to a change in state at the temperature 
of solidification of said first liquid, then 
while supporting the tube in generally 
horizontal position whereby each cross- 
sectional portion thereof is filled . partly 
by the first liquid and partly by the 
second, subjecting the tube and contents 
to a temperature causing solidification 
of said first liquid, the relative volumes 
of said liquids being such as to cause 
upon such solidification the said perma- 
nent predetermined degree of expansion 
of the tube, but without rupture of same. 


2,487,259. CYLINDRICAL DOMESTIC 
REFRIGERATOR. Willard L. Morrison, 
Lake Forest, Ill. Application Feb. 9, 1945, 
Serial No. 576,972. 8 Claims. (Cl. 62—116.) 
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1. In a refrigerator, a base, an open 
topped evaporator, positioned on _ said 
base, surrounding and circumferentially 
defining a storage space, a layer of in- 
sulation underlying and surrounding said 
evaporator, and a storage cabinet posi- 
tioned above said evaporator, the _ in- 
terior of the cabinet being in communica- 
tion with the storage space surrounded 
by said evaporator, said cabinet including 


insulated walls, top and door, and food 
supporting means mounted on said door 
and movable unitarily therewith, said food 
supporting means extending substantially 
across the interior of said cabinet when 
the door is closed. 


2,487,408. APPARATUS FOR FREEZING 
ICE CUBES. Joseph Askin, Marion, Ind., 
assignor to Peerless of America, Inc., 
Chicago, Ill., a corporation of Illinois. Ap- 
plication Jan. 20, 1945, Serial No. 573,752. 
4 Claims. (Cl. 62—2.) 
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1. Apparatus for freezing ice cubes, 
comprising: a cabinet provided with a 
closed freezing chamber, an endless ele- 
_ment provided with cells, in the freezing 
chamber and completely enclosed by the 
cabinet, means for continuously moving 
the element, a measuring tank for water, 
located on the outside of the cabinet, 
means for conducting water from the tank 
into groups of cells in succession, valve 
means for controlling the flow of mea- 
sured quantities of water from the tank 
into the cells, and automatic means for 
controlling the valve means to alternately 
charge the tank and discharge water 
from the tank into the cells. 


2,487,554. PIRE AND HEAT INSULAT- 
ING PROTECTIVE SHEATH OR 
SLEEVE FOR FLEXIBLE PIPES AND 
THE LIKE. Peter F. Hurst, Jackson, 
Mich., assignor to Aeroquip Corp., Jack- 
son, Mich., a corporation of Mi 
Application March 14, 1947, Serial No. 
734,814. 1 Claim, (Cl. 285—14.) 
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In a coupling for flexible hose having 
relatively low fire resisting properties 
wherein the hose is securely clamped be- 
tween a socket and nipple constituting 
the coupling, means for reducing fire 
hazards due to overheating of the metal 
of the coupling comprising a sleeve of 
rubber-like material having asbestos fibres 
incorporated therein completely surround- 
ing and tightly fitting the metal portion 
of the coupling and a portion of the hose 
adjacent thereto. 


2,487,575. UNLOADER VALVE. Jean 
Mercier, New York, N. Y. Application 
May 12, 1943, Serial No. 486,671. 4 Claims. 
(Cl. 137—153.) 
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1. Unloader valve for controlling the 
pressure in the delivery line of a source 
of fluid under pressure, and, indepen- 
dently therefrom, the pressure in a utili- 
zation circuit to be fed from said de- 
livery line which comprises a casing, three 
ports in said casing of which one is 
connected to said delivery line, a second 
to said utilization circuit, and a third 
to the outside, a first movable valve hav- 
ing means to normally bias same to a 
closed position inside said casing adapted 
to control the communication between 
said first mentioned port and said third 
port, a second movable valve means inside 
said casing adapted to' control the com- 
munication between said second mentioned 
port and said first port, a piston element 
inside said casing connected on the one 
side to said first port and connected on 
the opposite side to the utilization circuit 
and said second port so that the delivery 
pressure acts on two surfaces in opposite 
directions when said second mentioned 
valve is open, and further an auxiliary 
movable valve means inside said casing 
adapted to transmit through said piston 
element to said first mentioned movable 
valve means the utilization pressure in 
one direction when said auxiliary valve is 
in contact with its seat, and yielding 
means inside said casing exerting on said 
first mentioned movable valve means a 
pressure opposite to said fluid pressure 
from said first port, and yielding means 
inside said casing exerting on said second 
mentioned movable valve means a pres- 
sure opposite to said delivery fluid pres- 
sure, and yielding means inside said cas- 
ing exerting a pressure on said auxiliary 
movable valve means to seat same, and 


said auxiliary movable valve means in- @ 


plates and to sustain the load of other 
trays stacked thereon while preser: ing a 
fixed inter-tray package-receiving ir tery) 
between the upper plate of one tra, and 
the lower plate of the tray next ab: ve jt 


2,487,662. DEFROSTING DEVICE Fo, 
REFRIGERATION APPARATUS. G ahan, 
S. McCloy, Springfield, Mass., as: igno, 
to Westinghouse Electric Corp., Eag 
.Pittsburgh, Pa., a corporation of enp. 
sylvania. Application June 4, 1946, jeriq 
No. 674,269. 7 Claims. (Cl. 62—1.) 


1. In refrigerating apparatus inc! iding 
a cabinet having thermally-insulated walls, 
a cooling unit adapted to cool the interior 
of said cabinet, said cooling unit having 
a refrigerant passage, means adapted to 
be rendered active and inactive for supply- 
ing a volatile refrigerant liquid to and 
for withdrawing the vaporized refrigerant 
from said refrigerant passage, the com- 
bination with said apparatus of a duct 
connecting two spaced-apart portions of 
said refrigerant passage, said duct hay- 
ing at least a portion embedded in the 
thermal insulation of a wall of said cabi- 
net, said portion being at an elevation 
below at least a portion of the refrig- 
erant passage of said cooling unit, an 
electric heater located in the thermal 
insulation of a wall of said cabinet, said 
heater being in heat transfer relationship 
with said duct portion, and means for 
rendering said heater active and inactive, 
said duct and heater being adapted to 
circulate warm refrigerant through said 
cooling unit to defrost the same when 
said refrigerant supplying means is in- 
active. 


2,487,674. CABINET DEFROSTING DE. 
VICE. Richard A. Rott, Madison, Wis. 
Application March 6, 1947, Serial No. 732,. 
675. 1 Claim. (Cl. 62—115.) 


In a closed flat casing having top and 
bottom walls, adapted to contain a freez- 
ing solution; an open mouthed sleeve 
seated in the casing bottom wall, the 
same terminating a distance from the 
top wall of said casing to form a fluid 
passage therebetween, a chemical fluid 
evaporating pipe in coiled sections upon 
the opposite side of the sleeve having a 
looped pipe connection between said coiled 
sections, the same extending through the 
passage above the sleeve, and a manually 
controlled heating element extending into 
said sleeve through the mouth thereof, 
whereby the casing freezing fluid is 
raised in temperature for defrosting pur- 
poses. 


DESIGNS 


155,923. DESIGN FOR A BEVERAGE 
FOUNTAIN. Regis E. Parks, Brooklyn, 
N. Y., assignor to Spacarb, Inc., New York, 
N. Y¥., a corporation of Delaware. Applica- 
tion Dec. 31, 1947, Serial No. 143,486: Term 
of patent 14 years. (Cl. D2—3.) 


ER 


cou 
aD 
“ea 


The ornamental design for a be’ rage 
fountain, as shown and described. 


cluding one surface subjected to the 
utilization pressure when said auxiliary 
movable valve means and said second 
movable valve means are closed. 


2,487,584. TRAY FOR FOOD FREEZING 
APPARATUS. Velt C. Patterson, York, Pa., 
assignor to York Corp., York, Pa., a cor- 
poration of Delaware. Original applica- 
tion March 25, 1946, Serial No. 657,001. 
Divided and this application April 21, 
— Serial No. 22,427. 2 Claims. (Cl. 62— 
-) ' 
1. A tray for use in stacked relation 
with other substantially identical trays, 
for freezing packaged material under 
sufficient confinement to maintain the 
form of the package, said tray compris- 
ing two parallel plates spaced apart to 
afford between them a passage for air at | 
sub-freezing temperatures; and side bars 
connected to and serving to space said 
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Wootton Heads Warren’s 
Washington, D. C. Area 


AT). ANTA—The Warren Co., Inc., 
jcal manufacturer of commercial 
refrig-rators, has announced the ap- 
pointment of A. 
Gordon Wootton 
as district’ sales 
manager with 
headquarters in 
Washington, D. C. 

Wootton is a 
veteran in the 
commercial refrig- 
erator field. In 
addition to direct- 
ing sales in the 
~ A. ©. Wootton Washington-Balti- 
more territory, he will follow poten- 
tial ¢ »vernment busines for Warren. 

Wo tton was employed by Seeger 
Refri. erator Co. of St. Paul, from 
1929 .o 1942. He served as its dis- 
trict sales manager in the East and 
later in the Southeast. 

During the war years he served 
as ar executive on the War Produc- 
tion Board, in connection with pro- 
duction requirement and controlled 
material plans for the entire refrig- 
eration industry, later directing the 
closing out of the refrigeration sec- 
tion activities and preparing the 
industry for reconversion of its pro- 
duction. 


Johnson, Sprinchorn Elected 


JAMESTOWN, N. Y.—Merle John- 
son and Solon L. Sprinchorn have 
been elected to the executive board 
of the Jamestown Retail Merchants 
Association to represent the appli- 
ance trade. 


Chamber of Commerce Book Has Who, 


Where, How Data 


WASHINGTON, D. C.—Business- 
men who want to sell to the Federal 
government have many of their 
knottiest problems’ simplified for 
them in a 64-page guidebook pub- 
lished recently by the Chamber of 
Commerce of the United States. 

The pamphlet bears the title ‘Sell- 
ing to the Government.” It explains 
procurement operations and _ lists 
agencies which make major pur- 
chases. The businessman is shown 
how he can learn which agency 
commonly buys items that he makes, 
where and how they are bought, and 


what kind of purchases are being | 


made currently. 

The Senate Banking Committee 
recently approved S- .2943 which 
would establish a new office of Small 
Business Coordinator who would 
supervise the awarding of bids in 
government departments to ensure 
that small business. concerns receive 
a fair share. Many observers believe, 
however, that small business can 
best be helped by being fully in- 
formed of government buying inten- 
tions and of subcontracting oppor- 
tunities growing out of contracts let. 


“Selling to the Government” shows 
how the businessman can get the 
spot information made available by 
government agencies and by private 
publishers, and how he can make use 
of it in his business planning. In a 
section on ‘What to Do” the booklet 
explains how a businessman can get 
on lists of bidders to receive invita- 
tions-to-bid, what the government 


. 


on Gov't Contracts 


will want to know about the com- 
pany’s products, facilities and re- 
sources, and factors he should con- 
sider before preparing a bid. It sug- 
gests ways in which the business- 
man can benefit from studying the 
bidding records when he has lost out 
on a particular contract. 

The government spends more than 
$6 billion a year for new supplies 
and equipment for its regular ac- 
tivities. More than 100 buying 
agencies are in Washington alone and 
there are scores of government es- 
tablishments throughout the country 
that engage in major buying. 

“Selling to the Government” shows: 
(1) Who buys for the Government; 
(2) Where to Get the Facts; (3) 
What to Do; (4) How the Govern- 
ment Buys. Appendices list govern- 
ment and private sources of addi- 
tional information on ‘who buys 
what” specifications, and principal 


_ procurement laws and regulations. 


The price of this pamphlet. is 50 
cents, and is available from the 
Chamber of Commerce of the U. §S., 
Washington, D. C. 


J. M. O'Connor Buys Site 


WICHITA, Kan.—J. M. O'Connor 
Co., distributor of heating and air 
conditioning equipment, has pur- 
chased a 320 by 150-ft. property 
tract at Bailey and Mosley. J. M. 
O’Connor, president, said the firm 
contemplates the construction on the 
site of a new warehouse and office 
building. 


CLASSIFIED ADVERTISING 


RATES for “Positions Wanted” $5.00 
per insertion. Limit 50 words. 10¢ per 
word over 


RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 650. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


POSITIONS WANTED 


CAREFULLY SELECTED _ group of 
trained men, graduates of reliable and 
well established trade school now avail- 
able to fill positions in the radio or 
refrigeration field. Willing to travel any- 
where. Why not fill that vacancy with an 
efficient and reliable man? Write EAST- 
ERN TECHNICAL SCHOOL, 888 Purchase 
Street, New Bedford, Mass. 


REFRIGERATION & air conditioning 
engineer desires location with reliable 
firm in or near Detroit. 6 yrs. experience 
in refrigeration & air conditioning field. 
3 yrs. experience selling equipment and 
3 yrs. teaching refrigeration and air con- 
ditioning. 26 yrs. old, married. A.S.R.E. 
member. Can furnish good references. 
BOX 3465, Air Conditioning & Refrigera- 
tion News. 


POSITIONS AVAILABLE 


SALES ENGINEER wanted. Carrier dis- 
tributor in fast progressing Southwest 
Texas area has opening for an air condi- 
tioning sales engineer with minimum three 
years experience. Excellent opportunity 
for qualified person. Write to T. L. 
LEONARD COMPANY, P. O. Box 58, 
Laredo, Texas. 


REFRIGERATION SALESMAN  experi- 
enced on commercial fixtures, coolers and 
all types of cases, etc. Iowa territory, 
sell direct from factory. No better 
Proposition possible in this line. Plenty 
of leads furnished. We have been oper- 
ating in Iowa 64 years. C. L. PERCIVAL 
COMPANY, INC., Boone, Iowa. 


WANTED—AGGRESSIVE manufacturer's 
representatives to contact commercial 
refrigeration distributors and dealers on 


Metaiply Reco-Fab freeze coolers for 
normal and below freezing temperatures. 
Most complete line in the industry, un- 
limited as to sizes, insulation, height, etc. 
Nationally advertised. Write RECO 
PRODUCTS DIVISION, Refrigeration 
Engineering Corp., 2020 Naudain St., 
Phila iclphia 46, Pa. 


REF1}.IGERATION SALES engineer. Mid- 


West manufacturer of air conditioning 
equip ient has excellent opening for man 
with >road refrigeration engineering and 
Sales background. Triple-A rated com- 
Pany nationally known and advertised 
trade name, with well-established sales 
engi: ering offices in all principal cities. 
Man ‘elected must be qualified to help 
train this sales staff to sell new broad- 
ened line of compressors, and to assist 
them in closing large tonnage work. Ad- 
dres. BOX 3458, Air Conditioning & 
Refr'-cration News. 

FAC DRY PRODUCTION mgr. wanted. 
on w od frame construction coolers, cases 
all t pes, specialty work. Must be ex- 
Peric ced in complete handling small fac- 
tory dept.. 25 to 40 men, designing 
Prod: tion, purchasing materials, training 
men. Iowa location. Give full qualifica- 
tions past employment, earnings, age, 


ete. Vrite BOX 3462, Air Conditioning & 


Refr'-cration News. 

SAL MANAGER, with proven record, 
to hondle parts of Iowa and surrounding 
State- on our commercial mfg. ref. fix- 
tures wholesaling, retailing, and handling 
Sales\.en. We have covered this territory 
for ‘ years. A fine proposition for wide 
rs man. BOX 3463, Air Conditioning 

Re (rigeration News. 


WANTED—LIVE wire manufacturer's 
representatives for a new, red hot line of 
“counter type’’ frozen stick confection 
machines. This is the newest item in the 
refrigeration industry and represents an 
unusual opportunity among ice cream 
counter freezer dealers. BOX 3464, Air 
Conditioning & Refrigeration News. 


ASSOCIATE SALES engineers for manu- 
facturers’ representatives organization 
covering New England and New York. 
Lines include low side equipment, valves, 
dehydrators, fixtures of leading nationally 
known manufacturers. Excellent oppor- 
tunity for several engineers interested in 
sales and willing to travel. BOX 3466, 
Air Conditioning & Refrigeration News. 


EQUIPMENT FOR SALE 


WHOLESALE SEALED unit rebuilding. 
We will rebuild and convert your unit to 
“Freon-12.". One year guarantee. Write 
for price list and shipping instructions. 


‘ADVANCE REFRIGERATION COMPANY, 


829 East MecNichols Road, Detroit 3, 


Mich. 


$1700.00 BARGAIN. 60 ton evaporative 
cooled type air conditioning compressor. 
Used short time but in good condition. 
FOB Cincinnati. BIMEL CO., Cincinnati, 
Ohio. 


RECORDING THERMOMETERS. Electric 
7 day remote -30° to plus 70°. Brand new. 
$69.00 each. BIMEL CO., Cincinnati, Ohio. 


BUSINESS OPPORTUNITIES 


REFRIGERATION SUPPLY jobbing 
business for sale. Located in thriving 
mid-west city. Liberal terms to party 
with right qualifications. $15,000 cash 
required. BOX 3459, Air Conditioning & 
Refrigeration News. 


FOR SALE: commercial refrigeration, 
heating and air conditioning business. 
Growing Texas Panhandle town of 20,000 
population, trade territory over 50,000. 
Franchises national brand products. Pro- 
tected territory. Dealer & distributor. 
Net over $17,000.00 ‘49. Good location. 
Sell or lease building to suit. Doctor's 
orders. BOX 3467, Air Conditioning & 
Refrigeration News. 


SCHOOLS 


DETROIT AIR Conditioning Institute 
offers instructions in air conditioning, 
heating, refrigeration, ventilating, sheet 
metal layout, and heat pump engineering. 
Preparatory and advanced courses avail- 
able. New classes start April 25. Write 
for free information. Veteran approved. 
DETROIT AIR CONDITIONING INSTI- 
TUTE, Department D, 4258 Woodward, 
Detroit, Michigan. 


NORGE SEALED units remanufactured 
and exchanged. Immediate delivery from 
stock, 1 year guarantee. Write for prices 
and shipping instructions. Complete Norge 
engineering service. 22 years experience. 
MODERN REFRIGERATION CO., INC., 
12541 E. MecNichols Road, Detroit 5, 
Michigan. 


ATTENTION MANUFACTURERS and 
distributors. We are interested in con- 
tracting for the installation and servicing 
of refrigeration items, appliances, or 
associated products in the Chicago area. 
This is a well established refrigeration 
co. with the necessary space, trucks, 
equipment and manpower available to do 
a complete and satisfactory job. BOX 
3461. Air Conditioning & Refrigeration 
News. 


w 
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Most Dehydrators Located 
In Least Efficient Spot 


CHICAGO—“Most refrigeration de- 
hydrators have been installed in the 
least efficient location in the sys- 
tem.”’ This was stated by Kenneth 
Newcum, president of Remco, Inc., 
at the March meeting of the Chicago | 
section, ASRE. 


Newcum made these points: | 


The usual small refrigeration sys- | 
tem has the drier installed in the | 
liquid line where it leaves the con- | 
densing unit. If the unit is located | 
in a warm equipment room, this re- | 
sults in the desiccant (be it silica | 

| 


gel, calcium chloride or whatever) 
having to extract moisture from the 
refrigerant at the highest tempera- 
ture point in the system where the | 
refrigerant has its greatest affinity 
for moisture. 

Since a dehydrator is largely a 
temporary device, servicemen are 
reluctant to depart from past prac- 
tices. Obviously, however, if the drier 
could be located within the cooled 
space, or better yet in the suction 
line itself, it could get at more free 
moisture. This practice was recom- 
mended by Newcum, who cautioned 
also on the importance of maintain- 
ing adequate areas for free flow. 

He went on to explain that me- 
chanical driers were first used with 
methyl chloride, and that many 
changes have had to be made since 
the advent of “Freon,” which requires 
the circulation of about two and one 
half times as much gas for an equal 
amount of refrigeration effect. 

In recent years, he said, chemical 
dehydrators have been developed, 
utilizing the principal of absorption. 


Proctor Sponsors TV Show In Philadelphia 
To Determine Effectiveness of Medium 


PHILADELPHIA — Proctor Elec- 
tric Co. is now sponsoring a new 
weekly television program to find out 
how effective this medium is in pro- 
moting the sale of electrical house- 
wares which need demonstration. 

Called “The Television Women's 
Club,” the show is presented each 
Wednesday from 3 to 3:30 p.m. for 
13 weeks. It is staged in the audi- 
torium of WCAU-TV here. The 
Pennsylvania Federation of Women’s 
Clubs and the New Jersey and Dela- 
ware federations are cooperating 
with Proctor in the project. 

The program features cultural sub- 
jects of particular interest to women. 
Noted physicians, artists, authors, 
sculptresses, and garden authorities 
are scheduled to appear on the show. 

Each week, attention is called to 
noteworthy accomplishments of local 
club groups, and members of par- 
ticipating clubs from the nine-county 
Philadelphia area are invited to make 
up the studio audience. 

About five minutes of each show 
is reserved for a demonstration of 
the “Mary Proctor sit-down ironing 
method.” This is conducted by Mrs. 
Mary R. Riedel, Proctor’s director of 
women’s activities. 

In an effort to discover how many 
people viewed the first show, it was 
announced that a Proctor “Wrinkle 
Eraser,” regularly priced at 29 cents, 
could be had by sending 10 cents. 
Also viewers were invited to submit 
laundry problems for a_ solution. 


If the current series of programs 
is successful, Proctor reportedly 
plans to sponsor a network show. 

More than 270 dealers in a five- 
county Philadelphia area and_ in 
nearby New Jersey points tied-in 
with the first show by inviting cus- 
tomers to their stores to see it. The 
dealers had been informed of the 
initial telecast a week in advance and 
again two hours before show time 
by representatives of Peirce-Phelps, 
regional Proctor distributor. They 
were given window streamers and 
display pieces to help promote the 
event. 


Douglas Considine Gets 
Brown Instruments Posts 


PHILADELPHIA — Douglas M. 
Considine has been appointed man- 
ager of the market extension divi- 
sion, general sales, of Brown Instru- 
ments division of the Minneapolis- 
Honeywell Regulator Co. Considine’s 
appointment was announced by L. 
Morton Morley, M-H vice president 
and general sales manager of the 
Brown division. 

Considine’s new duties will include 
direction of advertising and technical 
and trade editorial activities. He will 
continue as technical editor of Instru- 
mentation, Brown’s house-trade publi- 
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cation, Morley said. 


Mn. Dealer 


Bayers Carbonators enable you 
to make more sales—more 
profits—give greater customer 
satisfaction. They have uni- 
versal adaptation—-fit every 
customer’s Carbonator needs. 


Lowest Cost (MOTOR POWERED) 


Carthenator 
on the market $QQ50O 


NET, FOB DENVER 


Bayers offers finest carbona- 
tion at lower operating cost— 
trouble-free service—more 
efficient operation. 


Bayers Carbonators are GUARANTEED for 5 YEA 


wal *, 
eae 


es sti = 


Mn. Manufacturer 


Bayers is a more compact 
motor driven carbonator. It 
requires less space—gives more 
trouble-free service. Made of 
Stainless Steel: engineered and 
designed so Carbonator may be 
placed in cold zone or com- 
plete, compact unit may be 
placed in small space. 


Lower Cost BAYERS- Means 
Greater Profits for YOU 
Equipped with positive quality 


controls to eliminate waste and 
assure dependable performance. 


RS—Write for Literature 


BAYERS MANUFACTURING CO., 2314 Champa Street, DENVER, COLORADO 


~h) 


ee | 31 s 
——e a ee ee ee A PE, GAOT AETRS 2P REE Re % 
ee | e 
> | | $ 
Zs | ze 
A | | 
ee | | 
Ss | x 
| LL 
2 | sj 
|__| §j 
| [a : 
of other | : 
ser: ing a 
z irterya) | 5 
F ? ! ee 
ab: ve it. | ‘ 
| . 
CE Po | 3 
as: ignor o 
P+, East | ‘ : 
Of enn. | ER: Stee A 
6, 3erial siceataeaietaaiod 
Ds 
| 
| 
| : 
|. a : 
| 
ee | 
| . 
| : 
| 
| ‘ 
l P 
| 7 
ee | . 
| 
ee | 
| 
| | 
| 
| 
| 
| 
| 
oa ~ —_—_ | 
a — —— eee | 
| 
| 
| 
‘(Pee 
| ¥ 
pted to | 
> when 
is in- | 
CN a . 
1, Wis. —_ | ener ereee mee . 
0. 732,- ee _ ; a 
| . , a a 
) — ——— BD 00m ain connition:; A 
| ae 1 ; ae : a 
ee By ee 
| : 
| |) ee | 
me | © =D — hie 
| | —e i 
(| tiie | 
| | STARRETT TELEVISION CORPORATION 
Be | | GO Wert 26th Street, New York 1, N.% _ 
— — a OOO A AE AN EE ane — 
Bg 
| | Here's the CARBONATOR You Want . 
Sd : | : 
a | ex | ie 
2 : ae f 
| ee | Ce ae 2 | fe 
% ‘< .; 2 ait 
| = | yo ea ? 
iG = _ c : 2) aes ” Wes , T = 
, | ee 4 
: ee 
TERS OAT STS EOE EI BEI See BES OIE LE EEE PROS SRE RB c* 
PS Pe is: : “t oe ie ee Lee ee Ri ake = = 3 . y ecg ee tA eee eee. ae et 


32 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 10, 1950 


—$__ 


Canadian Rses May Meet In Buffalo-- 


(Concluded from Page 1, Column 2) 


was Austin Campbell, vice _ presi- 
dent and general manager of Ruddy- 
Freeborn, Ltd., who told the group 
how open self-service cases will bene- 
fit their customers—the store and 
market owners—by increasing sales. 
He cautioned, however, that because 
they are open, these cases may re- 
quire more thought as to location to 
avoid drafts, unit heaters, and open 
doors. 

In discussing plates, Harold 
Hansen, sales engineer for Dole Re- 
frigerating Co., described the design 
of eutectic hold-over plates and gave 
typical examples of sizing applica- 
tions for truck refrigeration. He also 
pointed out the advantages offered 
by “latent heat” plates for indirect 
water-chilling where peak loads are 
far above normal requirements 
though of relatively short duration. 
This would be true, he said, in a 
funeral parlor or church air condi- 
tioning system. 

A basic outline of the problems of 
air conditioning was presented by 
another speaker, I. M. Bodine, gen- 
eral sales manager of KeepRite Re- 
frigeration, Ltd. He emphasized that 
while “the public generally considers 
air conditioning and ‘comfort cooling’ 
to be the same thing, actually they’re 
different.” 

Because comfort cooling systems 
control humidity only indirectly, the 
total load should always be separated 
into its latent and sensible compo- 
nents, declared Bodine. 

“You can obtain a_ reasonably 
good control over relative humidity 
by balancing the coils and maintain- 
ing a proper ratio between the latent 
and sensible loads.” 

Also on the educational program 
of the conference was the regular 
“Information Please’ question-and- 
answer session conducted as usual by 
Harry Parish. 

Featured in the exhibits under the 
sponsorship of the Canadian Refrig- 
eration Manufacturers Association 
was the following: 

Air Coils Mfg. Co., Ltd., showing 
blower and gravity coils. 

Air Conditioning Engineering Co.., 
expansion valves. 


Brantford Refrigerator, Ltd. a 
Sherer display case. 

Brunner Corp. (Canada), Ltd., 
condensing units. 

Canadian General Electric Co., 


Ltd., cutaways of motors, evapora- 
tors. 

Davis Automatic Controls, 
expansion valves, controls. 

Dole Refrigerating Co., plates. 

Robt. Elder, Ltd., ice cream cabi- 
net, scale model ice cream truck 
body. 

Fiberglas Canada, Ltd., insulation. 

Frigidaire Products of Canada, 
Ltd., Viso-Trainer with glass evapo- 
rator, ice cream cabinet, 10-cu. ft. 
household refrigerator. 


Ltd., 


Gilson Mfg. Co., Ltd., household 
refrigerator, cutaway compressor. 

KeepRite Refrigeration, Ltd., com- 
mercial low sides, household evapo- 
rators, lockers. 

Kelvinator of Canada, Ltd., house- 
hold units and evaporators. 

Marshall Refrigeration Co., 
valves, driers, fittings, tools. 

Edward Milner Co., Ltd., display 
case. 

McIntire Connector Co., driers. 

Penn Controls, Ltd., controls. 

Perrin-Turner, Ltd., open and her- 
metically sealed condensing units. 

Quality Utilities, Ltd., insulation. 

Queen Fountain Mfg. Co., soda 
fountains. 

Railway & Engineering Specialties, 
Ltd., expansion valves, refrigerator 
hardware, condensing units, oil sepa- 
rators, working display board featur- 
ing valves, driers, etc. 

Refrigeration Supplies Co., Ltd., 
condensing units, oil separators, etc. 

Rema Refrigeration Mart, Ltd. 

Ruddy-Freeborn, Ltd., display case. 

Universal Cooler of Canada, cut- 
aways of compressors. 

Wagner Electric Div. of Sangamo 
Co., motors. 

In addition to the above displays 
by manufacturers and parts whole- 
salers, there was also a booth for 
the Association of Refrigeration Con- 
tractors. 

Annual election of officers and 
directors of the Interprovincial As- 
sociation conducted at the meeting 
put A. E. Doan in as president for 
the coming year with A. Gendron as 
first vice president; F. Chance, sec- 
ond vice president; R. G. Henderson, 


Ltd., 


Pre-Holiday Promotion Offers 
Free Easter Dinner to 
Range Purchaser 


BUFFALO — A complete Easter 
dinner for eight, free of charge, was 
offered to anyone purchasing an Odin 
Beautyrange for $129.50 at the John 
Herrich Co. during a pre-Easter pro- 
motion. 

The appliance firm set up a spe- 
cial display of the dinner items and 
ranges in its store and newspaper 
advertising and radio spots were em- 
ployed to push the sale. The promo- 
tion was launched about two weeks 
before Easter. 

A Buffalo food chain firm coop- 
erating with Henrich provided the 
dinner items which included: A 10 
to 12-lb. ham, a pound of coffee, 
can of sliced pineapple, box of 
brown sugar, four pounds of sweet 
potatoes, can of corn, head of lettuce, 
stalk of celery, bottle of olives, pound 
of butter, loaf of bread, quart of 
milk, and three packages of pudding. 


New Mill Depot Opened by 
Wolverine In Philadelphia 


DETROIT—Wolverine Tube Div. of 
Calumet & Hecla Consolidated Cop- 
per Co. has announced the opening 
of a new mill depot in Philadelphia 
as of April 12. 

The depot will serve accounts in 
Maryland, Delaware, Virginia, and 
Washington, D. C. 

J. H. Smith, Wolverine sales repre- 
sentative in Philadelphia, will be in 
charge of the new operation and 
will conduct all business from the 
Liberty Trust Bldg., Philadelphia 7. 


Designed for Small-Refrigerator Market 


These views of the new Marvel 4-cu. ft. refrigerator indicate its availability in ei) er 


wood-grain or standard finish. 


Marvel Manufactures 4-Cu 


(Concluded from Page 1, Column 2) 


line,” states Carl J. Wagner, presi- 
dent of the company. “It opens up 
new, profitable markets that cannot 
be sold the standard household 
model. It provides a way to tap the 
market for the ‘second refrigerator’ 
in the home—the refrigerator for 
the recreation room, house bar, work- 
shop, or cottage.” 

Marvel has emphasized compact- 
ness in the design of its units, and 
the Marvel model 400 measures 23 
in. wide, 20 in. deep, and 41 in. high. 
The specialized design permits built- 
in installation, without need for back, 
side, or top ventilation, which would 
make it well suited for an apartment 
house where old built-in units op- 


Unit at left has left-hard door. 


* 


Ft. Household Model - - 


erated from a_ central sy:tem. 

Refrigeration is supplied hy 4 
Tecumseh condensing unit, and each 
model is individually tested at ‘em. 
peratures of 125-130° F. 

Merchandising program inc ides 
national advertising as well av ip- 
dividualized point of sale material, 
with special pieces covering the use 
of the 4-cu. ft. refrigerator for doc. 
tors offices, resorts, apartments, and 
recreation rooms. 


Giles To Buy for Barker Bros. 


LOS ANGELES—Harold W. Giles 
has been appointed major appliance 
buyer for Barker Bros. department 
store here. 


secretary; Gordon W. Burns, treas- . 
sergeant-at-arms; 7 


urer; J. Roberts, 
and Harry Parish, educational chair- 
man. 

With E. G. McCracken as chair- 
man, the board of directors chosen 


includes the following: L. Foster, R. | 


Martel, A. LaFlamme, E. Erwin, L. 
Scharry, G. Gagnier, W. Podd, K. 
Robinson, I. W. Thompson, E. W. 
Ridsdill, E. L. Tessler, G. R. Sparks, 
E. Hills, T. Marriott, F. G. Dowle, 
E. G. Oberholtzer, W. H. Dowling, 
H. G. Merrick, L. Kettlewell, W. 
Sperrin, J. G. Dorval, L. J. Fournier, 
I. Lackie, R. Chapman, R. J. Berube, 
and G. E. Clark. 

Under the able chairmanship of 
J. Marshall Lock, the entertainment 
committee provided a successful “fun 
frolic” the first night of the conven- 
tion, with entertainment and danc- 
ing following the annual banquet the 
second and last night of the affair. 

At the welcome luncheon held 
Monday, W. F. Lougheed, economist 
with the Canadian Bank of Com- 
merce, presented a broad analysis of 
Canada’s present economy, suggest- 
ing that the country could face the 
next year or so with “optimism 
tempered by realism.” 


Regarding 
... Low Prices 


There is one basic reason for being in 
business. That is, to make money. There- 
fore, we believe that low prices on equip- 
ment such as ours are only justified when 


they permit us to maintain the quality of 


our product and at the same time yield a 


profit. 


Otherwise, they are destructive to 


our industry and to ourselves—everyone’s 


loss—nobody’s gain. 


Seventeen years ago this advertisement ap- 


peared in the News. 
believes in the 


same 


Today Universal Cooler 


high principles and 


operates on the same ethical policy. 


NEWPORT 


DIVISION 


Marion, 


STE Et 


CORPORATION 
Ohio 


UNIT ¢ 


Barny 


MORE FOR LESS! 


OOLERS 


OFF ER MORE BTU’S FOR LESS MONEY. These savings 


are the results of extensive engineering and the 
development of a newly patented KRAMER coil con- 


struction (Pat. No. 2,462,511). 


The traditionally high 


standards of KRAMER quality are maintained. 


GUARANTEED RATINGS are based on tests made in 


accordance with accepted standards. 


BUILT-IN HEAT EXCHANGERS are an integral part 


of all units. 


FEELER BULB LOOP extending outside the case, facilitates 


easy mounting of the feeler bulb between the coil and 


heat exchanger. 


NO RUSTING with all aluminum cases. 


DIE STAMPED handsome cases. 


TWO ADJUSTABLE LOUVERS permit diffusion of the 


air stream. 


STANDARD EXPANSION VALVES can be used. Units 


are designed for normal pressure drop, external equal- 
izers are not required. 


Write for Bulletin KT180 


IKRAMER TRENTON CO. Preston 5, WN. 


THERMOBANK -COOLMASTER -RADIAL UNITS - PANEL UNITS - CUBERS - FINNED COILS- BARE TUBE COILS-HEAT INTERCHANGERS - 
CONDENSERS Air Cooled, Water Cooled, Evaporative - WATER COOLING EVAPORATORS - BLAST COOLING COILS - BLAST HEATING 
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